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Sparks 


State of the Nation’s Economy: 


Up 

Propuction—In March stood 242 | 
above the 1935-39 average, two 
points over February and 10 per- 
cent above March, 1952. 

WHOLESALE Prices—Rose last week | 
0.2 percent, reversing a month-long | 
downward trend. Average whole- | 
sale prices are now 109.1 percent of | 
1947-49 average. 

Exectric Ouvteit—Totaled 8,112,- 
969,000 kilowatt hours last week, 
an increase of 14.2 percent over 
like week in 1952. 

ConsuMeER Dest—Americans owe 
$82 billion on mortgages, install-| 
/ment purchases and other short- 
term debts, according to Depart- 
ment of Commerce. This compares 
with $72 billion a year ago and $24 
billion at the end of World War II. 

Living INpEX— The Govern- 
ment’s new consumer price index 
rose 0.2 percent by mid-March, 
bringing it to 113.6 percent of the | 
1947-49 average, or 1.1 percent 
above March, 1952. 

Srore SaLtes— Rose during week 
énded Apr. 18 by 8 percent above} 
those of a year earlier, according 
to Federal Reserve Board. 

Heavy Buitpinc—Contract awards | 
in week ended Apr. 23 totaled $288 | 
million, an increase of 24 percent | 
over like 17 weeks a year earlier. | 

Raw Loapincs—Were 4.2 percent 
higher in week ended Apr. 18 | 
than previous week and 2.3 per- 
cent above like period in 1952. 

* * of 


Down 
Stock Prices — Declined from an) 
average $42.56 at the end of Febru- 
ary to $41.94 on March 31, a drop) 
of 1.5 percent, according to N. Y.| 


Stock Exchange. 
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DETROIT, MAY 4, 195: 


Wrapping Up Deal 





Willys Becomes Kaiser-Frazer Subsidiary— 

Edgar F. Kaiser (left), K-F president, hands Ward Canaday a letter from banking 
interests attesting that funds are on deposit to consumate the purchase of Willys- | 
Overland's assets by Kaiser Mfg. Co. The final action in the K-F-Willys amalgamation | 
gave birth to Willys Motors, Inc., a wholly-owned subsidiary of K-F. 

S. > = a. ae 


Kaiser-Frazer Completes 


Absorption of Willys 


Willys Motors, while R. R. Rausch 
is expected to be executive vice- 
president. Ward M. Canaday report- 
edly declined to become the sub- 
sidiary’s chief executive, but agreed 
to stay on as an adviser. 

To acquire Willys, K-F made 
an initial cash outlay of $27 mil- 
lion through its subsidiary Kaiser 
Mfg. Co., which in turn became 
part of Willys Motors. 


Beyond that, K-F assumed cer- 


ILLYS-OVERLAND’S manu-| 
facturing operations were un- 
der the Kaiser-Frazer banner this 
week, following consumation of a 
deal involving more than $62,300,000 
-$27,000,000 of it in cash. 

The action united one firm 
(Willys), which netted $5,338,000 
in profits last year, with another 
(K-F) which suffered a $4,711,000 
loss. 

Willys-Overland, as a vehicle 


| of interest in 
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NADA6Hiefs Prepare 
Good-Roads Drive to 
Avert Auto Stagnation 


Step-by-Step Program Is Planned to Enlist Grass-Roots 
Dealers in a Huge ‘Safety Army’ to Meet 
Traffic Problems of the Nation 


By Pete Wembhoff | congestion and rising accidents by 
Editor, Automotive News | pointing out the ‘selfish angle.’ 
DETERMINED campaign to| That is, by getting across to dealers 
interest “grass-roots” dealers| how much an annual decrease in 
in the nation’s highway and safety | average mileage is costing him in 
problems was |new-car sales and service volume. 
launched in De- “Later,” said Fribley, “we hope 
troit last week by to emphasize the patriotic angle 
NADA’s Public —how America’s great transpor- 
Relations com- tation system was and is our 
mittee. ‘secret weapon’ in time of war.” 
“We dealers Fribley told a group of car fac- 
have been re- tory public relations men, attending 
miss in our |a luncheon in Detroit Wednesday, 
duties to the | that NADA’s grass-roots idea had 
road _ problem (Continued on Page 70, Col. 1) 
thus far,” de- 
clared Carl a a. | 
Fribley, chair- ae | 
man of the NADA committee, 
“but there has been an upsurge 
the past few | 


| 











Production Dips; 
April Total Sets 
Two-Year High 





months.” | 
The NADA program will involve | 
“only one step at a time,” Fribley By Bernie Thomas 
revealed, so that every dealer may | Associate Editor 
find time to become active in his | A UTHOUGH fewer plants re- 
local community. Details were still| “* sorted to overtime and Satur- 
being worked out at press time|day assembly, production of motor 
Thursday. | vehicles in this country continued 
“Up to now,” said Fribley, “the |!ast week at record levels. 
industry has had marvelous over- | With April on the books as the 
all plans but they have been too! best output month in more than 
much for the average grass-roots! two years, most producers let 
dealer to digest. As a result, dealers| schedules taper off slightly late 
have given only lip-service to the! in the week in order to get 
whole highway safety program.” supply channels geared for even 
* * «* greater production volume _ in 


Stee. Propuction—Was 100.3 | producer, from now on will be 
percent of capacity last week | jgentified as Willys Motors, Inc., a 
against 101 percent the previous wholly-owned subsidiary of K-F. 
week. Lad * « * 
arnt Stee Were 889 BlOn| Poca KAISER, KF pres 

' ary. Automotive sales were valued | dent, will ere ae president of 
at $2.9 billion against $2.2 billion a 


year before. 
* * * 


‘Curtice Optimistic 
comment ‘For Year; GM 


Business PayMENTS—Business- | 


men generally were paying vel Nets $151 Million 


bills more promptly at the end of 

February than they had been three| CAN FRANCISCO.—Harlow H. 
months earlier, according to the|S Curtice, president of General 
Credit Research Foundation of the} wotors, reaffirmed last week his 
National Assn. of Credit Men. belief that the 
country can look 
forward to good 
business through- 





Top Cars 








tain of Willys-Overland’s liabilities, 
which as of Feb. 28 amounted to 
$29,589,000. A final figure on liabili- 
ties is to be determined later. 

a * * 


i ADDITION, K-F is obligated to 
pay within 45 days an additional 
$5,792,000 to Willys-Overland, which 
has become an investment company 
in Toledo. 

Purchase of Willys-Overland’s 
physical assets was climaxed last 
Tuesday at ceremonies in the 
Willys’ executive offices in Toledo. 

Kaiser said the action established | 
K-F as one of the nation’s major 
automobile companies in terms of 
facilities, capital assets and “con- 
solidated sales volume.” | 

As a result of last week’s action, 
K-F and its subsidiaries now show 
consolidated net assets of about 
$200,000,000 and consolidated net 
working capital of about $60,000,000. 

At the end of April, K-F’s pro- 
duction showed a more than 20 per- 
cent drop from last year’s level, | 
while Willys’ production of all types | 








‘Continued on Page 64, Col. 4) 


= E HAVE had too many gener- 
als and colonels, but few pri- 
vates, in our good-roads campaign 
to date,” he declared. “NADA’s con- 
templated program is aimed at 
getting some ‘privates’ in our 
‘safety army.’ 
“Our first goal will be to inter- 
est the average dealer in the prob- 
lems of inadequate roads, parking 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


182,694 
170,296 
118,404 





1952 
Week 


Prev. 
Week 


Last 
Week 


For complete production totals 
by makes, see table, page 71. 








May. 

Still, by week’s end, U. S. plants 
had turned out an estimated 140,- 
678 cars and 29,618 trucks, making 
a total of 170,296 units, and the 
second highest weekly output total 
| of 1953. 





* * * 


| Tae previous week’s total stood 
as the industry’s top effort of 
the year, being made up of 151,126 
cars and 31,568 trucks —a total of 
| 182,694 vehicles. 

That production total, largely 
| supported by overtime and Satur- 
| day operations, reflected Ford 
| and Chrysler determination to 
| recoup output lost to mid-month 
| labor difficulties, 

Meanwhile, General Motors con- 
tinues to operate at one of the best 
|levels in its history. GM this week 
will turn out its millionth car of 
1953. 

* * * 

| APRIL production in all U. S. 
|4% plants was comprised of an 
|estimated 600,659 cars and 129,720 


(Continued on Page 71, Col. 1) 


New-Car Sales Holding at High Level | 


By Sam Sampson 
Staff Writer 
EW-CAR sales are apparently | 
remaining at recently reported | 


profits on the transactions. 
Customers are shopping hard for 
the best deals, and competition is 
getting keener — between dealers 


TIVE News revealed that new-car 
stocks are still growing. Several 
|dealers indicated that they have 
| unusually large stocks of higher- 


New-car registrations for two out the year. 
months, plus 28 states for March: || He noted as he 
| spoke at a press 
1953 Pos. Make 1952 Pos. || luncheon in con- 
1—220,046 Chev. —164,918— 1 in le Ag 
2—189,152 Ford 110,831— 2 opening of GM’s 
3—112,030 Plym.  —89,482— 3 aon seat 
4— 81,813 Buick 59,193—.4 || aaay others 
5— 69,975 Pontiac  49,188— 5 let wave a 
6— 56,888 Olds. 40,848— 7 H. H. Curtice around to this 
I— 54,647 Dodge 42,087— 6 || same point of view.” 
8— 48,555 Mercury  30,886— 9 At the same time, GM an- 
9— 33,898 Nash 23,292—10 nounced net earnings for the first 
10— 29,530 Chrys. 23,026—11 quarter of $151 million, a gain of 
11— 24,983 Stude. 36,889— 8 $24 million over earnings of $127 
12— 22,481 DeSoto 16,613—12 || million in the similar quarter of 
14— 17,198 Packard  11,614—15 ‘ : F 
15— 13.428 Hudson 14,103—14 However, with total dollar sales | high 
16— 11,465 Willys 5,185—18 
17— 6,698 Lincoln 3,172—19 
18— 6,214 Kaiser 7,110—16 
19— 3,097 Henry J 5,421—17 Wi 1 
20— 1.408 MG 3 91 million sales ae 7 | 
i 905— | 
_ oo a a T THE San Francisco meeting, | 
D Curtice referred to those who| 
Total All Makes believe that a truce in Korea will| 
1,030,553 753,366 have an adverse effect upon busi-| 


For further details see page 
52, today’s issue. 


levels, according to reports | 
hitting a new record of $2,547 mil-| received at Automotive News last | 
lion, income represented only 5.9|week, but the rapid increases ex- | 
percent of sales for this quarter,| perienced in late March and early | 
compared with 7.1 percent of $1,793 | April have seemingly disappeared. | 


Dealers continue to report that | 
the chief problem is not selling | 
new cars, but making reasonable 
| 
In This Issue 


Prices ....... Page 52 
Used-Car Auctions . Page 6, 50 
Truck Highlights . Page 35 


Registrations, 


ness. 
“The assumption,” Curtice said, 
(Continued on Page 69. Coi. 1) 





holding the same franchise as | priced cars, Other dealers, princi- 
well as between makes. | pally Ford and Chevrolet dealers, 
Despite reports of increased used- | Said they have no stock problems 
car sales in most areas, tradeins | 48 yet. 
on new cars are keeping the lots Dealers expressed doubts about 
full, and high used-car stocks are| the market after July 1, when 
being maintained. Since many) they feel spring buying will taper 
dealers are forced to overallow on| off. If production continues at 
tradeins, they say they are con-| present rates, they said, many 
tinually faced with the problem of | dealers will be closing their 
disposing of high-priced used cars.| doors. 
. ee 8 | And in event this happens, they 
NATIONWIDE survey of | added, whatever stock the defunct 
“% dealers conducted by AuTomo-| 





(Continued on Page 65, Col. 1) 
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Car Production Cramped, Too... . 





Gear Strike May kip 
Ford Truck Output 


By Bob Sheldon 
Associate Editor 

REPARATIONS for a two-thirds 
cutback in Ford truck produc- 
tion were being made last week as 
a strike at Borg-Warner Corp.'s 
Warner gear division in Muncie, 
Ind., tightened its squeeze on auto 
makers’ supplies of transmissions. 
Revision of output schedules on 
Ford and Mercury cars, to allow 
for the assembly of more units 
equipped with standard trans- 
missions, also was due to start 
this week if the walkout contin- 
ued, Ford Motor Co. is depend- 
ent on the Warner plant for all 
of its overdrive requirements and 
in the neighborhood of 45 percent 
of its Ford and Mercury auto- 

matic transmissions, 
Among the auto producers, Ford 





Electronics Rushing 


Chrysler Rebates 


DETROIT.—Chrysler Corp. re- 
ports it is operating 40 electronic 
tabulating and check writing 
machines overtime these days 
to pay several million dollars to 
its more than 10,500 Plymouth, 
Dodge, DeSoto and Chrysler 
dealers. 

The checks being sent dealers 
represent the differential result- 
ing from the company’s price 
reductions on cars and trucks 
placed in effect March 25, and 
cover vehicles which were en- 
route to dealers or in the deal- 
ers’ possession when the prices 
were changed. It is expected 
that all dealers will have re- 
ceived their checks by May 15. 








appeared to be the most seriously 
affected by the gear tieup. Kaiser- 


Frazer said it could operate on vir- | 
through | oa 
May 13, then would have to start | Him 


tually normal schedules 
turning out a greater proportion of 
cars with special transmissions in 


order to overcome an impending 


shortage of standard-transmission | 


units. 

* * * 
@TUDEBAKER said it could get 
by for the rest of the month on 
a normal production basis. Other 
companies seemed to face no im- 
mediate threat, although Willys 
was considering the possibility of 


|some revisions. 


| 
| 


| 
| 





}on 
| missions, said it expected no loss in 
jactual unit production of cars 


|}another source for 


Chrysler, weighing its stock- 
piles on a week-to-week basis, re- 
ported that it would not be af- 
fected for another week, with 
little likelihood of any great 
change after that. General Mo- 
tors said that the Warner strike 
would have only an “infinitesi- 
mal” effect on GM operations, no 
matter how prolonged. 

The slash in Ford truck produc- 
tion is to be carried out on a grad- 


j}ual basis over the next two weeks 


until the division is operating at 
only one-third of its pre- strike 
truck output rates. 
* + * 
INCOLN-MERCURY aside from 
rearranging Mercury schedules 
overdrives on automatic trans- 


through May 16. Lincoln, which has 
its automatic 
drives, will not be effected. 

Ford production men were tak- 
ing steps, meanwhile, to maintain 
an unhampered flow of automatic 

(Continued on Page 66, Col. 1) 


Auto-Lite Dealers Convene in Detroit— 
Approximately 175 distributors and dealers of Electric Auto-Lite Co. attended last 


week's regional sales meeting in Detroit. Pictured here are (from left) L. B. O'Loughlin, | 
assistant sales manager of the merchandising division; John A. Shank, manager of the 
parts and service division, and E. A. Dunlap, president of Auto Electric & Service | 


Economy Winners 


Sal 
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Economy Trophy for Ford— 


Les Viland, Detroit engineer, who won the 1953 Mobilgas Economy Run by averag- 
ing 27.0335 miles per gallon in a Ford Mainline six-cylinder Fordor Sedan, sits 
behind the wheel of his winning car. Congratulating him are (from left) Carl T. 
Doman, service manager of the Ford division, and Al Stuebing, Hollywood Ford 
dealer, who holds the Class A trophy which the Ford also won. 
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Nash Winner in Two Classes— 


These are the two Nash Ambassador models which emerged as winners from the 
1953 Mobilgas Economy Run—the first time that one make has won first place in two 
classes. Shown (from left) are Andy Henderson, driver of the overdrive-equipped 
Ambassador in upper medium Class E, which set a record of 22.54 miles per gallon; 
Spence Honig, president of Nash California Co., who entered the car; L. T. Kouns, 
Nash western sales manager; Thayer Hills, owner of Hills Motors Co., Pasadena, Calif., 
| whose entry in Class F, equipped with Hydra-Matic, set a record of 21.11 miles per 
gallon, and Archie Bowen, Hill's driver. 





Chrysler Buys Site 


Auto Firm Acquires 600 Acres Near Detroit; 
No Immediate Plans for Use Given 


NEW HUDSON, Mich.—A 600-| project may ultimately employ 
acre site southeast of here, about 15,000 to 40,000 persons, but the 
30 miles out Grand River Ave. from! company later stated that this was 
downtown Detroit, was purchased| completely unfounded, in that no 
recently by Chrysler Corp., it was|plans are presently being consid- 
revealed last week by the North-|ered for the development. 
ville Record, a community paper; The large industrial tract was 
covering the area. |bought on March 12, 1953, it was 

Chrysler spokesmen told the | reported, from Charles E. Sorenson, 
paper that no definite plans have | formerly vice-president of Ford 
been made for use of the prop- Motor Co. 
erty, but “there is reason to be- | The land is bounded on the 
lieve that Chrysler’s top manage- | northwest by Grand Trunk Rail- 
ment regards the purchase as | way, which already has a spur 
potentially very important,” the on the property, the Record said. 
Record said. The main line runs from Pontiac 

The newspaper said that the! to Jackson. The railroad also con- 
——— —— nects with the Chesapeake & Ohio 
lines between Detroit and Sagi- 
naw, and Detroit and Grand 
Rapids. 

An ample supply of natural gas 
|is readily available from a pipeline 


Fustomined Styling! 
Highlights L-M’s | 
Detroit Exhibit 





Co. less than a mile away, accord- 
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eae 
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|of the Panhandle Eastern Pipeline | 


Corp., Detroit. The meetings, which will be held in 


through June. 





Nash Plugging for Revival 


Of National Auto Show 


By Bernie Thomas 

Associate Editor 
¢cosene out strongly in favor of 
the auto industry holding a 
National Auto Show in early 1954, 
Nash last week 
became the first 
car maker to 
take a firm 
public stand on 
postwar revival 
of manufacturer- 
sponsored expo- 

sitions. 

H. C. Doss, 
Nash sales 
vice - president, 
said in an in- 

B. ©. Bess terview that 
Detroit is the only logical place 
for the industry to display its 
wares under a national banner. 

“There are facilities in Detroit 
that are inherently a part of the 
industry, available no place else 
in the world,” he declared, “which 





would lend themselves readily to| world. The opportunity to dissemi- | ing, Lincoln’s four-way power seat, 
as| nate information about a national 


producing a dynamic. show, 
compared to the static exhibits 


jand now 


in automobile shows 


outmoded.” 

* * * 
pos. who has had longer ex- 

perience in sales than perhaps 
any other man in the 
believes that the question of which 
city should house a show is of less 
importance than the need to hold 
one before the prewar idea dies by 
default. 

“The default stage is already 
closing in,” he said last week, 
“and rather than see that hap- 
pen, Nash—despite its feeling 
about Detroit—would be willing 
to take part in a national show 
in any city.” 

But he is convinced that Detroit 
is the only logical site, and con- 
siders this an unselfish view, in- 
asmuch as Nash makes none of its 
cars in the Motor City. 

7” * * 


traditional 


“T)\ETROIT,” says Doss, “is the 
automotive news center of the 


(Continued on Page 67, Col. 1) 


13 key cities, will continue | 


industry, | 


DETROIT. Lincoln - Mercury 
yesterday (May 3) closed an eight- 
day exhibit of specially styled cars, 
| with attendance figures expected to 
| reach 100,000 when final tabulations 

are completed. 

A total of 21,344 visitors was 
|counted on the opening Sunday 
|alone. Top attraction of the “Style 
| Preview of Tomorrow” was the 
| XL-500, an experimental model.| 
|Seven other Lincoln and Mercury 
ears with specialized styling also 
were displayed at the W. Warren 
Ave. plant. 

They included the Anniversary, 
a Lincoln Capri convertible finished 
in white-pearl with gold - plated 
|} bumpers, grille and interior hard- 
| ware; the Maharaja, a gold-pearl 
| Lincoln Capri four-door sedan with 
red and gold brocade interior trim; 
the Cadet, a grey four-door sedan 
with seats trimmed to correspond | 
with the coats of West Point ca- 
dets; the Midshipman, 
marine hardtop styled in nautical | 
theme, as well as three Mercury | 
models. 


| 
The show also displayed for the| 


| 


coln, in addition to engineering dis- 
plays of power brakes, power steer- | 








scale models of dream cars and| 
| current production models. 


an aqua-| 


ing to the newspaper. 

Chrysler spokesman told the pa- 
per that the deal “is in line with 
the corporation’s confidence in the 
future of Michigan as an industrial 
center. 


Packard Sales, Net 
Show Threefold 


| DETROIT.— Packard sales and 
|net earnings for the first quarter 
of 1953 were approximately three 
times those for the same _ period 


®\in 1952, it was revealed last week 


Net earnings announced for the 
|quarter were $3,510,062 as against 


® |$1,288,879 for that period of 1952 


| Sales were $123,693,931 against $43.- 
830,496 a year ago. 
The record sales resulted in a 
| profit before income tax for the 
| quarter of $10,030,062, which was 
the highest pre-tax earning of 
any quarter in the company’s 
| history, not excluding the war 
| years. 
| Last fall, James J. Nance, presi- 
|dent, announced Packard’s return 
|to the luxury-car field and pro- 
duction of the Packard Clipper in 
the medium-price field. 


| “The public acceptance of the 
two lines has been good,” Nance 
said. “Had we been able to secure 
delivery from certain important 
| vendors, we could have produced 
;and sold more cars during the first 
| three months.” 


| The quarterly statement shows 
that on March 31 Packard had a 
working capital of $40,653,505, com- 
pared with $40,288,040 on Dec. 31, 
| 1952, and $43,339,623 at the end of 
the first quarter of 1952. Share- 
holders equity on March 31, was 
$78,509,612 against $75,512,908 a year 
ago. 

In attributing the sharp business 
| rise to increased public acceptance 
| of the company’s dual-line program 
| Nance added that Packard styling 
has grown in popularity since this 
type was introduced last year. 

A principal aspect of Packard's 
|new program has been expansion 
|;of its dealer force, Nance _ indi- 
cated. This program is well under 
way, he said, with more than 300 
dealers added since November and 
|new ones being enlisted at the 
|rate of approximately 50 per 
| month. The goal is for an overall 
jincrease of 25 percent during 1953. 

* x * 


Tool Difficulties Blamed 


|For Studebaker Loss 


| WILMINGTON, Del. Unusual 
| difficulties in January and Febru- 
|ary, mainly with tools and dies for 
new cars, were blamed last week 
by H. S. Vance, president of Stude- 
baker, for the firm’s net loss of 
| $984,489 in the first quarter. 


This compared with a net profit 
of $4,862,149 in the first three 
months of 1952, stockholders meet- 
jing here were told. 

Vance added, however, that pro- 
|duction difficulties have been 
largely cleared up, with car output 
last week at 92 percent of capacity. 


A production this year of 350,000 
cars and trucks is planned, accord- 
ing to Vance, which is more than 
in any previous year. 

Sales, including defense output, 
totaled $162,473,825, compared with 
$149,826,186 a year earlier, while 
55,397 cars and trucks were sold, 
|against 67,546 in the first quarter 
|of 1952. 





| 
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first time an air-conditioned Lin-| Trying Out L-M Exhibit Gadgets— 


Robert F. Hutcherson (third from left), Lincoln-Mercury dealer of Wayne, Mic'., 
brought a number of friends to the division's exhibit in Detroit. Here they are trying 


out the difference 
engineering displays. 


between power steering and conventional steering in one of the 
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Dealers tell me 


By John 0. Munn 


EALERS, of course, are inter- 

ested in how many cars of their 
line are sold. Total volume of sales 
nationally has an important bearing 
on list price. But how many cars 
they sell lecally, and at what profit, 
must be their primary considera- 


tion. That is the reason why many bring a sample and quotation with- | 


dealers feel it an obligation as well 
as an opportunity, therefore, to sell 
thoroughly to the people in their 
market their responsibility for and 
their ability to satisfy automobile 
owners. 

In other words, dealers feel, if 
the public really understood the 
contribution an automobile dealer 
makes to assure satisfactory use 
of automobiles in his community, 
the selection of the dealer from 
whom to buy a car would be as 
important as which car to buy. 

It has always been true that the 
dealer, who has as much public ac- 
ceptance locally as his car enjoys 
nationally, gets his share of the 
business and at a profit, while the 

dealer who traded principally on 
the trade name of the car is forced 
into price concessions and_ ulti- 
mately suffers the elimination of 
an operating profit. 
* ” * 


Ready to Go 

ANY dealers have wondered 

4 “what I would say if I were a 
dealer so that more people would 
understand the importance of my 
dealership in terms of owner bene- 
fit.” In answer I have dictated such 
a statement, and it appears below. 
Automotive News has set it up in 
large-sized type, leaded, so it can 
be reproduced by the lithographing 
process by any dealer. 

It is an Automotive News con- 
tribution to dealers. Readers can 
make any adaptation that will 
make it more nearly fit their 
needs. We suggest that it be used 
as a six-page folder, envelope 
size. Such a folder can be in- 
cluded in your outgoing mail and 
to pass out by your new and 
used-car salesmen. 

Some dealers have equipment for 


NADA Advisors 


Department Heads Set Up 
Senior Council 

WASHINGTON. - 

of a senior council for NADA has 


been announced by 
Bell, executive vice-president. 


The council will act as an ad-| 
executive vice-presi- | 


visor to the 
dent, and each member will be the 


head of an operating department. | 


The council consists of D. C. 
Barnhart, membership; Ray Cham- 


berlain, conventions and_ exhi- 
bitions; James F. Cousins, re- 
search and human _ ‘relations; | 


Charles F. Farrington, legislation; 
Jay Green, assistant secretary and 
treasurer; Walter 
public relations, and James 
Moore, general counsel. 


C. 


Index 


Advertising News 

Auto Forum ...... 
Auto Market Page . 
Auto Row ‘ 
Coming Events 

Court Decisions ..... 
Dealer Business Covnsel 
Editorial 

Financial i 

FOB Factory .... 

Jordan (Ned) 

Legislative News 
Letterbox 

Merchandising Memos 
New Products 

Obituaries 

Personnel (Factory) 
Prices, New-Car 

Prices, Used-Car, Averages 
Production by Makes 
Registration, Cars, Trucks 
Safety News 

Used-Car Notes 
Washington Column 








Establishment | 


Frederick J. | 


M. Kiplinger, | 


AUTOMOTIVE NEWS, MAY 4, 1953 








reproducing such a folder, All can} 
get estimates from their local} 
printers. For dealers who want} 
quick action, Edward A. Collins, 
P.O. Box 115, Warren, R. I. is 


prepared to furnish quantities of | 
this folder. A request to him will} 


out obligation. 


The Man Who 
Helps You 
| To Get Around 


_ outstanding phenome- 


non of modern life is its | 


‘mobility. The whole structure 
of the social and economic 
‘existence of nations and 
‘people today rests upon this 
‘mobility and depends upon 
the mechanical, mobile units 
| that enable men to enjoy this| 








priceless individual privilege| 
to come and go as he desires | 


For countless centuries, 
'man possessed the means of 
‘mobility but didn’t know how | 
to use it. For modern mobility 
‘depends upon the wheel, 
which in basic design is today 
'the same as the first wheel 
'that man made ages and ages 
|ago. The economic and social 
| progress of the human race is 
written in the efforts of count- 
less succeeding generations of 
men to “put a shoulder to the, 
wheel” by the development | 
and application of motive 
| power to it. 


The amazing, wonderful, 
almost magical wheel is in- 
animate, helpless, and ut- 
terly useless until it is con- 
nected to a source of power 
—‘‘horsepower” we still 
call it. It does not seem 
likely that there ever will 
be a time when any form of 
transportation over the sur- 
face of the earth will sup- 
plant the power-driven 
“HP” may appear 
in forms not now imagined 
but all of the activties, 
needs and pleasures of men 
will continue to depend 
upon the mobility that the 
wheel gives to mankind. 


| As of now, in this latter 
half of the 20th Century, the 
'man responsible for keeping 
‘the wheels of transportation 
‘turning is the Automobile 
|Dealer. The urgent need, the 
|incalculable value of automo- 
jtive transportation has 
‘brought into existence in 
levery city and hamlet the 
‘local automobile dealer. He is 
the inevitable result of mod- 
|ern times—not an opportunist 
itrading upon a temporary 


| human whim or requirement. 
| * * * 


| JF EVERY automobile sales | 
|# and service institution in) 
|America should be destroyed 
|on the day you read this, the 
morrow would find every com- 
munity in this land busy re-| 
establishing automobile sales | 
and service establishments. | 


| wheel. 





Modern man cannot get along | 


| INDIANAPOLIS. 
| automobile dealers must join with 
manufacturers in an effort to help | 
and | 
traffic problems, James Cope, vice- | 
told | 


}more than 200 members of the} 





| Indiana Parley Elects Kuhn President. . . 


Join Roads Fight, Dealers Urged 


The nation’s 


meet the nation’s highway 


president of Chrysler Corp., 


Automobile Dealers Assn. of In-| 


diana, at their 16th annual con- 
vention here last week. 


| 


| 


tion, you can’t indefinitely let the 
utility of your merchandise, its 
usefulness to the buyer, be re- 
duced by a road plant that is 
suffering from hardening of the 
arteries,” Cope declared. 
“We Americans pay for 


When we don’t spend the money on 





Regional Meetings in New Jersey— 

The New Jersey Automotive Trade Assn. has completed a series of regional meet- 
ings. It reports that the area chairmen came out for a record attendance of nearly 
109 percent. Pictured here are the chairmen of the northern region. In rear row (from 


| left) are James R. Boyle, Bloomfield; Melvern C. Woodburn, Hillside; LeRoy Griggs, 


East Orange; John M. Kramer jr., Bayonne, and Owen T. Clarke, Cliffside Park. In 
: : front row: Eugene A. DeTone, Clifton; William F. Cooper, Dover; Otto P. Henneberger, 
quickly, safely, economically. | business manager of the association, and William Ll. Mallon, NADA regional vice- 


president. 


NADA 


T akes More Blasts 


At Standby Controls 


ASHINGTON.—Meeting in 

Washington last week to lay 
the groundwork for any necessary 
future action against the so-called 
Capehart controls bill, NADA’s na- 
tional affairs committee took the 
position that “there should be no 
legislative roadblocks to free com- 
petitive enterprise.” 

Meanwhile, NADA President 
Robert Armacost wrote Senator 
Capehart that “blanket authority 
for the Federal Reserve Board to 
regulate the economic life of 
America would be a serious blow 
to initiative and to individual 
freedom of action.” 

“While we have the greatest 
confidence in, and respect for, the 
fine gentlemen who comprise the 
board of governors of the FRB,” 
Armacost added, “we feel that free 
Americans, except in time of all- 
out war, should not have to live 
under the constant threat of im- 


position of restrictive credit con- | 
trols. Such controls, we know from | forces will eventually assert them-| ley Pressler 
SS ee 


Craig Nominated 
For Presidency 


Of Illinois Assn. 


experience, hamper business and 
customers alike.” 
z * « 

HAIRMAN Alton M. Costley 
4 presided at the meeting of the 
NADA national affairs committee. 
He stated that action just taken 
by the group would lead to con- 
siderable step-up in “an educational 
program to insure sound business 
practices in extending credit on 
automobile purchases.” 

He said that NADA has long 
urged its members to conduct 
their credit policies on a sound 
business basis, adding that “un- 
wise consumer credit controls 
are as harmful to our national 
economy as any unsound business 
practices.” 

Costley expressed himself as 
being in complete agreement with 
the statement of FRB Chairman 


William McC. Martin to the effect 
that: 
“The board feels that market 


to bring about readjust- 
ments, provided they operate 
|within a framework of proper 


| fiscal monetary policies.” 
Members of NADA’s national 
affairs committee are: Chairman 
| Costley, of East Point, Ga.; Charles 
|C. Freed, Salt Lake City; Walter 


SPRINGFIELD, Ill.—The nomi-| J, Wilkins, Norfolk, Va.; R. D. 


nating committee of the Illinois 
Automotive Trade Assn. has sub- 
mitted the following slate of candi- 
dates for the convention to be held 
May 15 in Chicago: 

Lee D. Craig, of Rockford, presi- 
dent; Ola J. Thomas, of Kewanee, 
vice-president, and R. E. Broe, of 
Sprinfield, treasurer. 

Proposed for a two-year term on 
the board of directors were Gus 
Langenfeld, Centralia; Thad R. 
Carter, Alton; Floyd Cox, Jackson- 
ville; Roland Marston, Kewanee; 
B. C. Curless, LaSalle; Floyd Tague, 
Morris; Robert E. Norem, Ottawa; 
Larry Hackett, Peoria; Robert 
Young, Quincy; Allen T. White, 
Rockford; V. A. Williams, Salem, 
and Bruce Stebbens, Sterling. 

Any group of 10 or more mem- 
bers wishing to enter another name 
may submit a nominating petition 
to the election committee prior to 
the convention, it was announced. 


Demand Is Shop Chief 


Andy Demand has been ap- 
pointed body shop manager of Com- 
merce Motors (Ford), 13608 St. 
Clair Ave. Cleveland. The ap- 





without an automobile. He) pointment was made by Sam Lee. 


(Continued on Page 59, Col. 1) 


president of the firm. 


McKay, Wichita, Kans., and Dean 
Chaffin, Bozeman, Mont. Freed, 
McKay and Armacost were unable 
to attend last week’s session here. 


good | 
roads whether we use them or not. | 


of our pockets. Progress is being 
throttled by inaction. 

“No one of us would dream of 
putting up, inside our own business 
| establishment, with the man-hours 
and machine-hours thrown away, 
either in absolute idleness, in traf- 
fic jams at the corners, or in creep- 
ing along over crowded and inef- 
| ficient roads. We wouldn’t stand 


“As merchants of transporta- | good traffic-ways, we let it leak out|for one minute the accident 


records, nor the waste in excessive 
insurance caused by operating with 
a primitive plant studded with 
obvious safety hazards.” 

Cope, also said that auto dealers 
should welcome the return of a 
|buyer’s market. He pointed out 
hat it has been a long time since 
| 


| 
| 


manufacturers and dealers have 
had the opportunity to offer prod- 
ucts in open competition, and to 
display in action the quality that 
is symbolic of the automobile in- 
dustry. 

“We have been living in a very 
unreal world for a long time,” he 
said. “From the end of World War 
II, it seems that there has been one 
endless succession of shortages, 
emergencies, abnormalities and al- 
locations. When there was no real 
shortage in sight, giant strikes 
came along to create it. 

“We all know that these con- 
ditions do not generate true 
business health. And they cer- 
tainly are not the conditions 
under which auto retailing 
proved itself the 
greatest retail business 
world.” 


Other speakers at the convention 
included RobertS. Armacost, Kans- 
as City, president of NADA and a 
former Studebaker dealer in In- 
dianapolis, and Ewing Stumm, di- 
rector of sales training for National 
Cash Register Co. Armacost told 
the dealers of the plans and ac- 
tivities of the national association. 

Paul A. Kuhn, Indianapolis, vice- 
president of North Side Chevrolet, 
Inc. and East Side Chevrolet, Inc., 
was elected association president. 
He was elevated from vice-presi- 
dent and is the first Indianapolis 
man to head the association. He 
succeeds A. M. Vivian (Buick), of 
Richmond. 

Other newly elected officers 
included Elson Sims (Ford), of 
Vincennes, vice-president; Frank 
Shaver (Pontiac), of Indiana 
Harbor, vice-president; Fred Guy 
(Ford), of Muncie, secretary, and 
William R. Krafft (Buick), of In- 
dianapolis, treasurer. Krafft was 
reelected to the treasury post for 
the 12th consecutive year. 

Newly elected directors were 
Robert McClain (Dodge-Plymouth), 
of Anderson; Perry Lewis jr. 
(Ford), of Crawfordsville; Earl 
Mooney (Ford), of Spencer; Stan- 

(Studebaker-Oldsmo- 
| bile), of Bloomington; W. T. Neal, 


finest and 
in the 


(Ford), of Osgood; Paul Abel 
(Buick), of Muncie; J. S. Grant- 
ham (Dodge-Plymouth), of Gary, 


and J. J. O’Daniel (Oldsmobile), of 
Evansville. 

Haywood M. Davis, Fort Wayne 
Pontiac dealer, a former associ- 
| ation head, was awarded the Her- 
|man Goodin Civic Award for out- 
standing community work during 
1952. The award is given in memo- 
ry of Goodin. 





On the House . 





The Ford 6’s victory in the Mobilgas Economy Run Sweepstakes 
couldn’t have come at a more appropriate time, with the company 
ready to kick off a big celebration of its 50th anniversary this week 

. The Dodge V-8 victory was timely, too... 


with a national 


of this year’s 





310 last year, u 


The average 
ness 22.9 years, 





ation ... Paul Vincent has been 


County chapter of state association . 


three new members. 


Ford’s anniversary year will be set off this week 


press meeting in Dearborn; high- 


light will be dedication May 7 of Ford Archives in 
Fair Lane, home of Henry and Clara Ford .. . 

Dealers are receiving sizable refunds on Chicago 
Show exhibit space, indicating the huge success 


event FBI Director Edgar 


Hoover, reporting that car thefts soared to 215,- 


rges dealers to be on the alert for 


suspiciously low prices or unusual circumstances. 


Maryland dealer has been in busi- 
sells 376.2 vehicles per year, has 


annual payroll of $101,010, reports the state associ- 


elected vice-president by the Utah 
. . Buffalo group has just added 


—Pete WeMuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
4. The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 
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They're Treating Money 
Like Money Again 


— are beginning to treat money like money again. 
We’re not trying to be funny. For a long time people were 
tossing the stuff around like rice at a wedding. 


Customers rushed to spend it. Financial institutions were | 
eager to lend it. Dealers had a plentiful supply for leasing | 
operations. 


Now there’s a new attitude. Customers will still spend it. 
But you have to tug a little harder. They are being more 
selective. The popular cars are still selling well. And so | 
are the sharp used cars. | 

| 


But with an ever louder voice, the experts on the whole- 
sale end of the used-car business are emphasizing: Nobody 
wants the “dogs.” 


Finance companies still want to lend money. They have 
to. That’s the only way they can earn their salt. But they 
are getting choosey, too. They’ll still floor plan cars, but 
they are eying the dealer a little more carefully. And they 
don’t want any part of the older used cars. They are looking 
for good solid business, and assume that good solid dealers 
will reciprocate. 


For dealers on the shaky side, this may mean the end of 


the line. 

But for dealers who have a sound operation, there is 
little to fear. The auto business still looks good. The cus- 
tomers still have plenty of money, and they will spend it 
with dealers who sell them on value. 


As the business becomes more competitive, here’s a re- 
minder from a sales leader who watched dealers operate 
through 35 years of good times and bad: 


“IT never knew a dealer to go broke because conditions 
were bad in the auto business. But I’ve known plenty who 
went broke because they took the money they made on 
autos and invested it in cattle, horses, ranches, yachts or 
other endeavors.” 


Think that over. You can’t afford to brush it aside. 





Auto 
Forum 


Latest count shows that 
General Motors has three exec- 
utive vice-presidents and 31 
vice-presidents. Said a GM ob- 
server, “The veep situation is 
normal.”—JouN M. Car.iste in 
Detroit News. 


* + + 


Little Hope Held 


Short of cutting out tongues 
and beating typewriters into 
plowshares, there just ain’t any 
way to get military people to 
shut up.—Columnist Robert 
Ruark, commenting on Defense 
Secretary C. E. Wilson’s pro- 
gram to keep military secrets 
secret. 

* 


Closely Interwoven 

I am a European, and Europe 
is therefore my main concern, 
but all of us, you as well as 
we, must be clear in our minds 
that in this period of world- 
wide tension between the East 
and the West, the questions of 
the Far East and of Europe 
are most closely interwoven, 
and that the one cannot be 
settled without the others. — 
Konrad Adenauer, Chancellor 


of West Germany. 
” * + 


Detroit’s Pioneer Touch 

Woodward Avenue, Detroit, 
is a mess. It used to be a fine 
street, but it got ground under 
the wheels of progress. It has the 
frowziest front flaunted by any 
major city... 

“TI love it,” said a white-haired 
member of Detroit's “aristoc- 
racy.” “Sure, it’s cutthroat and 
vulgar and competitive, but it’s 
also warm and human and real. 
Detroit is the last big city in 
America with the pioneer touch. 
It’s as exciting to live here as 
Leadville was in the last cen- 
tury.”—Roul Tunley, in Amer- 
ican Magazine. 

* * * 


Washington Gremlins 


As the first quarter of Presi- 
dent Eisenhower’s administra- 
tion draws to a close, there is 
mounting evidence of the in- 
clination of many officeholders 
in Washington to resist 
change. Many of these indi- 
viduals have become so thor- 
oughly obsessed with the idea 
that the Federal Government 
is papa and mama to every- 
body, that they cannot under- 
stand why anybody should try 
to economize, reduce the 
budget, or require a Federal 
employe to put in a full day’s 
work.—Steel Magazine. 

f * * 


Suttee? 


Dr. Ernest Albert Hooton, 
Harvard professor of anthropol- 
ogy: 

“Short of introducing the 
practice of suttee (by which 
Hindu women cremated them- 
selves on their husbands’ 
funeral pyres), I can think of 
no really effective method of 
equalizing the life spans of 

wives and husbands.” 


10 Years Ago... 


The Big Story 


In anticipation of a seasonal pickup in new-car demand, OPA in- 
creased to 50,000 the quota for rationing in May from an April allot- 
ment of 38.000 .. . Provisions for lifting the ceiling on mileage which 
may be allowed for in-course-of-work driving, from 470 miles a month 
to 720 miles, also were announced by OPA . . 


brought out the information that under present maintenance condi- 


tions on a nationwide basis, one mechanic is needed for every 50 
automotive vehicles to keep them in efficient operating condition .. . 
A total of 1,547 vehicles was released under the truck rationing pro- 
gram the week ended Apr. 24. . 
per car in share-the-ride agreements has increased from two prior 
to July 1, 1942, to 2.44 by December, 1942, and 2.66 at the present time, 
according to surveys of the Highway Traffic Advisory Committee and 
the Public Roads Administration . 
dealers in eight months have reached nearly 100,000 tons, said William 
E. Holler, Chevrolet general sales manager . . 
dent of Chrysler Corp., announced the retirement of Vice-President 


J. E. Fields. 
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—— Letterbox—-—————__ -—--— 


‘Agents Side... .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


* 
4 





On Insurance | trary to the objectives of your 
| platform. 


I have read with interest your | Precisely the same thing may 
editorial relating to insurance con-| pe said for insurance agents, name- 
tained in the Feb. 23 issue of;|ly, we have no desire to interfere 
AvuTomoTIVE News. Appreciating in the business of automobile 
that your _ publication receives|dealerships neither are we_ re- 
nationwide circulation, neverthe-|cePtive to the auto dealer inter- 
less I feel compelled to mention | ©€Ssion in our business. 


; ; , | Your claim of efficiency’ in 
that the situation described does | serving customers by dealers be- 
not exist in Michigan. 


ing agents is interesting and on 
I think the position of local 


‘the surface very feasible. Un- 
agents such as I represent is | fortunately, the experience in this 
well stated by the platform of 


| field has been materially different. 
your publication appearing di- |The Supreme Court of Michigan 
rectly over the editorial. The ob- 


has said that dealers need not be 
jectives of your organization are licensed agents to afford coverage 
much like those of this associ- | on 


those autos for which the 
ation. It would be entirely possi- | dealer arranges financing. 


ble for insurance agents to be Yet seldom does a day pass 
representatives of automobile | when the Insurance Department 
manufacturers though this, of and this office hear of instances 
course, would be directly con- where following an accident the 


individual learns to his surprise 
that the coverage is single in- 
terest for the benefit of the fi- 
nance company only. 
| There are many fine agents in 
| the city of Detroit who would wel- 
come the opportunity of discuss- 
ling this subject with yor Like- 
| wise, my office is alway~ available 
|for such informatior. as it might 
furnish on this issue. I do not in- 
tend criticism of your editoria! 
policy but respectfully suggest 
that factual information from the 
insurance agents ranks might wel 
modify what appears to be a sel 
fish endeavor in our behalf. 
W. O. Hivpesranpn, Secretary-Man- 
ager, Michigan Assn. of Insurance 
Agents, Lansing. 
* * 


OPS Sneak 


In your April 6 issue of AvTom»- 
| TIVE News, you carried an article 
| that OPS had sued us for $975. 
Would like to state the clear ver- 

(Continued on Page 68, Col. 1) 


. An investigation 


. The average number of persons 





* 
. . Serap collections by Chevrolet 


. K. T. Keller, presi- 


—From the files of Automotive News. | 
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HERE is ample testimony —on 







roads, on farms, in the air 






_ and on waterways throughout the world — 






to the excellence that has made Auto-Lite 






ail famous for quality and performance. For 
Auto-Lite products are specified as original equip- 






ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 


This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’RE ALways Ricgur Wirn Auto-Lite.” 
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BATTERIES * BUMPERS © FUEL PUMPS *® HORNS ® GENERATORS 
LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 
STARTING MOTORS © INSTRUMENTS & GAUGES * IGNITION UNITS 
MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 
MOVING MECHANISMS * HUB CAPS * WIRE & CABLE * SPARK PLUGS 
METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 











WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 























Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday ) 





Apr. 29 
(Smaller number of buyers at- 

tended. Buying spirit low, Sold 75 
cars out of 155 offerings.) 

BUICK—’'51 RM 4-dr., $1,395*, $1,- 
500*; Super 4-dr., $1,250*; Super 
Riviera 2-dr. $1,660* "50 Super 
2-dr., $890, $770; RM 4-dr., $935°* 
$955. '49 RM 4-dr., $805; 2-dr., $690 

CHEVROLET 51 SL Deluxe 2-dr., 
$1,065*; 4-dr., $1,075*. ‘50 Bel Air, 
$1,100*; SL Deluxe 4-dr., $960, ‘49 
FL Deluxe 2-dr., $600 

CHRYSLER—'50 NY club coupe, $1,- 
230*; Windsor 4-dr., $850. ‘49 NY 
4-dr., $925°*. 

DeSOTO ‘52 Custom 4-dr., $1,525* 
‘50 Custom 4-dr., $895. ‘49 conv., 
$545. 

DODGE ‘51 Wayfarer 2-dr., $985 
$895, $905. ‘50 Coronet club coupe, 
$965. ‘48 Custom club coupe, $590. 

FORD —'52 Custom (8) 2-dr., 2 at $1,- 
560, $1,400. °51 Deluxe (S) 2-dr., $1,- 
010; Custom (8) 4-dr., $1,135. ‘50 
Custom (8) 2-dr., $835; Custom (6) 
2-dr., $690, $660. ‘49 Custom (8) 


2-dr., $580, $650; club coupe, $690 
HUDSON--'51 Hornet 4-dr., $1,200 


KAISER—'49 4-dr., $410. 

LINCOLN —'51 4-dr., $1,200. 

MERCURY — '49 4-dr., 2 at $790, $650, 
$675. 

NASH ‘51 Rambler station wagon, 
$920; Statesman 4-dr., $985. ‘59 
Statesman 4-dr., $510. 

OLDSMOBILE—'48 (76) 4-dr., $610*. 

PLYMOUTH ‘53. Belvedere, $2,075. 


$1,170, $1,275. 
$950, "50 


"52 Cambridge 4-dr., 
"51 Cambridge club coupe, 


Deluxe club coupe, $720. ‘47 2-dr., 
$290. 

PONTIAC—'52 Chieftain (8) 2-dr., $1,- 
725*. ‘51 Catalina, $1,475*; Chief- 
tain (8) club coupe, §$1,650*. ‘50 
Chieftain (8) 2-dr., $920, $970*. ‘49 
SL (8) 2-dr., $850, $610. 


STUDEBAKER ‘51 Champion 4-dr., 
$855. "50 Commander (8) 4-dr., $820. 


Apr. 22 

(Very good sale. Bidding was fast 
and prices were steady. Sold 98 cars 
out of 167 offerings.) 
BUICK—’53 Special 4-dr., $2,350. ‘51 
RM 4-dr., $1,610*%. '50 RM 4-dr., 
$1,200*. '49 Super 2-dr., $965, $815; 

*indicates automatic transmission or 
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4-dr., $930, $625. ‘48 Special 2-dr., 
$350, $500 

CADILLAC—'51 (62) 4-dr., $2,610*. 

CHEVROLET —'52 Bel Air, $1,600*; SL 
Deluxe 2-dr., $1,375. '51 SL Deluxe 
4-dr., $1,050, $1,100*, $1,025; 2-dr., 
$1,090*, $1,100*, $1,060; Bel Air, $1,- 
300. '50 SL Deluxe 4-dr., $935, $850; 
2-dr., $850, $815*, $865; club coupe 
$900, '49 SL Deluxe 2-dr., 2 at $760 
'48 FL aerosedan, $600 

CHRYSLER—’48 Windsor 4-dr., $675 
'46 Windsor 4-dr., $230. 

DeSOTO—'51 Deluxe 4-dr., $1,295. ‘50 
Custom 4-dr., $1,000*, $975*. ‘47 
Custom 4-dr., $460 

DODGE—'53 Coronet 4-dr., $2,100*. ‘51 
Coronet 4-dr., $1,165, $1,105; club 
coupe, $980. '49 Coronet club coupe, 
$810; Wayfarer 2-dr., $560, $510. 

FORD —'52 Victoria, $1,980*%, $1,920. 
'51 Deluxe (8) business coupe, $920 
'50 Crestline 2-dr., $1,075; Custom 
(8) 2-dr., $730, 700; club coupe 
$850; Custom (6) 2-dr., $700. ‘49 
Custom (8) 2-dr., $645, $680, $625. 
'48 SD (8) 2-dr., $590. '47 SD (8) 


2-dr., $460. '46 Deluxe (6) 2-dr., $175. 


HUDSON—’47 Super (6) 4-dr., $175. 

KAISER—'51 2-dr., $1,050; Henry J 
(4) sedan, $600. 

MERCURY—’51 club coupe, $1,325*, 


$1.160. '50 2-dr., $965. 

NASH—'52 Rambler station wagon, $1-, 
180. '51 Statesman 2-dr., $880; Ram- 
bler station wagon, $975. ‘50 States- 


man 2-dr., $625; 4-dr., $700. 
OLDSMOBILE—’50 (98) 4-dr., $1,075*, 
club coupe, $1,225*; (88) 4-dr., $1,- 
100*, '49 (88) 4-dr., $775*. ‘48 (66) 
4-dr., $475. 
PACKARD—’51 (200) 4-dr., $1,435*. 
PLYMOUTH—'53 Belvedere, $1,950. ‘52 
Cranbrook 4-dr., $1,300. '51 Cam- 


bridge club coupe, $1,065, $1,000. '50 
Deluxe 4-dr., $850. '47 SD club coupe, 
$500. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
280*, $1,300*. '50 Chieftain (8) club 
coupe, $1,030*. '49 Chieftain (8) club 
coupe, $830*; SL (8) 2-dr., $800. '47 
Chieftain (8S) club coupe, $450. 

STUDEBAKER—'51 Commander (8) 4- 
dr., $1,050; Champion conv., $925. "50 
Champion 4-dr., $690; club coupe, 
$755. 

overdrive, and (ps), power steering. 


Other Auction reports are on Pages 50 and 51 


Buick Merchandising Post 
Goes to Wilson in Shuffle 


FLINT.—-Albert H. Belfie, gener- 
al sales manager of Buick, has an- | 
nounced the appointment of Glenn 
D. Wilson as director of merchan- 
dising, succeeding John H, Scudder, 
who has been appointed zone man- 
ager in Milwaukee. 


Wilson, who took over his new 








R. K. Kendall 


J. A, Mayer 


duties May 1, now is zone manager | 
at Cincinnati. He joined Buick in 
1945 at the retail store in Flint. 
Was named manager of the retail 
branch in 1948, and in 1950 was 
appointed zone manager at Pitts- 


| 


| 


| 








R. T. Herrick J. J, Shaw 


burgh. He went to Cincinnati in 
August, 1951. 


Scudder came to Flint in 1949 as 
sales promotion manager. He had | 


| 
| 





John Scudder Glenn Wilson 


Other field organization changes 
are as follows: 


J. A. Mayer, assistant zone man- | 
ager in Boston, succeeds Wilson 
as Cincinnati zone manager. 


J. G. Millar, assistant zone man- 
ager in Buffalo, succeeds Mayer. 


Grant W. Taylor, district man-| 
ager in Boston, succeeds Millar. 


R. T. Herrick, assistant zone 
manager in Kansas City, becomes | 
Denver zone manager. 


R. K. Kendall, zone manager in 
Denver, becomes San _ Francisco 
zone manager, succeeding R. W. 
Crust, who has resigned to take a 
Buick dealership at Green Bay, 
Wis. 

J. J. Shaw, zone manager in St. 
Louis, succeeds R. J. Kelly in Los 
Angeles, who has resigned to accept 
a Buick dealer- 
ship at Coving- 
ton, Ky. 

Roy P. Barbata, 
zone manager in 
Milwaukee,  suc- 
ceeds Shaw as 
zone manager in 
St. Louis. 

D. R. Marteeny, 
ear distributor in 
Chicago, goes to : 
Kansas City to a 
succeed Herrick. 

E. A. Zimmerman, assistant zone 
manager in Oklahoma City, has 
been assigned to El Paso, Tex., to 
succeed E. C. Kennard, who has 





Roy P. Barbata 


New Postwar Low on Vehicles... 





U.S. Exports Continue Decline 


XPORTS of cars, trucks and 

buses to foreign markets con- 
tinue to set new postwar lows in 
comparison with soaring total U. S. 
production, it was revealed last 
week by the Automobile Manu- 
facturers Assn. 

In March, U. S. 
ported 32,492 vehicles, 


makers ex- 
numeri- 


Nash-Kelvinator 


‘Sales, Karnings 


| Corp. 


o ” 
Rise Sharply 
DETR OIT.—Nash - Kelvinator | 
last week reported sharply 


|improved sales and earnings for | 


| the quarter and six months ended 


| ceeded 


March 31, 1953, as compared with 
like periods last year. Earnings 
for the six-month period were ex- | 
in only one corresponding 


| period in the corporation’s history, | 


it was said. 
Net earnings for the six months | 


| 
| 


were $11,708,326 after provision for | 


Federal and state income taxes, | 


equal to $2.69 per share of common | 
stock. This compared with $1,588,- | 


017, or 36 cents per share, a vear | 
ago. Sales this year were $259,- 


| 689,875 against $144,203,756 in the} 


j}and a lengthy shutdown for model 


|}a year ago, and unit sales of ap- 
|pliances were 15 percent higher. 


corresponding period last year. 


cally higher than the 29,160 ship- 
ped in February. But March ex- 
ports represented only .0463 of 
the total factory sales of 700,- 
685, compared with .0500 of 583,- 
001 factory sales for February. 
For the first quarter, total ex- 
ports were 93,597, compared with 


| factory sales of 1,848,858, or a ratio 
| of .0506. 


Exports in the 1952 period were 
103,322 out of total factory sales 
of 1,293,599, for a ratio of .0798. 

* a * 

ene exports for 

March were 20,359, compared 
with factory sales of 566,320, a 
ratio of .0359. Car exports for 
March a year ago were 20,376 out 
of factory sales of 372,440, a ratio 
of .0547. 

For the quarter, passenger-car 


exports were 57,180 out of factory 
sales of 1,505,710, a ratio of .0379. 


The decline in truck exports 
was even more pronounced on a 
percentage basis. March exports 


were 12,086 out of factory sales of 
134,129, a ratio of .090. Last year 
March exports were 17,350 out of 
109,964 factory sales, a ratio of 
1577. 


* x * 


RUCK exports for the first three 


months were 36,334, compared 
with factory sales of 342,468 a 


| ratio of .1060. For the 1952 period| Manufacturing and 


in a small way. In March 
American makers exported 47 or 
of factory sales of 236, compar « 
with 70 out of 569 for March 
1952. 

In the first quarter, exports w:r» 
83 out of 680, compared with 93 
out of 1,972 a year ago. 


Service Chiefs 
Convene Today 


For L-M Confab 


DETROIT.—A three-day confer- 
ence of Lincoln-Mercury division's 
National Dealer Service Manager's 
| Council convenes here today (May 
4) at the Veteran’s Memorial Build- 
ing. 

Presided over by E. D. Longe- 
necker, national service manager 
service managers from dealerships 
in each of the division’s five sales 
regions will participate in discus- 
sions of product, field problems, 
| service promotion, training and 
service advertising. 

Quality control managers of Lin- 
coln-Mercury’s assembly plants in 
| Wayne, Mich.; Metuchen, N. J.; 
| Los Angeles and St. Louis are 
| participating in the sessions, as are 
engineering 


Operating results of the Altorfer| they were 49,577, compared with| executives of the division office. 


Bros. Co. were consolidated for the 
first time in the March quarter. | 
Production of military aircraft | 
engines was listed as small to date. | 

The company said that unit sales 
of cars for the six-months period, 
were 70 percent larger than a year 
ago, when output was affected by 
a strike in plants of a key supplier 








changeover. Unit sales of appliances 
were up 18 percent. 

Net earnings for the 
were $6,185,952, or $1.42 per share, 
compared with $553,993, or 12 cents 
per share, in the like period last 
year. Sales this year were $148,357,- 
065 against $72,437,197 a year ago. 

March quarter unit sales of cars 
were described as 131 _ percent 
ahead of the corresponding period | 


quarter | 


Chevrolet Builds 
500,000th Car 


DETROIT. — The half-millionth 
1953 Chevrolet car came off the 
assembly lines last week, it was 
announced by T. H. Keating, gen- 


' eral manager of the division. 


“This high volume of production 
is demanded by a large bank of un- 
filled orders on the books of Chev- 
rolet dealers from coast to coast,” 
said Keating. “It has been achieved 
by double-shift and Saturday oper- 
ations in most of the Chevrolet as- 
sembly and manufacturing plants. 

“Production of the 1953 models 
started in small numbers in Decem- 
ber. The March total of cars pro- 
duced was 134,634,” Keating said, | 
“and estimated production for) 


April is nearly 140,000.” 


Show Queen Sought 


MICHIGAN CITY, Ind—New-car 
dealers here are gaining consider- 
able attention from the public in} 
their quest for their auto show) 
queen. In addition to reigning over 
the show, she is to receive $100 in 





Chrysler's Latest Hardtop Offering— 


The newly introduced 1953 Custom Imperial Newport is now being shipped to 


| Chrysler dealers, the company announced last week. Powered by Chrysler's 180-horse- 
power V-8 engine and equipped with Fluid-Torque transmission, the car has a wheel- 


| base of 131% inches. It is offered in 15 solid colors and 11 two-tone combinations. 


been director of 


since 1950. 


merchandising | Interior stylings provide a choice of three leather and broadcloth combinations to 
| harmonize with the exterior colors. The advertised-delivered price is $4,560.25. 


312,841, a ratio of .1584. 
Motor coach exports continue 


Defense Closing 


GM Phase of 
DuPont Trial 


CHICAGO.— The duPont anti- 
trust trial, which started last fall, 





| will go on for several more months 
| in federal District court here. U. S. 
| Judge Walter J. LaBuy and oppos- 


ing counsel have agreed to a time- 
table that will run into next fall. 

The defense will end the evidence 
by the end of June. Then the gov- 
ernment can gather statistics dur- 
ing a two-week recess, followed by 
a week of rebuttal. Judge LaBuy is 
hearing the case without a jury. 

The trial began last November 
and the Government case was pre- 
sented in January. Since February 
attorneys for duPont and the six 
corporations 
presenting their defense. 

The Government complaint at- 
tacked relationships of the duPont 
family and E. I. duPont de Nemours 
& Co. with General Motors Corp. 
and United States Rubber Co. 

The General Motors phase of the 
defense will be completed this week, 
attorneys said. The U. S. Rubber 
Phase then will begin. John T. 
Chadwell, attorney for the rubber 
company, said he would have Pierre 
S. and Irenee duPont among his 
opening witnesses. 

It will be the second appearance 
in the marathon trial for the two 
aged principals. They had previous- 


| ly been called to the stand by Gov- 


ernment attorneys. 

Before the discussion of plans for 
eventual termination of the trial 
by opposing attorneys in the cham- 


bers of Judge LaBuy, a defense) 
Brown, assistant | 
sales director of the duPont fabrics) 


witness, Aubrey 


and finishes department, denied 
Government charges that his firm 


compelled General Motors to pur-| 
| chase duPont fabrics. 


| been placed on special assignment. | cash. | 


Billings Dealers 


Plan Auto Show 
For May 16-20 


BILLINGS, Mont. — Automobile 


dealers here last week were mak-| 


ing final plans for an auto show 
to be held May 16-20 in the Shrine 
Auditorium. 

The committee planning the show 
is composed of Lansing J. Mac- 


Intyre, chairman; R. G. Ryan, 
Floyd W. Werle and Archie Coch- | 
ran, 

Paul Cochran and Jacqueline 


Chandler, representing United 
Show Management Co., are in 
charge of the exhibits. Entertain- 
ment will consist of six theatrical 
acts which will appear twice each 
night. 


involved have been}! 


Service managers elected to at- 
;}tend the conference are Emil 
| Vogias, Lakewood, O.; Melvin Hub- 
| bell, Terre Haute, Ind.; William 
| Welch, Arlington, Mass.; Joseph 
|Gillen, New Haven, Conn.; L. L. 
| Crowson, Dallas; David Beck, Lex- 
|ington, N. C.; Walter Arney, Chi- 
| cago; B. D. Yarnall, St. Louis; Ray 
| Downing, Los Angeles, and Michael 
| Sorenson, Everett, Wash. 


K-F Purchases 
Denver Outlet 


DENVER. — Purchase of North- 
western Auto Co., 549 Broadway, 
by Kaiser-Frazer Corp. was an- 
nounced last week by Earl J. Meer 
and David Schwardt, operators of 
| the firm for several years. The con- 
|}cern, formerly a K-F dealership, 
will again become a K-F outlet and 
| will be operated as Colorado 
| Kaiser-Frazer Co. 


Al Gilbertson, a Kaiser-Frazer 
|employe for several years and for 
|the last year K-F representative 
| with headquarters in Dallas, re- 
| portedly will manage the dealer- 
jship. Meer said both he and 
Schwartz would no longer be as- 
| sociated with the firm. 








|Courtesy Campaign— 


More than 75,000 stickers carrying tne 
message “Courtesy is Contagious — 
Courtesy Prevents Accidents" will be pla: ed 
on dashboards of auto transport trucks 
and in drivers’ rooms in a nationwide 
highway courtesy campaign by the Nation- 
al Automobile Transporters Assn. Applying 
a sticker is Henrietta Cyman, of Auto 
Forwarding Co., Detroit. 





















Miles 


Average of 25 cars in 


1953 Mobilgas 
Economy Run 






Here’s How Your Favorite Performed 


) 
These figures represent the best mileage of each make 
( 


Chrysler New Yorker 
De Soto Firedome V8 - 
Dodge v8 - : 
Ford Customline 6 - 
Hudson Super jet. 
Kaiser Manhattan - 
Lincoln Capri - 
Mercury Monterey - 
Nash Ambassador 
Packard Clipper 
Plymouth Cranbrook - 
Studebaker Champion 


SPECIAL LIGHTWEIGHT au 


Henry J} Corsair 4 - 
Nash Rambler Super 


MILES PER GALLON 
17 


20.92 
23.41 
27.03 
25.42 
22.27 
19.94 
23.15 
22.54 
18.67 
22.83 
26.86 


28.25 
25.37 








per Gallon! 


AGAIN, the results of the Mobilgas Economy Run demonstrate the 
high economy potential of modern cars, even when driving at maxi- 
mum legal speeds under identical competitive conditions. 


WHO WON WHAT! (based on industry price classes) —CLASS.A, 
Ford Customline 6, 27.03 mpg; CLASS B, Hudson Jet, 22.05 mpg; 
CLASS C, Dodge V-8, 23.41 mpg; CLASS D, Studebaker Land Cruiser, 
22.88 mpg; CLASS E, Nash Ambassador, 22.54 mpg; CLASS F, Nash 
Ambassador Custom, 21.11 mpg; CLASS G, Lincoln Capri, 19.94 mpg; 
Special Lightweight, Henry J Corsair 4, 28.25 mpg. The Sweep- 
stakes winner was the Ford Customline 6 with 27.03 mpg. 


THE RUGGED, 1206-Mile COURSE wound through and over a 
most dramatic and tortuous route. From Los Angeles it covered 
the 548 miles through hot San Joaquin Valley and over the tower- 
ing Sierra Nevadas to Reno. The second day, the caravan pushed 
through and over mountains to Boise, Idaho. Then came the final 
leg to spectacular Sun Valley. In the 1206 miles were experienced 


maximums of altitude—from 19’ to 7400’; temperatures ranging from 
near freezing to nearly 100°. 


GASOLINES WERE STRICTLY STOCK—Drivers used Mobilgas or Mobil- 


gas Special (premium). Regular Mobiloil protected the engines of 
all cars in the Run. 


IT WAS OFFICIAL — was sanctioned by the Contest Board, American 
Automobile Association. All cars were certified strictly stock; two 
A.A.A. observers rode in each car to assure that all rules were obeyed. 


Another EXTRA FRIENDLY SERVICE 
sponsored by your Mobilgas Dealer 
and General Petroleum 
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Overloading Penalties Upped... 


Truck Limits Raised 
In kight States 


ILLS changing truck size and 
weight regulatory laws, in ways 


favorable to one or more types of | 


truck operators, have been enacted 
thus far this year by the legisla- 
tures of eight states — Arkansas, 
Idaho, Indiana, Iowa, Montana, 
Nevada, 
see. 

Similar bills are pending in 
California, Connecticut, Dela- 
ware, Florida, Massachusetts, 
Nebraska, North Carolina, Okla- 
homa, Oregon and Pennsylvania. 
Most significant of the enact- 
ments is a new Tennessee law in- 
creasing the maximum gross 
weight limit from 42,000 to 55,980 
pounds, 


Bills providing heavier penalties | 
en- | 


for overload violations were 
acted in Arkansas, Indiana, Iowa, 
Nevada and Tennessee, but were 
rejected in Arizona, Idaho and 
North Dakota. Such measures are 
pending in Nebraska, North Caro- 
lina and Pennsylvania. 
* - + 

AILING enactment, in Mary- 

land, New Hampshire and 
North Dakota, were bills proposing 
truck size-weight law changes re- 
garded as unfavorable to the 
trucking industry. Such a bill is 
still pending in Connecticut. 

Several of the other new laws 
are less general in application 
and in some instances affect only 
specified types of truck operators 
or industries, such as lumbering. 
Following is a state-by-state run- 
down of the more significant 
enactments, and those pending: 


Arkansas enactcd legislation liber- 


alizing truck size weight limits, 
including a _ provision increasing 
the overall length for’ tractor- 


trailer combinations from 45 to 50 
feet. Also included was a scale of 
overload penalties, ranging up to 
five cents per pound for overload 
violations during a calendar year 


New Mexico and Tenne- | 


can have 


| voked. 
* - ” 


DAHO enacted two bills designed 
to benefit logging truckers. One 
| grants truckers an overloading tol- 
lerance; the other authorizes the 
state highway board to enter into 
contracts with private firms or in- 
dividuals to build and maintain 
public highways on which over- 
loads would be permitted. 

Indiana enacted a bill improv- 
ing specifications for tandem 
axles and re-enacting size and 
weight regulations originally 
passed in 1949 but later declared 
unconstitutional. Also approved 
was a bill increasing all fines for 
truck weight law violations by $5. 
Rejected was a bill proposing 90- 
day impoundment of trucks 
stopped for weight violations. 

Iowa passed a bill leaving the 

state’s axle-load limit at 18,000 
pounds but permitting trucks to 
increase their payloads by two and 
one-third tons on the same wheel- 
base by adding a tandem axle. 

Minnesota approved a bill au- 
thorizing trucks from South Da- 
kota, where the limit is 50 feet, to 
haul livestock to South St. Paul 
in 50-foot vehicles. The measure 
was amended to limit permission to 
two years for trucks in use before 
1952, and to prohibit the extra- 








Memphis Bealers 


Reelect Hicks jr. 


MEMPHIS. — Jeff Hicks jr., of 
Jeff Hicks Motor Co. (Nash), has 
been reelected president of the 
Memphis Automobile Dealers Assn. 

Those named to the board of di- 





Mathis jr., 
| Tom Hutton. 





ie 


Average Operating 
Temperature Range 


eg Sa ee 
a ee ees teas a 


800 to 1400 


bf pies 


Instantly ignites it (right top). 


their registrations “7 


Reo's New Heavy-Duty Truck— 


Reo Motors’ new F-50 tractor is pictured here with an optional, 


end that results in a 102-inch dimension 





front 
from front of bumper to back of cab. This 


“snub-nose™ 


New Reo Truck 
Equipped With 
160-H. P. Engine 


LANSING.—Reo Motors, Inc., has 
announced production of the F- + 
truck, a new, heavy-duty vehick 
powered by a 160-horsepower, Su- 
per Gold Comet gasoline engi...‘ 
which the company describes as 
“the most powerful of its size ever 
built.” 

A. L. Struble, sales  vice-presi- 
dent, said the F-50 has a gross 
vehicle weight of 26,000 to 28,000 
pounds as a truck and a gross 


shortened length permits the tractor to haul legally a full 35-foot trailer. The F-50| combination weight of 50,00 


is powered by Reo's new 160-horsepower Super Gold Comet gasoline engine. 


length South Dakota trucks from 
hauling loads home. 
* * x 

LAW increasing maximum 

gross weight from 73,280 to 
76,800 pounds was enacted in Mon- 
tana. Single-axle weight is limited 
to 18,000 pounds, but provides for 
a schedule of weights ranging 
from 32,000 pounds for four or five 
feet distance between the first and 
last axles, up to 76,800 for 57 feet 
between the first and last axle of 
a group of axles. 

Nebraska has a bill pending 
that proposes stiffer overload 
fines and another that would 
allow five percent tolerance above 
the state’s present 18,000 pound 
axle load limit and the total per- 
missable load of 64,650 pounds, 


A new Nevada law allows haul- 
ing of overloads on specified high- 
ways if a survey discloses the road 
can stand the added weight. Also 
enacted was a bill providing for a 
mandatory schedule of fines for 
overload trucks. Scale of fines 
ranges from $20 for overloads be- 
tween 2,001 to 2,500 pounds and to 
$600 for overloads of 12,001 pounds 
or more. 

* * * 

N NORTH CAROLINA, a truck 

weight tolerance bill, which 
would permit trucks to exceed the 
state’s 18,00-pound axle - weight 
limit by 1,000 pounds without pen- 


rectors were: J. K. Dobbs jr., W. D.|alties, was passed by the House 
Lee McCormick and|and sent to the State Senate. The 
| bill also would set up a schedule 








Because 


Htorch heat, it is obvious that oil alone 
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Lubricates 
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of overload penalties, ranging from 
one cent per pound for the first 
| 1,000 pounds, two cents a pound for 
| the second thousand and five cents 
| per pound for all additional weight. 
Proposed legislation in Penn- 
sylvania includes a bill, which 
| provides mandatory fines for 
truckers who haul overloads into 
the state and cross bridges in the 
process. Fines from $100 to $500 
would be imposed for such over- 
loads. 
| Tennessee enacted a bill which 
| provides increased license fees for 
trucks taking advantage of the 
state’s new increased weights, and 
increased overload penalties from 
$300 to $500 for each offense. 











Economic Club to Hear 
Talk on Utilities’ Role 

DETROIT. — Justin R. Whiting, 
chairman of the board of directors 
of Consumers Power Co., Jackson, 
Mich., will address the Economic 
Club of Detroit today (May 4) on 
the subject, “What Is the Public 
Utility’s Part in the American Eco- 
nomic Explosion?” 

Next Monday, Charles H. Malik, 
Lebanese ambassador to the United 
States and member of the United 
Nations Security Council, will dis- 
cuss “The Outlook in the Near 
East,” with special reference to 
economic possibilities. 


=. 
Ueiek 
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Miracle Power Division 


PARTS CORPORATION 
Toledo 1, Ohio 
Manufacturers of: 


hig, CRT 
Prevents DRy STARTING Damage 


pounds as a tractor. 

It is available 
ranging from 130 inches to 185 
inches, Struble said, with an 
optional front end design which 
permits a 102-inch tractor di- 
mension from front of bumper to 
rear of cab to permit the legal 
hauling of full 35-foot trailers. 

The engine, the OH-160, sixth 
Gold Comet power plant since Reo 
announced development of the six- 
cylinder, overhead valve engines in 
1949, has a piston displacement of 
331 cubic inches and a “square” 
4%x4%%-inch bore and stroke. 

Describing the horsepower and 
torque curves of the new engine 
as representing “conservative 
ratings,” Struble said the OH-160 
produces more usable horsepower 
per cubic-inch displacement than 
any other truck engine of its size. 

William M. Walworth, engineer- 
ing vice-president, said one of the 
most significant changes is a new 
carburetor mounting as well as a 
new carburetor and intake mani- 
fold design. The result, he said, 
is maximum efficiency in intake 
of the air-fuel mixture and even 
distribution of the mixture from 
the manifold. 

The new engine operates 
regular octane gasolines. 

All power-producing parts of the 
engine have been designed for 
durability and rigidity, Walworth 
said. 


in wheelbases 


on 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Car factory engineers are plenty fussy about lubrication for the engines 
they design. Before they approve any lubrication aid, you can be sure 
they have tested and checked it, backwards and forwards. 

That’s why it means something when Miracle Power is the only lubri- 
cation aid distributed by three leading car manufacturers to their dealers 
for resale to car owners. 

Car factory confidence in Miracle Power has been verified by proof 
from the laboratory of Wetmore Hodges & Associates, Redwood City, 
California. They road tested two engines—one with Miracle Power, one 
without. After over 33,000 miles, the Miracle Power engine was using 
33% less oil, gave 13% greater compression, 56% more spark plug life, 
49% less cylinder wear, 15% less ring wear. 

Sell the lubrication aid that car manufacturers approve. For full in- 
formation about Miracle Power and its profit possibilities, contact your 
AP wholesaler today. 


THE (oe 


4035 AP Building -+ 






PUTS THE "PURR-R.R” 
IN ENGINE 
PERFORMANCE’ 
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‘Dodge Sweeps the Field 


of “Low Medium” Price Cars in Mobilgas Economy Run! 
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Specifications and equipment subject to change without notice. 
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Dodge V-8 wins Class “C"! Tops all 8’s in 
famous 1206-mile economy test! 


was a “‘stock”’ 4-door sedan that met rigid 
Contest Board requirements. 


23.4189 miles per gallon! 


Yes, that’s what the Red Ram V-8 powered 
Dodge averaged in the grueling 1206-mile 
Mobilgas Economy Run! 


From Los Angeles to Sun Valley—over 7300- 
foot freezing mountain passes—through 
burning desert sands—this magnificent Dodge 
Coronet Sedan out-performed every other car 
in its field! It won the top award for economy 
in the “low medium”’ price division* with a 
sensational 52.8565 ton-miles-per-gallon! 


This contest was supervised by the American 
Automobile Association. The winning Dodge 


*Class ‘‘C’’—overdrive-equipped cars 


VALUE-MINDED BUYERS GO FOR THE ECONOMY-WINNING DODGE! 


That’s proof—official proof —that the new 
"53 Dodge V-8 gives the best on-the-road 
operating economy of any car in its price 
class . . . tops all “eights” in America! 


ONLY DODGE DEALERS HAVE TRIPLE PROFIT DEAL 


Only Dodge dealers can cash in on three 
profits from a single sales agreement. Dodge 
passenger cars, Dodge ‘“Job-Rated”’ trucks 
and Plymouth cars make this triple-profit 
opportunity the envy of the “trade.” A 
limited number of Dodge Triple-Profit Oppor- 
tunities are now open. Write for full details. 








10 


WASHINGTON. Memorials 


urging Congress to repeal the 
| Federal tax on motor fuel have 
been introduced in 35 state legis- 


latures, according to the National 
Highway Users Conference. 

To date, 19 of these states have 
adopted the resolutions and 
passed them on to Congress. In 

| five other states, the memorials 


have been approved by one 
branch of the legislature. 
Use of motor vehicle taxes for 


highway purposes is now required 
in 24 states, the conference reports, 
while Maryland and Wyoming have 
| adopted such provisions subject to 
McKay Attends Graduation of Son-in-Law— |approval by the voters. The pro- 

p |posal also has passed one branch 

Douglas McKay (center), secretary of the interior, was in Detroit last week to witness | of the Connecticut Legislature. 

the graduation of his son-in-law, Lester D. Green (right), from the Chevrolet Post- | : ; . 
Graduate School of Modern Merchandising and Management. Green, a salesman See F tata ek Gok tee 
Douglas McKay Chevrolet Co., Salem, Ore., completed a six-week course at the | heen killed. or died with adjourn- 
institute with 45 other young men. At left is W. E. Fish, general sales manager of } 





Ch let |ment of the legislatures in 
eee | Arkansas, Maryland, Montana and 

| West Virginia. A Circui i 

Wondering how new-car and truck production and sales are making out? AUTOMO- Wi ¢ 6} »centl re a. a oie. 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the isconsin recently e the mile- 


automotive industry, every week throughout the year. iage tax in that state unconstitu- 


Let the Auto Industry's 
aC UCL 


SPEAK FOR YOU 
IN THESE 





volume per dealer to be $57,708 for 
for accessories . 


YOUR share? 





BIG MARKETS 
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19 Petitions Already Passed On to Congress. . . 


395 States Eye U. S. Gas Tax End 





tional, Faced with virtually a com- 
plete loss of reciprocity, 
with tremendous difficulties in ad- 
ministration, Idaho repealed 
ton-mile tax passed in 1951. 
Motor fuel tax increases have 
been proposed in 22 states. They 
have been defeated or died with 
adjournment in Arkansas, Mon- 
tana, North Dakota, South Dakota, 
and West Virginia. The governor 


of Utah vetoed a one-cent increase | 


jin that state. The only increase 
|thus far is in Maryland, from five 
to six cents. 

One of the two states with the 
lowest weight limits, Tennessee, 
has increased that limit from 
42,000 to 55,980 pounds. 


Bills to increase length of buses | 


from 35 to 40 feet were introduced 
in 10 states. They have become 
law in four states. 

Proposals to reduce existing axle 
or gross weights have been con- 
sidered by four states and defeated 
in three. 

Prior to the beginning of the ’53 


ONLY AUTOMOTIVE NEWS 
REACHES BOTH — 


CAR DEALERS 


The Car Dealer Market Is Bigger Than Ever! All car 
dealer records for sale of parts, accessories, and service _ 
are being shattered. The car dealer—long a major link in 
the sale of parts and accessories—is rapidly becoming the 
greatest single factor in the SERVICE market. A survey 
completed in 1952 showed the average annual dollar 


parts . . . $22,813 


. . $44,115 for labor. Are you getting 


MANUFACTURERS 


The Manufacturer Market Is Bigger Than Ever! Here's 
a multi-billion dollar market—year in and year out. You 
can cash in on this big market by putting your message 
before the executives who actually DECIDE on automo- 
tive products—products like your own. 


Top Attention from 40,000 Subscribers, Over 120,000 Readers, EVERY WEEK Means: 





You command MORE ATTENTION from MORE 
KEY EXECUTIVES in AUTOMOTIVE NEWS 
than in any other automotive publication. 

Of the key men in automotive manufacturing 
plants, 73% read AUTOMOTIVE NEWS... 
more executives prefer it—4 times higher than 
any other publication. 


the industry. 


There are more car dealers subscribing to in the industry. 








A MUST FOR YOUR ‘54 SCHEDULE .. 


PENOBSCOT BUILDING ° 
REPRESENTATIVES 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 


DETROIT 26, MICHIGAN 





New York — Edward Kruspak, Advertising Manager, 51 £. 42nd St., Murray Hill 7-687! 
Chicago — J. Goldstein, Western Manager, 360 N. Michigon Ave., State 2-6273 
Los Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 


AUTOMOTIVE NEWS than any other publica- 
tion in the industry — over 28,000! 


ABC audited circulation: 40,000. 
Readers per issue: over 120,000. 


¥ Subscription price: $8.00 per year — highest in 


r Renewal rate: 88.3% (ABC audited) — highest 


AUTOMOTIVE NEWS ALMANAC — the Year Book of the Industry 
—is the year ‘round reference and buying guide for America’s key 
automotive executives. It’s delivered to all subscribers in April. 



















together | 


its | 


| legislatures, turn signals were re- 
quired on all new _ vehicles in 
| Minnesota, New Hampshire, New 
York and North Dakota. Four a/- 
ditional states—Idaho, New Mexico, 
North Carolina, South Dakota and 
Washington—have enacted this re- 
quirement in 1953. 

A bill in California would pro- 
hibit the registration of a vehicle 
after Dec. 31, 1956, if capable of 
being driven at a speed of 55 miles 
per hour. 

A series of bills which were de- 
|feated in New York would have 
| required all vehicles manufactured 
jafter Jan. 1, 1954, to be equipped 
with governors limiting maximum 
| speed to 50 miles per hour. Another 
bill that died with adjournment in 


Maryland would have required 
governors limiting speed to 65 
miles, and a similar measure is 


pending in Texas. 

Motor vehicle laws in Idaho 
and New Mexico have been 
amended to conform to Act V 


of the Uniform Code. Several 
bills in New York containing 





most of the rules of the road of 
Act V have heen signed by the 
governor, A Georgia bill in sub- 
| stantial conformity with Act V 
| passed the House before the 
| Legislature recessed. 
| The Certificate of Title Act (Act 
'T) has heen passed in Georgia, 
Towa and New Mexico. It is pend- 
ing in five other states. 
| South Dakota has nassed a 
|Ariver’s license law, although it 
|does not contain manv provisions 
of Act II of the Uniform Code. 
Arkansas and South Dakota have 
ienacted financial resvonsibilitv 
laws (Act TV). and similar bills 
are pending in four other states. 


Third Trial OK’d 
In Busam’s Suit 


Against Ford 


CARTHAGE, O.— Busam Motor 
Sales, Inc., here has been awarded 
ja new trial in its action against 
|Ford Motor Co. by the U. S. Court 
jof Appeals for the Sixth District 
'at Cincinnati. 

In 1947 Ford canceled the dealer 
|agreement it had entered into with 
Busam in March, 1946. 

At the first trial before Judge 
| John H. Druffel, the jury awarded 
Busam $87,000, one of the largest 
verdicts every given by the court. 
The company had asked for $105,- 
000 in damages. 

Judge Druffel set aside the ver- 
dict and granted Ford a new trial. 
|At the second trial, the Busam 
company attempted to amend its 
'claim to allege that the contract 
was entered into fradulently by 
Ford. The late Judge Robert R. 
Nevin denied the amendment, and 
instructed the jurv to hand down 
'a verdict favoring Ford. 

Now, the Court of Appeals has 
|ruled that Judge Nevin was in 
jerror, has reversed the case and 
|has sent it hack for a third trial. 

Since the action was filed, Busam 
has become a Packard dealership. 


Jobbers’ ‘Care’ Sas 


Draws 1,800 in Peoria 


PEORIA, Ill.—More than 1,800 
| dealers, garagemen, service station 
|proprietors and fleet operators re- 
|cently witnessed the presentation, 
i\“An Automotive Bedtime Story,” a 
featured part of the national “Care 
Will Save Your Car” campaign. 
The meeting was sponsored by 12 
| jobbers in Peoria and Pekin. 

According to the Automotive Ad- 
| vertisers Council, other meetings 
lare being organized in Houston 
|Dallas, San Antonio and Beau- 
|mont, Tex.; Milwaukee, Pittsburgh 
| Bridgeport, Conn.; Columbus, O. 
and Atlanta. 


| miiasiisied 


Long-McA rthur Cited 


Long-McArthur, Inc., Salina, 
| Kans., has received an award from 
|Ford for the firm’s accomplish- 
| ments in 1952. The presentation was 
| made by D. S. Alexander, Kansas 
|City district manager, at a dinner 
in the Lamer Hotel. North Me- 
| Arthur, of Salina, and his partner, 
|M. P. Long, of Ponca City, Okla., 
jaeccepted the award on behalf of 
|the dealership. 
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The Only Performance-Proven 
Low Pedal Power Brake 





- . 


© yA Yign Sas, Car manufacturers, here is a sure answer to the problem of creating added 
NOW --(é VELL iy interest in your line of cars. Equip your vehicles with Bendix* Low Pedal Power 
J ae Brake, the sales feature that has already established itself as one of the most 
IS AS EASY AS actthenil AG popular devices offered the public in years. 


Dealers are enthusiastic because with the Bendix Low Pedal Power Brake it is 
now easy to demonstrate added braking power and safety. Service managers are 
happy because of its trouble-free performance and, best of all, new car buyers 
realize that with today’s trend toward “power” operation, a car equipped 
with a Bendix Low Pedal Power Brake offers the ultimate in braking efficiency. 


Remember, too, this new low pedal power brake is the product of Bendix, world’s 
largest producer of power brakes and leader in braking developments since the 
earliest days of the industry. That’s why if you are contemplating power braking 
it will pay to “Sign Up” with Bendix for the greatest improvement in braking 
since four wheel brakes. *REG. U.S. PAT. OFF. 





BENDIX sivision SOUTH BEND 


It is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 


working the accelerator, is all the physical effort Py 

required for braking. And by merely pivoting the foot VIATI RPORATI 

on the heel, shifts from "go" to “stop” controls are C/f pq ARETE CORPORATION 7 
Export Sales: Bendix International Division, 72 Fifth 


made in far less time. 
Ave., New York 11, N.Y. ¢ Canadian Sales: Bendix- 


ae Sages A ye a , 
Way 


















THE MOST TRUSTED NAME IN BRAKING a 
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Win First Round in Assembly... 





Wis. Dealers Battling 
State’s Rebate Curb 


MADISON, Wis. — Automobile 
dealers and finance companies are 
busy slugging each other in the 
legislative arena, with the first 
round going to the dealers. 


Involved is the dealer reserve 
in the installment financing of 
automobile sales in Wisconsin. 
More than half of all the auto- 
mobiles sold in Wisconsin are 
sold on credit, 

Dealers recently have been 
served notice by the Banking De- 
partment that their share of the 
profit from each financing is sub- 
jéct to State regulation. They have 
disputed the department’s right to 
regulate their charges and have 
started suit in Dane County court. 
To clinch their position, however, 
they sponsored a bill in the Legisla- 
ture to deny the department the 
right it claims to have. 

The Assembly has passed the 


dealers’ bill, over the strenuous | 


HERCULES 


| objections of the Wisconsin Assn. 
|of Finance Companies, consisting 
|of commercial lenders whose 
|charges also are controlled by the 
| State department. 
| The finance company representa- 
|tives insist that State control of | 
|the total finance charge in the} 
automobile field cannot be effective | 
or accurate unless the degree of | 
participation of the auto dealer in| 


finance association, the consumer 
didn’t know in most 


such arrangements is controlled | 
and fixed. | 

Under the “kickback” system, 
claims L. M. Jaeger of the 


instances 


share of the charges for his loan. | 

Some dealers, moreover, exacted | 
unreasonable finance charges, with 
reports of “kickbacks” on single 
automobile sales running as high 
as $150, Jaeger told the Legislature. 








Profitable Distributor 





| 
|ment’s administration as now in 
| effect, with dealer 


the 
rate of charge 
Jaeger declared. 


in the Union,” 


Louis Milan, legislative agent of 


the Wisconsin Automotive Trades 
Assn., asserts flatly that the Bank- 
ing Department’s assumption 
power to regulate dealers’ finance 
charges is unconstitutional. 

Dealers should be allowed to 
sell their paper under the terms 
of their own choosing, he argued 
before the Legislature. About half 
of the present business in financ- 
ing of automobile sales is han- 
dled by the banks of the state, 
he said, and banks are not con- 
trolled by the banking commis- 
sion in the administration of the 
law governing auto dealers and 
finance companies. 


“The cry that this bill will tend 


that the dealer was getting a | to increase rates is not borne out} 


by the facts,” he said. “Surround- 
ing states with no control of rates 
have finance companies charging 
the identical rates as in Wisconsin. 
Forty-one states have no control 
of rates at all. 


“Under the Banking Depart- | “There is only one issue in the! receivables.” 


participation | 
and the total finance charge con- 
trolled, Wisconsin has the cleanest 
|sales finance operation at one of 
lowest, if not the very lowest, | 


of | 


N. ¥. Ford Dealers Honor Seyffer— 





Charles J. Seyffer, northeastern regional sales manager of the Ford division, who 
will become the division's sales administration manager, is honored by Ford dealers 
of the New York district. At the head table (from left) are J. G. Lewis, eastern regional 


Lincoln-Mercury sales 
Beacham, southeastern 


manager; 


regional sales 


George W. Patterson, 
manager, who succeeds Seyffer; Walter H. 


Paterson, N. J.; Charles R. 


| Caswell, New York City; L. D. Crusoe, general manager of the Ford division; Don 
Jennings, Bronx, N. Y.; Seyffer; W. Leon Webster, Schenectady, N. Y.; lL. W. Smead, 
general sales manager of the Ford division; Ralph Horgan, New York City; John F. 
Connors, New York district sales manager; A. T. Brothers, Bridgeport, Conn.; A. M. 


| bill. It is that the banking com- 
| missioner will no longer have the 
| unconstitutional power to tell auto- 
mobile dealers how much they can 
|get when selling their account 


ranchises for various types of Her- 


cules equipment are available in some areas. Investigate now. 


STEEL PRODUCTS C 





ORPORATION 


GALION, 


Harris, manager of the Edgewater plant, and Frank Hill, Hempstead, N. Vo 





Former Employes, 
'Ex-Dealer Get 
‘McCarthy Deals 


DETROIT.— Two former em- 
ployes and an _ ex-Detroit dealer 
took over the three Jerry McCarthy 
Chevrolet dealerships in the De- 
| troit area last week following com- 
|pletion of financial transaction 
| with McCarthy’s estate. 


| W. J. Bundy, former vice-presi- 
dent and general manager of the 
Jerry McCarthy Chevrolet Co., 6250 
Woodward Ave., has taken over the 
ownership of that company and 
will continue under the same name, 
and with the same policies, per- 
sonnel and methods, he said. Most 
of the department heads and per- 
sonnel have been with the company 
since it was organized in 1941, 


Tom Bowden, retail salesman for 
26 years, is the new head of the 
former Jerry McCarthy, Inc., deal- 
ership at 14700 Michigan Ave., 
Dearborn. Bowden formed a new 
company to purchase assets of the 
dealership following the death of 
McCarthy in February. Name of 
the new company is Tom Bowden 
Chevrolet, Inc. Bowden is president 
and general manager; his son, T. G. 
Bowden, is assistant manager. 


Jerry McCarthy Highland Chev- 
rolet Co., 12897 Woodward, High- 
|land Park, also changed hands, 
with Harry M. Buchanan, former 
vice-president and general man- 
ager, taking over as owner. The 
|name of the new firm will be 
Buchanan Highland Chevrolet Co. 


Although arrangements have 
been completed with Chevrolet for 
the transfer of the three Detroit 
Franchises, no announcement has 
| been made as to purchase of the 
McCarthy business at Kokomo, Ind. 





'K-F Names Lohr 


'Parts Manager 


WILLOW RUN. —A. G. Lohr last 
| week was appointed general man- 
ager of the parts and accessories 
division of 
Kaiser-Frazer 


Corp. 
Lohr, who has 
been _ assistant 


general service 
manager, fills the 
vacancy created 
by the recent 
death of A. K. 
| Steigerwalt, who 
| had been parts 
and _ accessories 
|manager since A. G. 
is formation of K-F in 1945. 





Lohr 


A native of Portland, Ore., Lohr 
first became associated with the 
Kaiser interests in 1943 at Van- 
couver, Wash. He joined K-F at its 
Southern California division in 1946 
las assistant superintendent of pro- 
| duction planning. Later he served 
|as field service representative at 
|Seattle and as_ regional service 
|; manager of Philadelphia. 
| He became § assistant 

service manager at the 
| Run main plant in 1949. 





general 
Willow 





Pankow Appointments 
Pankow Motors Ine. (Dodge- 
Plymouth), of Buffalo, has ap- 
| pointed Michael Clark as general 
|sales manager; Henry Sliwinski, 
| parts manager, and Sylvester Lo- 
' Bue, service manager. 
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New Improved 


U.S,l. Permanent 


WORLD'S SAFEST ANTI-FREEZE Ba __e"2E by 
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with the HOTTEST national 
ad campaign 


in the longest list of magazines you 
ever laid eyes on! Big-space ads 
the story of new improved U.S.I. 
PERMANENT to an audience of 
82,000,000 readers 


PLUS 
The heaviest local ad campaign 


ever unloosed at your customers! 


TV? and how! BILLBOARDS? sure thing! RADIO? you bet! 








































An intensive campaign run- Selling U.S.I. Anti-Freeze Radio, like billboards, reaches 
7 = day, sells U.S.I. any after day, and all day See while he’s in his J 
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Get into this *50, 
for U.S.I. Perma 


Not open to the general public= open oni: 










77 PRIZES IN ALL=ANDL 
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TRIP TO EUR! 


10 First Prizes-10 Nash. 
22 Second Prizes-22 Ril 
44 Third Prizes-*100 & 
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| Tanti-Freeze 





U.S.L PERMANENT 


is the World's Safest Anti-Freeze! 
= ENT Anti-Freeze 
= ig af a Here’s how we help you" 
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MPE FOR TWO! 





Hh amblers, ——aey 
W's orice 


















Book ¢@; 
e Ti 
ps 
0 put 2 
Re W to Win! Not / but good reasons why you should 
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He ANENT Angee te “US enter this contest! 
es S. 
It — Fon uable jn fs test y When you get ‘nto the U-S. 1. PERMANENT Contest, you 
: Sethe ‘ test P tio, give yourself a ¢ chance to carry off one of these terrific prizes! 
t . «Tze 
Ent and Includes 2 You also ” acq! cquainted with the greatest sales-story behind any 
= anti-freeze! . -- 8 sales-story that can boost anti-freeze sales 40%. 
Get ~ or — excitement of a prize contest 
n busi iness! Get into the 
PRIZE CONTEST! 
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Yo Uf can make More 
Money in Anti 1eeze 


WITH NEW ImPRoveD U.S.I. PERMANENT 


because only U.S.I. gives you all these big selling-advantages 












You sell the World’s Safest Anti-Freeze! 
: U.S.I. contains more ethylene glycol — acknowledged the 
world’s best anti-freeze agent. U.S.I. contains Special 
Inhibitors, a top trade secret — protects all 7 metals in 
cooling system; stops rust, corrosion, foaming, clogging. 





























You recapture lost Customers Who “Re-use’’! 


About 40% of car owners re-use last year’s anti-freeze. 
U.S.I. advertising features the U. S. Government warning 
against re-using anti-freeze — helps you recapture this 
lost 40% of your market. 


iin a 


— a a a 


You get the jump on the Early Fall Market! 


To help Fae make the sale before your competitior does, 
U.S.I. 


a et oe oe ee t U.S.I. right after 
Labor Day! U. also gives you the date of the first 


S.L. 
: freezing weather in your area, to make your customers 
Q 


want anti-freeze early! 


Hard-hitting Ads wherever you look or listen! 
Wherever car-owners turn, they’ll learn the great story 
of new, improved U.S.I. PERMANENT, the world’s 
safest anti-freeze — in magazines, on billboards, TV 
and radio! You get the most powerful advertising 
support you’ve ever had! 


~ -—> a ee a ae ae ee a 


“410 Tested Ways to Sell More Anti-Freeze!’’ 


To help you make extra sales of anti-freeze and 

other automotive products, U.S.I. supplies you 
with this new, free booklet. Quick and easy to read, 
it gives facts on the danger of re-using last year’s 
anti-freeze, dates on the first freezing weather in 
your area, and other valuable, sales-making tips. 
Ask your jobber’s salesman for it! 
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U.S. INDUSTRIAL CHEMICALS COMPANY 
Division of National Distillers Products Corporation 
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AUTOMOTIVE WASHINGTON 


| business, with more than half a 

| million employes, 43,000 postof- 

| fices and postal stations, and a 
deficit this year of about $659 
million, 


Working on Promises, 
“The New York postoffice alone | 


Ike Tells the Ladies | xonly one of the 48:000—does l-|y 


| partment is a $20 billion yearly = = 
r 





only one of the 43,000—does al- | 
department: store, the biggest in 

By William Ullman the world. 
Washington Correspondent “Hook, a vice-president of the 


EVIEWING his first three months in office, President | Chesapeake & Ohio Railway, is| 
Eisenhower told a conference of women here last week | one of the country’s top authorities | 
that work goes ahead to carry out campaign promises, plus/°" organization and _ personnel y 
a future reduction in taxes. | management. The first objective is 


to raise the standard of manage- | 
m Ss, saying h 
He recalled these three ain campaign issue vos |ment. It is believed that with al 


thought they all had an &p- cluded an interesting comment on;sound management organization Trophy for Mundy— 

peal for women: “Summerfield’s Problem,” referring|and sound human businewss| Hudson dealers of southern California 
1. Cost of government and |to Postmaster General Arthur| practices, postal service employes | 9"d Agajanian Enterprises present Frank 

inflation, oe ae hae :~ Summerfield. will do the job more efficiently, | vege pi oo gpg his — 

dens on women bringin ome the pe in mile stock car race in Gar- 

market basket. In case you have a few ideas |savings In cost.” ne aE | dena, Calif., with a Hudson Hornet. Shown 
2. Inefficiency, | 28 to how the Postoffice Depart- . «.< | (from left) are J. C. Agajanian, race pro- 

corruption and] ment should ,be reorganized, you | moter; Joe Ricketts, Long Beach dealer; 

subversion in| will be interested in a _ closer | Mundy, and Ralph DePalma, former race 

government, ex-| look at the problem facing Post- | ANY businessmen hence-| driver and now an AAA official. 

isting due to the| master General Summerfield and | forward are going ta; find it : i 

long tenure in of-| his deputy postmaster general |cheaper to ship sealed parcels at|in actual rates, a recent amend- 














mn). 
y | ing the nature of the contents be 


$ |added in print. 


17 


| feta will remove a_ considerable 
item of expense for many shippers. 
This was the old requirement that 
inscriptions on sealed parcels show- 





* * * 


1 Bridges Cites Change 


bog ein Styles Bridges of New 
Hampshire, president pro tem 
lof the Senate, addressing a group 
|of visitors the other day, told them 

| Washington is a changed city. 

“There has been a restoration 
of confidence, an _ establishment 
of integrity, a revival of faith,” 
he said, 

He told of what he described as 
ridiculous situations inherited from 
the Democratic regime. He said 
the Agriculture Department paid 
one man $13,000 to study daffodils, 
and while one department spends 
money to promote National Cat 
Week, another prepares bulletins 
on how to make traps to destroy 
cats. 

Bridges, who is chairman of the 
Senate Appropriations Committee, 
said he expects trouble in balancing 
the budget from those he ®alled 
| “economy- -butters.” 














William Uliman 


Regarding the 
cutting of government costs, the 
President said that every single 
proposed expenditure is con- 
stantly under examination by 
men who are experts in the 
business—men who believe that 
the soundness of money is in- 
dispensable to government. 
Every single endeavor not en- 
dangering the security of the 


United States is being pursued to-| 
ward that end, he said. The Presi- | 


dent added that he did not mean 
social gains are being neglected. 


“Work for saving goes ahead | 


every day looking toward a future 
reduction in taxes,” he said. 
o * an 
Summer field’s Job 
N A REPORT to his constituents 


last week, Rep. Allen Oakley | 


Hunter, California Republican, _in- 


Pa. Weight Rules 
Attacked by Head 
Of Truck Group 


PHILADELPHIA.—The president 
of the Pennsylvania Motor Truck 
Assn. charged here that Pennsyl- 
vania’s strict weight laws have in- 
flicted “financial damage” to his 
firm, Noerr Motor Freight, Inc., of 
Lewiston, Pa. 

Floyd B. Noerr made the charge 
in the process of depositions being 
taken by attorneys for Eastern rail- 
roads in connection with a $250 mil- 
lion damage suit against the roads, 
rail company officials and Cary By- 
oir & Associates, New York public 
relations firm. 

Because of Pennsylvania’s weight 
limits, said Noerr, his firm many 
times was forced to use “four 
trucks, when three would have done 
the job.” 

PMTA and 37 trucking companies 
filed the damage suit against the 
railroads last January. 





The truckers contend that the| 


railroads have improperly influ- 
enced the public and state legis- 
lators against the interests of 
trucking. They further claim that 
Pennsylvania’s weight restrictions 


are more stringent than those of | 


surrounding states. 


Trailer Production 


Hits 2-Year Peak 


WASHINGTON.—The De- 
partment of Commerce 


reported | 


last week that factory shipments | 


of truck trailers during February 
totaled 5,921 units valued at $23.8 
million. 

Production for the month was 
6,009, the largest for any month 
since May, 1951, it was pointed out. 
There were 145 companies report- 
ing production or 
truck trailers 
according to the report. 








Griest Motor Moves 


shipments of | 
during February, | 


Griest Motor Sales has moved | 


from 100 E. Water St. to its new 
plant on Locust St., Oak Harbor, O. 


SWISS MOVEMENT OF 1914 


A Swiss greenhorn, Henry learned to like the sea. 
But it took 39 years and the help of a sour 
cornet note and a wayward streetcar. 


Reading time: 1 minute, 49 seconds 


A January, 1914, in a little farmhouse outside Dele- 
mont, Switzerland, Papa made up his mind. It signaled a 
mass migration which may not have been history’s largest, 
but certainly among its most ambitious. 
take the entire family—Mama, 10 children, and himself— 
to America where “the children can have opportunity.” 


Of the 10 children who paraded down the gangplank in 
New York the following spring, the greenest by far was 
Henry, age 13. He had been seasick since the coastline of 
France blended into the horizon. 


“In Switzerland.” Henry reported, “we weren’t used to 
the motion of the sea. The Alps don’t bob.” 


“n 39 years, the shaky boy has developed into a solid 
American—owner of a successful Dodge-Plymouth business. 


The family settled on a New England farm and Henry 
attended a country school. Later he went to work in a mill. 


But Henry’s first love was automotive mechanics and he 
soon was working in a country garage. He has been con- 
nected with autos since, except for one brief interlude when 
a sax reared its ugly head. That was 1921. Henry decided 
that the music world needed one more saxophone—his! 





This episode ended on a sour note—strangely enough 
not Henry’s. He was playing at band practice in a music 
conservatory where he had won a scholarship, when a 
cornet player overshot an eighth note. 


“Our bandmaster broke down,” recalled Henry. “He 
said he was heartsick to see us study so hard with no future. 
I took him at his word and returned to the garage.” 


Four years later—on a crisp October day in 1925—the 
decision looked wise. Henry, now operating his own garage, 
was prospering. He was a happy young man as he backed 
a customer’s truck out. His joy ended in a shatter. 


A streetcar ripped into the truck, pinning Henry in the 
cab and crushing his legs. Pried out of the wreck, Henry 
heard doctors predict he never would walk. But the coura- 


Papa decided to * 


“— Papal cm e.d and organizational chief, Charles | third and fourth-class postal rates.|ment to the postal regulations 
of Pp a és ai se! R. Hook ir. The Postoffice De- While there has been no change! authorized by Postmaster Summer- 
peace from a| — ——_—__—— ee ca " 
position of 

strength. | A TRUE SUCCESS STORY 





geous young man beat the odds. He was home in five weeks. 
But it was months before he discarded his crutches. 


His bright future had faded. 


his garage out of business. 


His savings were gone; 
Thumbing glumly through a 


trade magazine, Henry saw an advertisement announcing 
a new model for a car which had no local dealer. 


On a desperate hunch, he called the company. The next 
Still on 


day Henry was in business—selling automobiles. 


crutches, he started a one- 
man dealership, acting as 
his own sales force and 
service department. 


“I decided.” Henry 
said. “that I could over- 
come my handicaps with 
a good reputation. I treated 





people like I wanted to be treated. Simple, but a very 


effective rule.’ 


Because of his reputation, Henry earned a Dodge- 


Plymouth dealership in 1927 over many applicants. 


Today 


his automobile business is the largest in the city. 


Success has permitted Henry to become a boating en- 


thusiast. 
waters. 
never gets sick at sea. 





Write for our free booklet of true stories 


His cabin cruiser is a familiar sight in Eastern 
It completes his transformation. And he_ never, 
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about enterprising men. Chrysler Corporation, 


Highland Park 3, Michigan. 


DEALERS in Chrysler Corporation 
Products are selected for their in- 
tegrity and merchandising skill . . . 
to serve expertly the ever-growing 


preference for the superior cars 
and trucks that are products of 
Chrysler Engineering 

Leadership. 
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CHRYSLER CORPORATION opuwmoutn . nonce « v& soto + CHRYSLER & IMPERIAL CARS « aeseounaial TRUCKS 


FINE CARS OF GREAT VALUF 











Accurate timing was a very important factor in official regulations governing the test, as average 
car speeds over the 1,206-mile course had to be maintained at over 44 mph. Above, an “AAA” 
Official checks his watch just prior to sending the entrants on their way in the 1953 Mobilgas 


Economy Run. 


Above is a glimpse of the rugged Sierras as 
viewed through the huge one-piece curved 
windshield of the “Sweepstakes” winner, a 
1953 Ford Mainline Six with Overdrive, 
enroute through a pass more than a mile 
above sea level. 


Division 





Uphill and down, over long grades . . . around 
tedious hairpin turns . . . through heavy, 
“STOP and GO” city traffic . . . the Ford 
Mileage Maker Six, as shown below, proved its 
economy under all conditions, during the 
grueling three day run. 








WINNING THE 


MOBILGAS ECONOMY 


RUN IS A HABIT 
WITH FORD... 


.. . Dut this year’s triumph as 
the “Sweepstakes” Champion over 
all makes and sizes of competing 
cars is convincing proof of the 
1953 Ford’s superior efficiency. 


W° say it’s a habit because the facts prove it. Just check 
the records and you'll find that Ford has topped all 
cars in its price class for the last four years in a row. 
However, this year’s achievement carries a very special 
significance. For, on April 22 . . . when the official 
figures had been released . . . the impartial judges 
of the 1953 Mobilgas Economy Run acclaimed Ford 
the SWEEPSTAKES WINNER . . . the thriftiest of all 


makes of cars that competed! 


This clean-cut victory cannot fail to impress car owners 
and prospective buyers everywhere. Surely, Ford’s 
consistently better performance year after year isn’t 
a matter of luck! Rather it is evidence of ceaseless 
research and improvement, coupled with courageous 
and progressive pioneering in every phase of automotive 
engineering. 


This latest triumph for Ford cars provides additional 
evidence of the traditional thrift and dependability 
built into Ford products. Add to this Ford’s distinctive 
styling and superior riding qualities and you have 
ample reasons why more and more car buyers prefer Ford. 


Another reason why 


It’s GREAT to be a 
ForD Dealer! 
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Some idea of the terrain encountered during this rigorous 
test can be gained from the background in this picture, 
showing the 1953 Ford Mainline Mileage Maker Six 
(with Overdrive) covering the course from Los Angeles 
to Sun Valley with an average of 56.70 ton-miles per 
gallon . . . proving itself thrift champion of all cars 
in all classes. 


Rolling up to the finish line, the 1953 Ford was met by a 


group of enthusiastic fans who later learned that they 
had greeted the “Sweepstakes” winner in the Mobilgas 


Economy Run. 
PROOF! 


FORD 101-h.p. Mileage “Maker 6” 


WITH OVERDRIVE 


56.70 


TON-MILES PER GALLON* 


Ford is the first car in its weight class . . . in the history 
of the Economy Run... to win top honors in ton-miles 
per gallon over all other cars regardless of size or weight. 


The AAA Contest Boord determines the winner by a “ton-mile per gallon” formula to insure 
equal chance for all cars in each class regardiess of size and weight. Ton-miles per gallon 
equals the car weight (including passengers) in tons, multiplied by number of miles traveled, 
divided by number of gallons of gasoline consumed. 











Palumbos Plan— 
Sam Palumbo and Mrs. Palumbo, his 
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More Advances Coming 


In Materials Handling 


y_. it is generally acknowledged that improved ma- | 


terials handling methods have made many important 


automobiles, it seems likely that the biggest advances in 


'got a preview of some of the®——— 
ithings that are coming from) will open a designated switch. 
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employed. These devices are com- 
prised of magnetic tapes on wire 
bands. Signals are placed on the 
tapes by a dispatcher. From a 
push-button console, the dispatcher 


will direct traffic for the materials- | 


handling systems. 
Experiments are being con- 
| ducted today on stacked, tuned 
| condensers used in the station 
selector box. Reasonant reed re- 
| lays pick up the signals of two 
shoes on two wipers for as many 
as 100 selections. 


* ° * ° ° | i 4 a > i k- 
contributions toward holding down the cost of building|_ Incidentally, the “operating pac 


ages” have plug-in connections to 
junction boxes. If a “package” fails, 


automatic materials handling lie ahead. Detroit engineers | a new “package” can be installed 


quickly. The damaged unit can 
then be repaired at a bench in- 


business partner as well as his wife, study 
plans for a $35,000 parts and service ad- 
dition to their present facilities at 7312 S. 
Western Ave., Chicago. The Palumbos are 
new Willys dealers, operating as a com- 
pany-owned distributorship. 


engineers of the Jervis B. 
Webb Corp., of Detroit, recently at 
an ASME meeting at the Rackham 
Building. 

Among other things, it was 
| pointed out that the automobile 
plants will use resonant pick-up 
coils and oscillators to provide 
signals for dispatching materials. 
By controlled radio-frequency, a 


tems. 





West Heads Service - 
Harold West has been appointed 
service manager for C. S. Hamilton | 
Motor Co., Dallas. 
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Memory Devices 
Lr ina still further down the | 


road, it is predicted that mem-/ ferent parts to selected storage 
selector box on a truck or carrier ‘ory devices will undoubtedly be! points ahead of the final assembly 
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conveyor systems already in the | 


tive field will pick up more than | 





area, The system 
that parts will 


is so arranged 
be automatically 
delivered to the operators by the 
push of a button. Forty different 
| selections will be available. 


Another interesting example o 
| @ new and highly efficient ma. 
terials-handling system is a con- 
veyor system that automatically 
takes a copper tube 120 feet long 
and carries it through extrusion 
| coiling, inspection, testing, weigh- 


| 
| 


ing and final delivery to the 
shipping dock. 
The demand today, it was 


|pointed out, is for more highly 
|integrated materials-handling sys- 
jtems. This includes receiving to 
machine tools, through the manu- 
| facturing processes, storage, ship- 
| bing and recording. Handling must 
be integrated and timed, one oper- 
ation to the next. Transfer points 
will become fully and safely auto- 
matic. The “push button” manufac- 
turing plant is here, say the ma- 
terials handling engineers, whether 
we know it or not. 


| Materials Handlers Call 


3.000 Experts to Parley 

PHILADELPHIA.—The materials 
jhandling industry will assemble 
|more than 3,000 experts on all 
|Dhases of handling to answer visi- 
| tors’ questions during the National 
| Materials Handling Exposition at 
Convention Hall here May 18-22, it 
was announced last week by Clapp 
| & Poliak, Inc., New York, founders 
of the exposition. 

The importance of materials han- 
;dling is emphasized by the fact 
that it is the greatest cost-reduction 
factor in the industry today, show 
sponsors said. Picking up objects, 
moving them and setting them 
down again costs American facto- 
ries 25 percent of production pay- 
rolls, according to industry esti- 
mates. 

It was announced that 300 com- 


panies will exhibit at the exposition. 
+ a - 





Steelcote Co. Announces 


New Line of Coatings 

ST. LOUIS.—A new line of coat- 
ings for metal surfaces, now avail- 
able under the trade name Steelast, 
has been announced by Steelcote 
Mfg. Co. here. 

The difference between Steelast 
vroducts and stainless steel coat- 
ing is that a change of pigment 
makes possible the manufacture of 
many colors, including plack, white, 
gray, ivory, green, re-orange and 
yellow, the company said. 

Steelast, according to the com- 
pany, offers advantages over ordi- 
nary coatings in protection and 
finishing of metal surfaces on 
original equipment, and mainte- 
nance of machinery, pipes, tanks, 
duct work and metal building ma- 
terials, indoors and out. It can be 
sprayed, brushed or dipped. 

Additional information on the 
new product may be obtained by 
writing Wesley K. Nash Co., 1218 
Olive St., St. Louis 3, Mo. 

* ~*~ * 


Morey Issues Catalog 


On Machine Tools 

NEW YORK.—A catalog of ma- 
chine tools and accessories has been 
published by Morey Machinery Co., 
inc. It consists of 180 pages, listing 
domestic and European machine 
tools as well as accessories for tur- 
ret lathes, the company said. 

A copy may be obtained by writ- 
ing Morey Machinery Co., Inc., 410 
Broome St., New York 13, N. Y., 
on a company letterhead. 

od * ~ 


Conn. Firm to Make 


Self-Aligning Bearing 

DANBURY, Conn.—A plant to 
manufacture a _ self-aligning rod- 
end bearing has been acquired here 
by Radial Bearing Corp. 

The firm said that the bearings 
are the result of extensive engineer- 
ing development, and will have 
wide applications in the automo- 
tive, aircraft and farm machinery 
industries. The new bearings will 
be called the RM-4 and, according 
to the company, will be sold at half 
the price of comparable machined 
bearings. The company’s sales divi- 
sion is located at 1 Seventy-firs: 
Ave., Forest Hills, N. Y. 
| . * * 


Beckman Data Available 


SOUTH PASADENA, Calif.— A: 
28-page catalog of Beckman ultre- 
violet and visible spectrophot«- 
meters, picturing all sample cel s 
and other accessories, has been r:- 
leased by Beckman Instrument;, 
Inc., South Pasadena 1, Calif. 
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promotional plus 


dealers want... 


Chicago Tribune newsprint color 


You give your sales organization a new competitive advantage when you add 
Chicago Tribune newsprint color to your promotion. Full pages in Chicago 
Tribune newsprint color get a response from dealers as well as consumers 
which no other medium in this market can provide. 

When you present your models in color, your advertising stops more readers 
and starts more sales. You can give your story the impact that assures market 
penetration. You can give it the setting that enhances prestige. 

Your dealers know how Tribune newsprint color gets results for other sales 
organizations. They would like to have it work for them. 

Chicago is big enough to merit and reward special attention. Tribune readers 
buy the bulk of the new cars sold here. They respond best to pages in Tribune 
newsprint color. 


icago Tribune 1 
| To help your dealers sell more cars now and to get a greater share of the 


all other 
Chicago newspapers market this year, power your Chicago sales drive with pages in Chicago Tribune 
newsprint color. 


For complete information in Detroit, call W. E. Bates, Penobscot Building, 


WOodward 2-8422, 
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Sales Conditions in Various Areas ... 





Auto Market Reports 


Cincinnati 


New-car registrations in Hamil- 


ton County (Cincinnati) jumped 
from 2,046 units in February to 2,- 
721 in March. This figure topped 
the total of March, 1952, by 856 
units. First-quarter totals showed 
1953 ahead of last year, 6,877 units 
to 5,223. 

Despite the higher sales totals, 
however, resistance on the part 
of new-car buyers was evident in 
most dealerships and there were 
few, if any, signs during the 
month that a seasonal buying 
rush was just around the corner. 


Used-car volume shot from 3,261 
units in February to 4,308 in March, 
but here again bulging used-car 
lots all over the city seemed to 
indicate that the more cars that 
are sold, the more there are to sell. 
On a quarterly basis, comparing 
1953, to 1952, sales volume was up 


| slightly, 10,709 units against 10,613. 
| New-truck sales were just about 
on the level of last March, but 
|considerably higher than the total 
for February. So far this year, 
| however, sales are running a little 
behind the 1952 pace. 

New-car registrations for 
March were: Chevrolet, 610; 
Ford, 476; Plymouth, 282; Buick, 
247; Oldsmobile, 185; Pontiac, 
170; Mercury, 141; Dodge, 127; 
Nash, 92; Chrysler, 76; DeSoto, 
74; Cadillac, 46; Studebaker, 56; 
Packard, 41; Hudson, 37; Kaiser, 
21; Willys, 15; Lincoln, 11; Henry 
J, 9; Jaguar, 1; MG Midget, 1; 
Volkswagon, 1; Hillman, 1; 





Porche, 1. 
Used-car registrations for March 
were: Ford, 661; Chevrolet, 703; 


Plymouth, 513; Buick, 390; Olds- 
mobile, 384; Pontiac, 344; Dodge, 
226; Mercury, 197; Nash-Lafayette, 
129; Studebaker, 149; Chrysler, 138; 
Hudson, 111; DeSoto, 69; Packard, 


71; Cadillac, 46; Kaiser, 49; Willys- 
Overland, 33; Lincoln, 26; Frazer, 


23; Henry J, 17; Crosley, 15; La- 
Salle, 6; Anglia, 1; Others, 7.— 
(Emery Bacon.) 
* 7 * 
Ottawa 
With new-car sales booming, 


used-car dealers in Ottawa are be- 
coming concerned about overstock- 
ing on tradeins, and lower price 
tags on the latter are appearing 
on some models much earlier than 
had been expected. 

In addition, dealers are making 
an effort to dispose more quickly 
of many tradeins, and this hasty 
selling in some cases may mean 
trouble, dealers admit, especially 
since used-car buyers are getting 
wrong impressions of the market. 

“Buyers are encouraged to 
bargain more now because ads 
are telling them too much of 
overstocking in tradeins,” said a 


used-car dealer, insisting that 
“dealers are hurting their own 
business” by such advertising. 

There is evidence of declining 
prices for smaller used cars as the 
demand for such imported models 
weakens, 

One dealer is offering a foreign 
smaller car at more than $400 be- 
low the list price, with other 
dealers showing a similar ready- 
to-do-business attitude at sharp 
price cuts. 


However, inquiries indicate that, | 


despite this attitude, sales of 
smaller used cars are proceeding 
slower than usual for this season, 
and ‘buyers are turning more 


toward larger cars. (M. L. 
Schwartz.) 
+ + * 
New York City 
New-car business in the New 


York City area for the most part 
is healthy. Most dealers are com- 
plaining about shortages in one 
model or another, and the past few 
weeks have brought a spurt in 
business for several makes that 
had been lagging since the first 
of the year. 

With the decrease in Chrysler 
Corp, prices, many persons were 
pulled into the market who 
might otherwise have hesitated a 
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HED-MASON COMPA 
Baal AUTOMOTIVE LACQUERS AND Uliag 


i DETROIT. MICHIG g - 


S DUST FREE 


PE Sy: 


>@ New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 








.@@ NO ANNOYING ORANGE PEEL! 


.@ MORE PAINT JOBS PER DAY! 


>@ ASK YOUR R-M JOBBER! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 





1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 


in Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


little longer, it is believed. One 
Dodge dealer, who took only 
three orders the Saturday prior 
to the price cut, wrote 14 orders 
the Saturday following the re- 
duction, and was optimistic about 
future spring business. 

This area has suffered consider- 
ably from the weather recently. 
Week ends have consistently been 
rained out. In four weeks only, 
one Saturday was fair, and on that 
| Saturday business was brisker. 
| With one exception, dealers are 
|in agreement that used-car buying 
is poor, and they are wondering 
| when the turn will come. That one 
exception is a dealer along Broad- 
way who has always done a fine 
job on used cars, and is quite 
| happy with his present operation. 
|—(Ed Brown.) 

+ 


San Antonio 

Sales of new motor vehicles in 
San Antonio and Bexar County 
showed an increase of nearly 15 
percent in March, totaling 1,430, as 
compared with 1,244 in February. 

Chevrolet led in new-car sales, 
with a total of 303, as compared 
with 239 Fords for second place. 
Chevrolet also led in commercial 
vehicle sales, with a total of 33, 
followed by Ford with 32 and In- 





ternational Harvester with 14.— 
(J. H. Reed.) 

| + * a 

Toledo 


| March sales of new cars in To- 
ledo and Lucas County were well 
above those of March, 1952, ac- 
cording to the Toledo Automobile 
Dealers Assn. 

New-car sales in March of this 
year were 1,917, against 1,223 a 
year ago. Henry J, Hudson, and 
Studebaker were the only three 
makes showing declines. 

Truck deliveries were 142, as 
compared with 161 in March, 1952. 
Dealer sales of used cars totaled 
2,618 for the month, with 2,622 


casual sales listed. — (Dick 
Roberts.) 
2 2 s 
Cleveland 


A continuing strong market is 
being maintained throughout the 
Cleveland area in new and used- 
car sales, although the overall 
volume for the week ended Apr. 18 
failed to repeat the sensational 
sales of the previous week. 

As against the two-year highs 
established the previous week, 
the week ended Apr. 18 saw new 
unit turnover reach 1,362, a drop 
of 600. Used-car sales totaled 1,- 
501, a drop of 500. 

In commercial sales, new trucks 
touched 113 and used 72. New- 
truck sales were about steady dur- 
ing the week. 

Dealers expressed little concern 
over the drop in sales as against 
the previous week. They main- 
tained that weather was unfavor- 
able, and that there was a lack of 
desired models in new units. 

Commenting on the overall view, 
the Federal Reserve Bank said “the 

| weekly total compares favorably 
| with the 1,600-per-week average of 
the past month, which, in turn, has 
| (Continued on Page 56, Col. 1) 
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Not So Light— 


Fohrman Motors, 2700 W. Madison S.., 
Chicago, has installed a four-color porc2- 
lain sign, which weighs 3% tons. Moe 
than 11,000 feet of neon tubing and 1,000 
lamps are used in the sign. 
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New AUSTIN A-40 Somerset Sedan is ideal for most fam- 
ilies. This model sells for only $1795* including heater and 
all Federal taxes. 





New AUSTIN A-30 Sedan retails for only $1495.* Delivers 
40 miles on a gallon. Sensational low price includes heater 
and all Federal taxes. 





AUSTIN A-125 Sheerline is world famous for its brilliant 
engineering and superlative luxury. Priced at $5389* includ- 
ing heater, radio and all Federal taxes. 


*At nearest coastal port of entry. 
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New AUSTIN A-40 Somerset Convertible has 3-position top. Coupé-de-ville position shown is 


smartly continental. Low retail price is only $1945* including heater and all Federal taxes. 


Why 


ave Austin sales jumped 


6% in the past year? 


Read how American enthusiasm for the 
smart, economical AUSTIN has made AUSTIN 
dealerships very profitable operations, in- 
deed! 


Never before have there been so many AUSTINS on 
the road over here. Now America’s most popular 
foreign car is enjoying great public acclaim. So it’s 
only natural that more and more far-sighted car deal- 
ers are switching to the profitable AUSTIN line. 

Consider the exceptional opportunities an AUSTIN 
dealership offers: A complete line of models with a 
wide range of prices. A liberal profit on every deal 
plus the fact the AUSTIN is an easy car to sell—and 
to service. 


Who stands behind you? 


AUSTIN is built in the world’s most modern automo- 
bile factory by the largest single car manufacturer 
in England. It’s no secret that more people drive 
AUSTINS than any other foreign car in the world. 
AUSTIN Owners are a loyal group. They continue to 
buy new AUSTINS year after year. 


What about customer service? 


There is no service problem with AUSTINS. There are 
AUSTIN spare-part depots in New Y ork,San Francisco, 
Hamilton, Winnipeg and Vancouver. Fast service is 
assured. Mechanics agree that the AUSTIN engine is 
extremely trouble-free and easy to service. And there 
are more than 1,000 ausTIN dealers from coast to 
coast in North America. 


Overseas Delivery Plan for Travelers 


Here’s an extra selling advantage for AUSTIN dealers. 
If you have a prospect planning to go abroad, he can 
order his car from you for delivery in England. Then, 
on his return trip, his AUSTIN is shipped home from 
London without charge. Other overseas delivery 
plans are available for France, Italy and Germany. 


Are dealer franchises available? 


Yes, AUSTIN has a number of profitable dealer fran- 
chises still available in the United States. If you 
would like to sell America’s most popular foreign 
car, clip and mail the coupon today. 


(2 oe oe 6 6 6 6 6 6 Se eee Ss 


Austin Motor Company, Ltd. (England) 
27-29 West 57th Street, New York, New York 
or 600 Gough Street, San Francisco, California 


Gentlemen: Please send me immediately complete 
information on AUSTIN franchise opportunities. 
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Highways & Safety... 





Student Drivers Give 
Advice to Teachers 


HERSHEY, Pa.—(UTPS)—Driv- 
er-training instructors in Pennsyl- 
vania high schools have taken a 
lesson from four teen-agers, all 
graduates of driver-training courses 


in their respective | 


schools, who were 
brought here to 
conduct a panel 
on the subject, 
“Driver Educa- 
tion from the Stu- 
dent’s Point of 
View.” 

The students, 
all of whom are now licensed 
drivers, offered suggestions for 
improvement for such courses 
that surprise the educators at- 
tending the fourth annual confer- 
ence of the Pennsylvania Safety 
Education Assn. 

Brought to the conference through 
the cooperation of the Pennsyl- 
vania Automotive Assn., the stu- 


Signal-Stat 













THE LARGEST 
OF DIRECTIONAL 
FOR COMMERCIAL 








PRODUCER 


VEHICLES 


;}dents were Jody Montgomery and 


James Raleigh, both of State Col- 
lege; Cecily Kline, of Allentown, 
and Sally Firestone, of Kittanning. 
They are the same youngsters 
who won nationwide recognition as 
one of the most outstanding driver- 
education panels ever assembled 
when participating on a similar 
panel conducted last October at 
PAA’s annual meeting in Atlantic 
Cit, N. J. Members of the dealer 
association currently are making 
available to the state’s high schools 
more than 350 cars for use in 
driver-training courses. 

More enthusiasm on the part 
of the driver-training instructor 
was recommended by Miss Mont- 
gomery for improving the pro- 
gram, while Miss Kline suggested 
that instructors explain in more 
detail the mechanics of automo- 
biles. 

On another question, the entire 


SIGNALS 






| panel, which was moderated by | 
George C. Lowe, director of Traffic | 
Safety Education of the Atlantic} 
Refining Co., Philadelphia, agreed 
that it would rather be taught by 
qualified driver-training instructors 
than by their own parents, a choice 
which they indicated was general | 
among teen-agers. 

Other faults the panelists found | 
with present driver training pro-| 

grams were: Scheduling; over-simp- | 
lification of lecture courses in ex- 
plaining the different parts of a 
car; poor selection in films shown 
in classroom work, and a lack of 
obstacle courses which would pro- 
vide practical behind - the - wheel 
training. 

Answering a question from the 
floor, the panel felt that reckless 
“hot rodding” could be stopped 
through proper educational pro- 
cedures and demonstrations in 
high schools, 

Miss Firestone led off the panel 
with the statement that seven 
stones from “an arch of sportsman- 
like driving,” are keys to being a 
good driver. She listed these stones 
as mental fitness, knowledge of 
rules and regulations, judgment in 
speed and timing, attitude, skill, | 
good habits and physical fitness. | 

Claiming that “sportsmanship 


| 
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35 Years a Studebaker Dealer— 

Don H. Packer (center), president of Packer Motor Co., Inc., Glendale, Calif., receives 
a plaque commemorating the completion of his 35th year as a Studebaker dealer. 
C. K. Whittaker (left) Studebaker vice-president, presents the award as Paul Burkhard, 


Glendale mayor, looks on. 


must always be continued on the 
highway,” Raleigh said that “the 
driver-training courses in high 
schools leaves a definite effect on 
the student’s attitude on the high- 
way.” 

“Behind - the-wheel instruction 
through which students could 


Signal-Stat signaleering combines the best of 
materials, engineering, design, and construc- 


. . that creates 


tion to create lamps that not only exceed the photometric require- 
ments of SAE but help keep the lamps that way. 


It is signaleering that creates lamps with a beamed pattern of light 


not obtainable otherwise . 
maximum angles. It is signaleering that creates lamps that are sturdy 


and stand up in use. 


Signal-Stat Class A—Type 1 Signal Lamps are approved 


lamps with visibility at 


in all 48 states and the District of Columbia. 


SIGNAL-STAT CORPORATION, SIGNAL-STAT BUILDING, 523-539 KENT AVE., BROOKLYN 11, NEW YORK 





put into effect the theories 
they learned in the classroom” 
are among the important things 
learned in driver-training 
courses, according to Miss Kline. 
Among other important things 
that such courses accomplish, Miss 
Kline said, is the forming of good 
operating habits, learning the rules 
of safety and acquiring patience. 
“Interest in driver-training 
courses on the part of parents and 
teachers is vital to the success of 
these programs,” Miss Montgomery 
said. She also felt courtesy should 
be taught throughout the course, 
both in the classroom phase and 
in behind-the-wheel training. 





Juniors Find 
Plenty of Faults 
In Dads’ Driving 


Halstead (Kans.) students are 
discovering that “father isn’t prac- 
ticing what he preaches—about safe 
driving habits.” 

In fact, many a Halstead father 
who has been lecturing junior on 
careful driving, is now slightly red- 
faced. 


This all came about when nine 
members of the Halstead high 
school driver education class re- 
leased findings of a one-day check 
on their elders. Members of the 
class spent all day observing mo- 
torists on downtown streets. 


When all returns were examined, 
the students had a list of 600 vio- 
lations on the score card. Most of 
the offenses were minor, according 
to Burrell Tallady, instructor, but 
he pointed out that 90 percent of 
the nation’s traffic fatalities last 
year were caused by such “minor 
violations.” 







Milwaukee School Board 


Teaches Driving to Adults 

A driving school, operated by 
the Milwaukee school board for 
about two months a year, teaches 
adults in safe auto operations. 
| About 90 percent of the students 
are women. The ages of the stu- 
dents range from 16 up, and many 
of them are middle-aged. There is 


|}usually a good attendance at the 


classes. 


Top Trucks 
New-truck registrations for 
two months, plus 33 states for 
March: 





1953 Pos. Make 1952 Pos. 
Chev. 
Ford 

Int'l 
Dodge 
GMC 
Stude. 
Willys 
White 
Mack 

Reo 

Dia. T 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
F.W.D. 


2,291— 
1,348— ¢ 
621—12 
793—10 
665—11 
296—14 
346—13 
167—15 
150—17 
135—13 


Canta uacw 





152—16 
47—20 
72—19 


Pontiac 
Peterbilt 
Crosley 
Total All Makes 
184,557 153,903 
For further details see pa:é 
52, today’s issue. 





a ae ee ee a 


”" 


A oe Pact ~~ TR tet tee 


or 42 - -— © oO 


Oo now »b»nw fre oO 4 se 4 








AUTOMOTIVE NEWS, MAY 4, 1953 __ 


| all economic and monetary systems 
will be tried, but always by a rich 
minority and a poor majority ... 
new creeds will inspire fanatical 
enthusiasm, but men will continue 
to persecute and be persecuted for 
their ideas ... slavery will continue 
to be common. 

Finally, he says, there will be 
relapses into barbarism .. . but 
civilization will always survive, 
because it is no longer a localized 
social or cultural phenomenon... 
it is a universal culture based on 
science, 

Sir Charles hasn’t deigned to no- 

tice such short-range items as the 


2 


out of our centers of higher educa- 
tion. Girls are not going to college 
any more hoping to find a husband. 
They know that will be simple if 
they can learn how to make an 
independent living. I’m not talking 
about all women—there will always 
be enough to provide helpmates for 
men who have failed to take ad- 
vantage of their own opportunities 
to qualify themselves for better 
jobs. 

I’m talking about the women who 
think more, read more, command 
the respect and, by the same token, 
the love of the man they choose 











present international crisis ... the to live with. 
) possibility of rocket flights or in- When an intelligent woman 
= te ten ae eae id. _ waa sd makes up her mind to DO some- 
AR BE IT from me to start any | #* De that he has overiooked . . . or . eras thing, she doesn’t beat around the 
F scientific argument with the|Underestimated . . . the power of Senator Helps Open Smith Building— bush or mumble her words—she 
eminent Sir Charles Galton Darwin, | W°™®": . ae Formal opening of the new building of Smith Motor Co., Cuero, Tex., features a/ does it. Of course, it will take time 
who wrote the new book, “The . ribbon-cutting by State Senator John J. Bell. Others (from left) are W. A. McKee,|for the new generation of women 
Next Million Years.” A scientist, The Women’s Part assistant Chevrolet zone manager; F. M. Koch, of General Motors Acceptance Corp.;|to throw off the influence of the 
mathematician and physicist, he is| @ INCE Sir Charles chose for his | Ge°rge tloveras, district manager, and Newton Smith, dealer. older generation . . . time to meas- 
the grandson of the great Charles title “The Next Million Years,” ure up to the new responsibilities 
Darwin, who wrote “The Origin of |it may be a bit early to speculate} mothers who saw their sons | triumph over experience, laid |. - . but I don’t think it is going 
Species,” in which the granddad|upon what women can accomplish| drafted for what seemed to them | down her knitting and went with |to take a million years for the 
blithely tried to prove that we are|in the next 100 years, not to men-| a futile war in Korea went to | John, the husband, whose taxes | SMart girls to find that out. 
all descended from apes. tion what can happen in a million| the polls and produced a land- were breaking his back, to the P.S. It will be a sad day for the 
However, while I have met | years. But, even now there are| slide for Eisenhower. Aunt Min- polls. old-fashioned politicians when the 
some pretty smart monkeys (in | some straws in the wind. nie, the constant reader, disillu- Now a new breed of the oldtime| mass of intelligent women start to 
and out of jail), a guy who loves Last November millions of sioned by the failure of hope to |“weaker sex” is slowly trickling| think for themselves. 














to dream about the future cannot = . ——_—— acne a wah 
races or competition if there was? | 
I ask you! 


stand idly by while a man ex- 

pounds the thesis that “there is 

nothing in nature to dictate that 

the world has got to be agree- 

able.” 

| What would become of horse 

Of course . . . old-fashioned as I| e e ‘ 

am ...I was a bit shocked to read k A oo 0 = R d | | i 
in the next column to the an- wit If ver y rau ic n ts 
nouncement of Darwin’s book an e o 
advertisement of another bock, S i M Eff - 
“Beyond the High Himalayas,” bv implest, Most Effective Form 
Justice William O. Douglas. under | 
the illustrated headline, “The Lu- _ 
huli girls will run, but it is easv 
to catch them .. . So their men- 
folk say ... But these Luhuli girls | 
didn’t even run, and it was Justice | 
Douglas they tried to catch, as thev 
extended an all-night invitation.” | 


(My Lord . . . what is book pub- 
licity comin’ to?) 
* 







a * 


Disagreeable Future 
AIT till puritanical Aunt Min-| 
nie feverishly reads the Doug- 
$ las story of “Strange Lands and_| 
Friendly People,” with 42 photo-| 
graphs by the author, 16 in full| 
color. Perhaps she'll be disap- | 
pointed .. . but she'll imagine that | 


Cleovatra was iust a shy amateur | 
as she naddled the Nile water-front | MIDLAND 
with Mark Antony. 
Sir Charles predicts a “future 
for mankind that will be dis- | 
agreeable indeed.” He admits 
that no one ever worries about tom 
the future more than 100 vears | 
hence ... “Our grandchildren | 
may concern some of us, but no | 
one can concern himself much | 
about his great-grandchildren.” 
He says it takes a million years | 
to develop a new species and there 
will be no changes in human nature 

















CHECK THESE EXCLUSIVE FEATURES Those Who Know Power Brakes 





in less than a million years. : : 
“People will continue to act much | Extra Safety—The air brake system with CHOOSE MIDLAND 
as thev alwavs have, with brutal | ‘ 
and selfish behavior as prominent added safety feature of hydraulic brake B 
in the future as it has always been Operation in reserve in Case of inadequate e Ca. Use eee 
up to the present.” ... In other - 
words, future history will conform | air pressure. Ait 
to the pattern of past history. It’s i bs 4 yine of : 
a pretty sad outlook. Directly Applied Power—Quicker, safer full YO Equip” 
He concedes that the discove ‘ a ke 
s tha ry ° ° yilds Bra 
of the use of fire . . . the develop- | stops with less driver effort. bur powet eed. 
| ment of agriculture... the growth | ‘i si F vacw m pig? y Kit 
of cities .. . the advance in science Better Control —Brake pedal feel permits e ery Brake 
| and the industrial revolution have | ; : ° : Oo a sp 
been important. BUT he foresees driver to apply quick, effective brake action. Midland an er * Sa. 
the exhaustion of the world’s sup- | 7 : Fac en € il Oo 
ply of coal and oil, with a conse- | Dependable Operation—Scaled protection from cially ck rat tO 
quent crisis in energy and trans- | water dirt and corrosion espe actor» ru t is high 
portation, with little help from| : ° fic tf pat d’s 1 
atomic energy. Still a new food | . . c cking jalan 
supply from wood or grass will | Lower Cost —Saves installation time and ach WW". ss ro M 
/ only increase the population of the | b f f rt nd more Ke suf yall led b 
world. eae money ccause 0 : ewer pa sa a dat cory sta an 
Was Baew compact simpler design. mail? * auf “te 
HEN he winds up with nine| ' : ystrt 
T dead eucliatione: Weskd eine. | THE FAIDLAND STEEL PRODUCTS COMPANY yeading ;alai a 
lation three times its present size 3641 E. MILWAUKEE AVE. DETROIT 11, MICH. oug® 
will exhaust the food supply (there Export Department: 38 Pearl St., New York, N. Y. thr 


will always be a “starving margin”) 
. . The golden age of western 
civilization—the last 150 years—is 


nearly over . . . Wars will never 
cease because national boundaries AND ST OP 
will never be permanent, and na- 


tions will be impelled to attack ee a a a a 
those with more abundant food 


supplies .. . no permanent, benevo- SAFELY : 
lent governments can exist—only 
temporary regimes, inspired by 


conquest and ruled by dictators... 
life will be held more cheaply .. . 
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WITH COLLIERS ? 


WHEN ARE 
YOU GOING 
ON YOUR 
VACATION? 


, Colliers 


Summer Safety Check List 


WHEELS @ BRAKES COOLING SYSTEM. 
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D readers believe that we’re more reliable? Do they like us better than 
ever, or more than anyone else? We haven’t the slightest idea. 


We can’t even prove that more people now borrow each copy of our magazine. 


But we can prove that more people are buying Collier’s today. This chart shows 
the growth of Collier’s paid circulation. 


3,205,000 est. 





3,200,000 : 
| 

ee 3,140,709 —— | 
3,104,729 | 

3,100,000 | 
0 ill | 

First nine months Last quarter First quarter 

1952 1952 1953 


And that makes Collier’s a better-than-ever advertising buy, too. 


On a budget of just over $100,000, for example, you can be in Collier’s on a 
regular schedule, as many as ten times a year. You can get more advertising for 
your money than in any other weekly or biweekly in the field. 





And we can prove that, too. 


With advertising costs heading for the stratosphere, isn’t this worth thinking 
about? For the facts call your Collier’s representative today — if you want 
national coverage at rational cost. 










COLLIER'S MAKES 

THINGS HAPPEN IN THE | 
CAR SERVICE FIELD  f@mmemum 

a 


This big and handsome window poster has 

been specially prepared by Collier's to help 
| you attract summer check-up trade. It’s yours 
for the asking. 





Collier's 


MAKES THINGS HAPPEN 


In addition, Collier’s regular summer “Preven- 


tive Service” spread will appear in the July 4th 


: The Crowell-Collier Publishing Company, Detroit Office: 
issue. 


General Motors Building, Detroit 2, Michigan 
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In the Hopper 





The Florida Car Rental Assn, is | 


making an effort in the Legislature 


to eliminate the stigma of “for 
hire” indorsements on car titles in 
Florida. 


Earl Smalley of Miami, president 
of the organization, is spearhead- 
ing the movement, which is ex- 
pected to meet with considerable 
opposition from new-car dealers. 
Under present law, all for-hire 
cars, including taxis, carry an “E” 
tag. 

Car-rental dealers, according to 
Smalley, are losing an average of 
$300 a car on the used-car market 
because of the stigma of the “E” 
tag, while hundreds of rental cars 
from other states are being 
dumped on the Florida used-car 
market each spring, finding a 
ready market because their titles 
do not show for what purpose the 
cars have been used. 

New-car dealers point out that 
most rental agencies obtain cars at 
fleet rates and approximately 1,- 
200 of these are dumped on the 
market each spring. Because of 
the “fore hire” indorsement, they 
contend a glut of the market is 


averted. 
+ * > 


Pa. House Votes to Bridle 
Highway Dept. Spending 

By a vote of 206 to 1, the 
Pennsylvania House has passed a 
bill introduced by Rep. W. Stuart 
Helm, Armstrong Republican, 
which proposes that a blanket 
appropriation be given to the 
State Highways Department for 
administration and financial aid 
to the State Police, but that the 
remainder of funds be_ spent 
subject to approval of the Gener- 
al Assembly. The measure, 
House Bill 181, was sent to the 
Senate. 

Helm explained that under the 
present procedure, the de- 
partment “gets a blank check 
for all motor license funds and 
gasoline taxes, amounting to 


$400 million a biennium, and it 
may be spent as the department 
itself determines.” 

* 7 > 


| Texas Lawmakers Shun 


| Retail Tax, Fair-Trade Bills 

A proposed 2 percent retail tax 
|has been killed and a bill to pro- 
|hibit the sales of any product be- 
|low cost may die before the Texas 
Legislature adjourns. 

The retail tax bill called for the 
levying of the tax at the time the 
sale is made by the wholesaler. 

The fair-trade bill was sent to 
the attorney general for a ruling 
on its constitutionality when it 
was found that everyone except 
grocers would be eliminated from 


the terms of the bill. 
* * - 


Pennsylvania Bills Urge 


Extension of Turnpike 

Bills which mould extension of 
the Pennsylvania Turnpike have 
been introduced in the legislature. 


One measure would provide for 
another extension of the super- 
highway from its eastern terminus 
at King of Prussia, near Philadel- 
phia, to the Delaware River to con- 
nect with the New Jersey Turn- 
pike. Another bill provides for ex- 
tension of the turnpike from the 
proposed Erie extension to the 
West Virginia Turnpike. 


* * * 





San Antonio Dealers Ask 
Ordinance Requiring Bonds 


An ordinance sponsored by the 
San Antonio Automobile Dealers 
Assn. and the San Antonio Inde- 
pendent Automobile Dealers Assn. 
has been presented to the city 
manager. 

It calls for a $1,000 bond from 
all automobile dealers, with a $100 
license fee for new-car dealers; a 
$50 fee for used-car dealers, and 
a $125 fee for dealers in both 
types of automobiles, 

The ordinance also would make 


LEMBCO 


a, 


Low Cost TRAVELLING CRANE 


Lifts and moves up to 1,000 Ibs 


| it illegal to sell cars on Sundays, 


| 


| branches 





and would set up a seven-member 
dealers advisory committee to be 
appointed by the city manager. 

+. od * 


N. C. Studies New Tax 
Identical bills introduced in both 
of the North Carolina 
Legislature would subject all co- 
operatives which do business with 
nonmembers to the same income, 
franchise and license taxes paid by 
private corporations. The 
measure’s sponsors included Sen- 
ator Robert Morgan and Rep. B. 
T. Falls jr., both of Cleveland. 


* * + 


Dewey Vetoes Fee Hike 


A bill to increase the driving 
permit fee from 10 cents to 25 has 
been vetoed by Gov. Thomas 
Dewey of New York. This fee, paid 
at the time a learner’s permit is 
applied for, is separate from the 
amount paid for a driver’s license 
after a driving test has been 
passed. The governor also vetoed 
a bill to permit 40-foot buses in 
cities, but approved a measure to 
allow buses of that length in the 
country. 

* * * 


Pa. Reviews Driver Ban 


Truck drivers in Pennsylvania 
would escape suspension of oper- 
ators’ licenses for speeding and 
other violations insofar as driving 
commercial vehicles is concerned 
under the provisions of House Bill 
1080, introduced by Rep. Jules Filo, 
Pittsburgh Democrat. The measure 
would provide for the issuance of a 
special license at $1 for the oper- 
ation of trucks, although the 
driver’s regular passenger-car li- 
cense could still be suspended. 

* * * 


Ban on Regrooved Tires 

Sale of regrooved tires to which 
no additional rubber has_ been 
added would be prohibited in Penn- 
sylvania under the provisions of a 
measure introduced in the Legisla- 
ture. 





The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
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operates easily in close quar- 


ters, low enough to go into elevators, small enough to operate 


in aisles and through doors 


Integral hydraulic pumping unit 


LEMPCo 


no hose or couplings to fail 
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Pushbutton Traffic Control— 


Donald Hendricks (left), electronics engineer of Eagle Signal Corp., Moline, Iil., 
demonstrates his new invention which he hopes will bring traffic control into the 
pushbutton era. A highly complicated device, details of which are restricted, the 
controller is said to reduce the cost of traffic installation and provide for emergency 
signaling from moving emergency vehicles, such as ambulances and police cars. With 
the electronic unit, a driver could cause the traffic lights to change progressively as 
he goes along the avenue at the push of a button. When he passes the intersection, 
the traffic lights to the rear would automatically reset themselves to normal sequence. 
Watching the demonstration are F. A. Pearson, the company's chief designer, and 
George Rambo, engineer who collaborated in developing the invention. 


WASHINGTON.—Six states have 
modified their motor vehicle reci- 
procity statutes and other state 
legislatures have considered, or are 
considering, similar changes, a 
survey by the National Highway 
Users Conference reveals. 

The trend in this type of legis- 
lative activity indicates a general 
tightening of nonresident operating 
privileges for commercial vehicles. 

Six states, Iowa, Montana, New 
Mexico, North Dakota, Utah and 
Washington, already have made 
such revisions. 

The new North Dakota law re- 
quires that other states, in order 

to enter into reciprocal agree- 
ments, satisfy the following con- 
ditions: (1) If the other state 
requires registration of a number 
of North Dakota trucks in pro- 
portion to the number of miles 
traveled over its highways, then 
North Dakota may require simi- 


U. C. Firm’s Deals 
In Postwar Black 
Market Defended 


BUFFALO.—An insight into the 
early postwar black market in cars 
was given last week by 35 
witnesses appearing during the 
first day of trial for a used-car 
firm, Smiling Jack Chesbro, Inc., 
in U. S. Tax Court here. 


Morris Silverstein, a stockholder, 
said that each buyer. carried 
several hundred dollars with him 
as a revolving fund, and after 
making out checks for the ceiling 
price of the purchase, paid an ad- 
ditional sum for which no receipt 
was asked. 

Under questioning of his at- 
torney, William D. Mahoney, Sil- 
verstein said that the company’s 
books showed actual earnings 
correctly because all the unre- 
corded overcharges on sales were 
expended in unrecorded over- 
payments on purchases. 

The Government charges the firm 
and three stockholders with in- 
come tax evasion for 1946-47 on 





|the grounds that the firm did not 
| keep accurate accounts of its earn- 


ings during the period. The 
Government is asking for $356,367. 


Silverstein said that no perma- 
nent records were kept of over- 
ceiling cash payments in 1946 be- 
cause “we had to pay extra cash 
or we couldn’t have bought the 
large amount of cars we did.” 

Mahoney declared in his opening 
statements that—his clients were 
forced into black and grey market 
operations in order to stay in 


business. 


Reciprocity Is Tightened 


Six State Legislatures Revise Vehicle Statutes 
While Others Consider Changes 


| 









lar registration; (2) if the other 
state imposes a mileage or 
measured tax, North Dakota 
shall be permitted to levy an 
identical tax. Minnesota was 
considering a similar bill. 

The new Washington law has 
repealed former reciprocity pro- 
visions concerning motor carriers 
and at the same time authorizes 
the Public Service Commission to 
enter into reciprocal agreements to 
apportion regulatory fees imzosed 
cn interstate common carriers ac- 
cording to mileage operated in 
each state. 

Montana has also enacted a pro- 
posal for the proportional regis- 
tration of interstate commercial 
fleets, while a similar bill failed of 
enactment in Nevada. 


A new Iowa enactment eliminates 
automatic reciprocity for interstate 
motor carriers and requires privi- 
leges of such carriers be spelled 
out by reciprocal agreement. 


Automatic recivrocity on oper- 
ators’ and chauffeurs’ licenses 


| has been virtually eliminated in 


New Mexico. A recently enacted 
law requires nonresidents to ob- 
tain a New Mexico license after 
90 days’ residence. 


Other proposals to restrict non- 
resident privileges were being de- 
bated in New Hampshire, Pennsyl- 
vania and Vermont, while a simi- 
lar bill designed to restrict reci- 
vrocity failed of enactment in 
South Dakota. 


On the other hand, Utah has 
broadened its reciprocity laws by 
authorizing the State Tax Com- 
mission to enter into reciprocal 
agreements in regard to temporary 
permits. Proposals in Arizona, Cali- 
fornia, Delaware, Oklahoma, Min- 
nesota, Texas and Wisconsin would 
extend the scope of existing reci- 
procity laws in varying degrees. 


Dee Tee Cleaner Business 


Sold to Oakland Firm 


OAKLAND, Calif. — Farnsworth 
Currier, president of Currier Co. 
here, has announced purchase of 
the Dee Tee cleaner business from 
Vokar Corp., Dexter, Mich. 

The equipment is used for vapor 
degreasing automobile differentials 
and transmissions. Production is 
scheduled to start in Oakland after 
June 1. 


Tedder Organizes Firm 


Tedder Motor Co., Inc., Fairmont, 
N. C., has been organized with 
capital stock of $100,000 to deal in 
motor vehicles. Principals are C, L. 
Tedder, Mrs. Belle M. Tedder and 
Mrs. Gladys F. Bullock, all of Fair- 
mont. 
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If ever there was a project that called for 
ignoring common practice and getting back 
to actual requirements, it’s the develop- 

ment of a drive mechanism for a modern 
commercial vehicle—automotive, agri- 
cultural or industrial... Consult Clark 
—about a driving unit designed to 
meet the functional operating 
needs of your particular machine. 

+ « « Clark engineering has 

always pioneered, since the 

first Clark axle in 1916, and 


_ still does—which is why 
A PI leading industries like to 
a “Work with Clark.” 
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CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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WHY PAY FOR costly repairs and down-time on equipment that’s supposed to save money? 
Here’s a brand new stand up truck, built for (and by) people who know that quality machines 
always pay off in longer life, greater production. 2000-Ib. capacity, electric-battery power, 
60-inch turning radius and 360-degree steering—the STOWAY is the quality truck 

for close-quarter work. 


For freight terminals and warehouses—for narrow aisles, congested floor space, operations 
where the driver is constantly on-and-off to sort out shipments and make up cargoes—the 
STOWAY is job-engineered to fit the handling pattern. Take the headaches out of L.C.L. 

handling, the bottlenecks out of cluttered terminals and warehouses—with Clark’s new STOWAY. 


Write for Material Handling News. 
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U. C. Credit Curbs 


The chief topic of conversation 
on Detroit’s used-car row currently 
is the new credit restrictions im- 
posed by finance companies. Most 
dealers are angry about the 
shortened terms and larger down- 

ayment requirements, All cars, 

except ’52s and some ’5l1s, require 
one-third down and the balance in 
#4 months. 
» The finance companies have 
ailso issued a new statement to 
the dealers, placing the loan 
value of some cars below the 
“book.” Cars in Group II, includ- 
ying nearly half of the makes, are 
placed in this category. On the 
others, finance firms will recog- 
nize book loan values. 

Many of- the dealers are angry 
about the cars placed in Group II, 
including Cadillac, Other cars are 
Packard, Studebaker Commander 
and some models of Buick and 
Nash. 

Several dealers say they are 
going to start carrying some of 
their own finance paper. One dealer 
remarks: 

“I am convinced that finance 
companies are still making good 
profits on most of the business they 
do. I’m going to carry the better 


looking deals myself.” 
o = s 


Short of Powerglides 


With firm orders for future 
delivery on his books, James E. 
Funston (Chevrolet) says he'd 
like to see more cars coming 
through equipped with Power- 
glide. Motorists who have been 
using an automatic transmission 
want another when they buy a 
new car, Funston finds, and a 
demonstration usually suffices to 
sell such a unit to those who’ve 
been without it. 

« * : 


‘Overconsumption’? 


L. M. Sidwell, a used-car dealer 
on Livernois, says that in the next 
few months, dealers are going to 
be suffering from past “overcon- 


N. Y. Gets Tough 
On Bus Repairs 


ALBANY.—The New York State 
Public Service Commission has 
adopted a more stringent policy 
for its motor-vehicle inspectors in 
guaraing against faulty mainte- 
nance of school buses. 

PSC, which is required by law to 
inspect all buses under its juris- 
diction once every four months, 
said that some school bus owners 
were making only the _ repairs 
ordered by PSC inspectors and 
were not carrying out safety checks 
of their own. 

From now on, PSC said, it will 
insist upon strict enforcement of 
@& preventive maintenance program 
required under public service law. 

The new policy stemmed from 
several instances, particularly in 
New York City, where PSC in- 
speciors found faulty equipment, 
Officials said. 





With the Staff... 
ALONG DETROIT’S AUTO ROW 


sumption” of cars as well as other 
retail commodities. 

“Things are still okay in the long- 
run picture, I’m sure, but for the 
next few months or so, dealers 
might well pull in their horns and 
operate on tight budgets,” he says. 

“Money will undoubtedly be 
short in a few months, and many 
families are now carrying an 
over-extended load of credit 
purchases. The market for all 
autos—new, used and all makes 
—will probably drop. 

“But let’s not be too pessimistic. 
The country is at least being run 
now by people in Washington who 
desire to tell the truth. I’m going 
to believe what they say and act 
accordingly until I’m sure they are 


wrong.” 
* * * 


Passing Up Profits? 
A visitor to dealerships in the 
Detroit area is always impressed 


Truckers Discuss 
Coordination of 
Highway Patrols 


HARRISBURG, Pa.— (UTPS) — 
Plans for safety experts from 
trucking companies in 10 states to 
report on driving practices of truck 
drivers to the driver’s home compa- 
ny were discussed at a conference 
here. 

In attendance were representa- 
tives of trucking firms from 
Massachusetts, New Jersey, Mary- 
land, Pennsylvania, North Caro- 
lina, Ohio, Indiana, Michigan, West 
Virginia and Illinois. 

Under the plan, highway safety 
patrols would send reports to the 
driver’s home state trucking as- 
sociation which, in turn, would 
forward the report to the trucking 
company. 

Highway patrols are maintained 
by truck associations or companies 
in about 12 eastern states at an 
average annual cost of nearly $12,- 
000 each, according to O. D. Ship- 
ley, safety director of the Pennsyl- 
vania Motor Truck Assn. 

Shipley added that some 130 
patrols are operating in Pennsyl- 
vania with half of the cars 
manned by fulltime operators. 


Transit Movie 


Story of Trucking Told 


By Air Brake Firm 


ELYRIA, O.— Release of a new 
16mm. sound motion picture 
“Teamwork in Transit” has been 
announced by Bendix - Westing- 
house Automotive Air Brake Co. 

The 21 minute movie tells the 
vital story of the influence the 
trucking industry has on daily life 
and recalls the long association of 
Bendix-Westinghouse air brake 
equipment with the growth of 
modern trucking. 

Most of the movie was shot in 
Calif., Mich. and at the factory in 
Elyria, O., with additional scenes 
in N. Y. and Penn. 
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Nash Honors Texas Dealer— 





Jack Mitchell (third from left), president of Jack Mitchell Motor Sales, San Antonio, 
Tex., receives special recognition from George W. Mason (right), chairman and presi- 
dent of Nash; R. M. Hendrixson (left), Dallas zone manager, and H. C. Doss, sales 
vice-president (second from left), for his part in increasing Nash car registrations in 
Bexar county last year. While registrations for all makes were down 17 percent from 
the previous year, Nash registrations showed a gain of 47 percent, it was stated. 








with the extent to which many of 
them are governed by one factor 
alone—volume new-car sales. An 
individual dealer here may con- 
sider his 50 percent service ab- 
sorption rate to be perfectly okay 
as long as new cars move fast 
enough. 

But lately, with competition in- 
tensifying, Detroit dealers are 
beginning to examine more 
closely the profit returns and 
efficiency records of other phases 
of their business. 

For instance, one dealer who has 
been wholesaling half of his trade- 
ins comments that dealers no 
longer will be able to pass up the 
profit margin lying in retail used- 
car sales, And a Chevrolet dealer 
adds that, whereas he and his col- 
leagues in Detroit last year retailed 
about .7 used cars to every new 
car, this year he expects the ratio 
to be 1 to 1 and, by the end of the 
year, perhaps even higher. 

+ * * 


Customer Labor Rates 
Despite the removal of price con- 
trols, a representative east side 
Chevrolet dealer says there'll be no 





increase in the customer labor rate 
of $4 an hour in his service depart- 
ment. 

He reports, however, that deal- 
ers whose flat rate was frozen at 
$3.50 are expected to advance it 
to the higher figure. 

A neighboring Pontiac dealer 
says his own $4 fee is satisfactory 
both to himself and to his mechan- 
ics, some of whom can earn as 


much as $160 a week at a 50/50! 
split by working at high efficiency. | 


He notes that his service business 
is up 10 percent over last year. 


Dewey Proposes 
Study of Bus 


Firms’ Problems 


ALBANY.—In vetoing a bill that 
would have repealed the 2 percent 
gross income tax on bus companies 
supervised by the New York State 
Public Service Commission, Gov. 
Thomas E. Dewey announced that 
he soon would appoint a committee 
to make a thorough study of the 
“serious financial problems faced 
by privately owned bus companies.” 

While these financial problems 
“are admittedly serious,” elimi- 
nation of the State tax would not 
provide a lasting solution, the 
governor contended. 

“It is at most a temporary pal- 
liative,” he said. “The underlying 
problems are sufficiently broad and 
complex as to justify a thorough 
study which should include as one 
of its items the impact of taxes. 

“I am hopeful that such a study 
may be productive of a broader 
approach to the solution of the 
problems of bus companies, and 
appropriate legislation can be con- 
sidered at the next session of the 
Legislature.” 


Specialized Shop 
Attracts Trucks 


DETROIT. — The west side 
branch opened last year by Knorr- 
Maynard, Inc., has noted increased 
demand for specialized truck 
maintenance work, according to 
Robert F. Falberg, manager. 

Originally intended as an instal- 
lation-conversion depot for truck 
dealers and fleet owners, the 
branch is located at 4080 Lonyo Rd. 

According to Falberg, the reasons 
for the growth of special truck 
equipment lie in the manifold pur- 
poses for which trucks are used. 








For instance, a standard truck may 
be fitted with a second axle to 
double its payload capacity and 
still keep it within the legal 
weight limit. 

“While truck manufacturers in- 
clude many chassis models and 
standard bodies of various capa- 
cities,” Falberg explained, “manu- 
‘acturing economies do not permit 
zomplete coverage. Therefore, 
special equipment of all kinds must 
Xe provided by other manufactur- 
ers.” 





Michigan City Dealers 


Set Show May 15-17 


MICHIGAN CITY, Ind.— An 
auto show, featuring a beauty 
contest, a women’s fashion dis- 
play and three acts of profes- 
sional entertainment, will be 
staged at the Oasis Ballroom 
May 15, 16, and 17 by the Mich- 
igan City Auto Dealers Assn. 

The eleven new-car dealers in 
the organization will present 
their 1953 models, and a beauty 
contest will name Miss Motor 
Car Parade to reign over the 
event Saturday night. At each 
session there will be three acts 
of vaudeville, staged by profes- 
sional entertainers. 





Gordon Metal Products 


Returns to Plymouth, Ind. 


PLYMOUTH, Ind.—Gordon Metal 
Products Co., Inc., manufacturer of 
Gordon truck bodies, has moved 
from LaPaz, Ind., to 115 S. Michi- 
gan St., Plymouth. 

Don L. Gordon, president of the 
firm, started the business in Plym- 
outh in 1947 and moved to LaPaz 
in April, 1951. 
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Tonnage Mark Set 


For Consumption 


Of New Rubber 


NEW YORK. The rubber in- 
dustry established a monthly con- 
sumption record during March 
when 128,237 long tons of new rub- 
ber was put into process, according 
to the Rubber Manufacturers 
Assn., Inc, 

This compares with 113,820 long 
tons used during February and 
120,576 long tons during January, 
the previous record month for the 
industry. Prior to 1953, the record 
month was Oct., 1950, when 119,844 
tons was consumed. 

The report showed that natural 
rubber during March _ increased 
11.96 percent to 50,339 tons from 
the 44,960 tons used during Feb. 
Synthetic rubber used amounted to 
77,898 tons, an increase of 13.13 
percent above the previous months’ 
total of 68,860 tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
27,379 tons, 14.42 percent higher 
than Feb.’s consumption of 23,929 
long tons. 





give me a HEN 
BODY and HOIST 
every time! 








BIGGER PAY LOADS 


Hauling dead weight cuts profit. With Heil Bodies, you haul pay 
load, because every unnecessary pound is eliminated. Yet there’s 
no sacrifice of structural strength! Correct design and no-sag con- 


struction assure long years of profitable service life. 


FEWER REPAIRS 


Heil’s simplified Hydraulic Hoist design eliminates unnecessary 
troublesome parts. The arm assembly, for example, is made of 
structural steel welded to extra-heavy reinforced tubing. This 
application of the simple toggle principle means fewer repairs. 


Rugged construction keeps you out of the shop, on the job. 


Fast dumping action and trouble-free operation save time on the 
job. Low mounting height makes hand-loading faster and easier. 

There’s a Heil distributor near you to explain every Heil Body 
and Hoist advantage for your specific job, and supply you with 


prompt, dependable service and parts. Call him today. 


RTE -. 


DEPT. 5953, 3059W WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Cleveland, Milwaukee, Detroit, 


Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 
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W. J. Kunz jr., of Bendix Avi- 
ation Corp., has’ received’ the 
Wright Brothers Medal of the 


Society of Automotive Engineers 
for 1952. 

The award went to Kunz for his 
paper, “A New Technique for In- 
vestigating Jet Engine Compressor 
Stall and Other Transient Charac- 
teristics,” which he 
the SAE spring aeronautic meeting 
in New York last year. In it, Kunz, 
describes an automatic two- pen 
plotting board device, which he and 
his colleagues at Bendix use in de- 
termining design requirements for 
turbine engine fuel controls. 

* + + 


Reilly and Page Named 


Truckstell Vice-Presidents 


Announcement of William J. 
Reilly and Raymond L. Page as 
vice-presidents at Truckstell Mfg. 
Co. has been made by Donald W. 
Meyer, president. 

Reilly, who will be manufactur- 
ing vice-president, was formerly 
plant manager for Truckstell in 
Townsend, Mass. Page, 
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presented at} 


west coast regional sales manager, 
becomes” sales’ and 
vice - president, with 
Truckstell’s Cleveland 
| quarters. 


offices in 
head- 





|IH Names Baker Manager 
Of Columbus (O.) Sales 


International Harvester an- 
nounces the appointment of J. H. 


nouncement was made by Duane F. 
Kuntz, of Chicago, the company’s 
regional motor truck sales manager. 
Baker goes to Columbus from Se- 
attle, Wash., where he served as 
motor truck district sales manager 
for the past 10 years. He replaces 
C. L. Sears, who has been trans- 
ferred to Harrisburg, Pa., in a sim- 

ilar capacity. 
a * * 


Heddesheimer Appointed 


William G. MHeddesheimer jr., 
office and credit manager of the 
Memphis division of the General 
Tire & Rubber Co. since 1948, has 





formerly 


been named regional credit man- 





engineering 


Baker as truck sales manager of | 
its Columbus (O.) district. The an-| 
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ager with headquarters in Chicago. 
Replacing him in Memphis is Wil- 
liam A. Bott, formerly of the credit 
department in Akron. 

* + * 


Johnson Named Sales Chief 


At Davidson Rubber Co. 
| Thomas E. Johnson, formerly 
president of Johnson Rubber Co., 
has been appointed sales manager 
| for Davidson Rubber Co., Boston. 
| Davidson has been a supplier to 
the automotive industry in molded 
| and extruded sponge and hard rub- 
ber products for many years. 
+ + * 


Carnahan Promoted 


Automatic Steel Products, Inc., 
has announced the appointment of 
John E. Carnahan as vice-president 
and assistant general manager. 

* + * 


Fla. Car Rental Assn. Set Up; 


Smalley Named President 


The Florida Car Rental Assn, has 
been formed, with H. Earl Smal- 
ley jr., of Couture Car Rentals in 





Miami Beach, as president. 
Alexander Morse was elected vice- 
president; Joe Power, secretary, 
and M. R. Howerton, treasurer. 
Directors are William Smalley, 
Fort Lauderdale; Frank Nagler, 


president of the Cleveland District Alumni 





training. 





|Ford Merchandising Alumni Reunion— 


More than 60 Ford Merchandising School alumni, at a recent meeting in Cleveland, 
heard speeches from Byron Cleveland (left), Markad Motor Co.; Hugh Gibson (center), 


Assn., and John Heflin, dean of the school 


in Detroit. The speakers discussed sales methods, public relations and personnel 





Miami Beach; W. L. Parker, West 
Palm Beach; Charles Springer, 
Hollywood; Tony Grandolf, Tampa, 
and George Seaman, Jacksonville. 
+ am + 
Cross Names Gallant 
Cross Co., Detroit machine tool 
manufacturer, has appointed Wil- 


Dont Booby Trap Your 


repair brake systems with genuine 


WAGNER LOCKHEED 
HYDRAULIC BRAKE PARTS 


Sudden, nightmarish tragedy is forever in the offing when 
you repair a customer’s brake system with an unproven brand 
of brake parts. The toll of injury, death, property loss, and 
damage suits could ruin your reputation or even undermine 


your business. 


Eliminate that threat by standardizing on Wagner Lockheed 
Hydraulic Brake Parts for your replacement needs. This com- 
plete line of repair and replacement brake cylinders, cups, 
boots, pistons, springs, hose, and washers is manufactured to 
the same specifications as parts used in complete assemblies 


Wagner Electric @rporation 
6393 Plymouth Ave., St. Louis 14, Mo., U.S. A. 
(Branches in principal cities in U. S$. and Canada) 





tor sotoryresxe CUSTtomers Cars 


D0 VOU KNOW? 


--- Brake Fluid is the only source of lubrication for 
the moving parts in the hydraulic brake system. It 
should absorb small amounts of water without 
stratification (separation of ingredients). Lubricat- 
ing ingredients naturally oppose water. The fluid 
should be chemically balanced so that lubricating 
requirements are not sacrificed for an unnecessary 
excess of water absorbing capacity. 


DO You KNOW —cecep blem- 


ishes (pits, scratches, 
resurface the cylinder 


etc.) require honing to 
wall while pressure marks 


and discolorations may be polished out with crocus 
cloth, but not emery cloth or sandpaper. Aluminum 
cylinders should not be honed. 





for original equipment. This assures perfect fit... quick, easy 
replacement ... maximum service life. 

You'll find that the Wagner Lockheed line of brake parts 
is the most complete on the market, and includes hard-to-find 
numbers, not easily obtainable elsewhere. Every make and 
model of vehicle is covered. No other line offers such a com- 
plete selection available from a single source. 


See your nearest Wagner jobber, or write us for details, 
also for free copy of MAINTENANCE HINTS—HU-197. 


... The best known 
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liam Philip Gallant as director of 
human relations, Ralph E. Cross, 
executive vice-president of the com- 
pany, has announced. Prior to join- 
ing Cross, Gallant was a manage- 
ment consultant with Walter V. 
Clarke Associates, Barrington, R. I. 
* * * 


Alcoa Names Dunn Manager 
Of Cleveland Division 


J. Howard Dunn has been named 
manager of Aluminum Co. of 
America’s Cleveland sales develop- 
ment and engi- 
neering division. 
He succeeds 
Frank Jardine, 
automotive engi- 
neer and holder 
of 19 patents 
dealing with pis- 
tons. 

Jardine has be- 
come a _ consult- 
ant in automotive 
engineering and 
other problems, 
and George L. Moore, formerly 
chief of design engineering in 
Cleveland’s development division, 
has taken Dunn’s vacated post as 
assistant manager of that division. 
| + *” 7 





J. H. Dunn 


Knox Joins Eaton Staff 


Vincent Cada, director of 
purchases, announces the addition 
of Paul W. Knox to the central 
purchasing staff of Eaton Mfg. Co., 
in Cleveland. Knox, who will be 
responsible for the procurement of 
steel for the company, formerly 
was service manager of the Cleve- 
land district of U. S. Steel Corp. 

. * * 


Chrysler Appoints Bright 


To Head Indianapolis Plant 


Appointment of R. S. Bright to 
the new post of general manager 
of Chrysler Corp.’s Indianapolis 
plant has been 
announced by W. 
C. Newberg, 
president of 
Dodge. W. G. 
Tunis, operating 
manager, con- 
tinues in that 
capacity. 

With Chrysler 
Corp. for more 
than 16 years, 
Bright was / 
general manager R. S. Bright 
of the tank-engine building at the 
Michoud ordnance plant in New 
Orleans prior to his new appoint- 
ment. 

During World War II, Bright 
was in charge of production engine 
assembly and testing at the Dodge 
Chicago plant. At the end of the 
war, he was assigned to the Chrys- 
ler division in Detroit and in 1946 
became assistant superintendent of 
machining and motor building for 
the Chrysler Jefferson plant. He 
went to New Orleans in 1951. 

* . € 


Strange Appointed 
Robert W. Strange has been ap- 
pointed district manager for Mare- 
mont Automotive Products, Inc., 
with headquarters in Pittsburgh. 
* * * 


Universal C.1.T. Appoints 


2 District Managers 
Universal C.LT. Credit Corp. has 
announced the appointment of two 
district managers, Walter E. Kling 
jr., with offices in Bloomington, I11., 
and Wallace F. Kimberlin, with 
headquarters in Jackson, Tenn. 
Kling joined the finance eompany 
in 1947, and Kimberline also has 
(Continued on Page 34, Col. 3) 
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weather-resistant 


You’ll deal yourself in on a wonderful sales opportunity with 
tops of ‘‘Orlon’’. For “‘Orlon”’ gives you selling points you’ve 
never had before . . . advantages your customers will want to 
hear about. 


There’s the remarkable resistance of ‘‘Orlon”’ to the weak- 
ening effects of the sun—chief cause of failure with ordinary 
tops. There’s the new ease of cleaning that your customers 
have always wanted. And there’s a sales-clinching story in 
the wear and weather resistance of ‘‘Orlon’’, backed by suc- 
cessful exposure tests that proved tops of ‘‘Orlon’’ last longer. 


And you can talk about good looks, too! Tops of ‘“‘Orlon”’ 
acrylic fiber are as good in appearance as they are in per- 
formance. That sleek, lustrous beauty is there to stay. Even 
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Du Pont ORLON 


after repeated raising and lowering, tops of “‘Orlon” keep 
their smooth ‘‘just new”’ look. 


Tops of ‘‘Orlon”’ are being featured on some makes of con- 
vertibles. Natural-color topping is available now. The supply 
of black topping is increasing. Ask your manufacturer about 
tops of “Orlon’’. . . tops that make convertibles so much 
easier to sell! 


Note: You can arrange to have tops of ‘‘Orlon’’ installed 
on convertibles now on the road. These replacement jobs 
carry a profitable mark-up all around—for you and your in- 
staller. Make sure your installation shop knows about tops 
of ‘Orlon’”’. E. I. du Pont de Nemours & Co. (Inc.), Wil- 
mington 98, Delaware. 


RLON 


ACRYLIC FIBER 








“ORLON” IS HIGHLY RESISTANT TO 
THE WEAKENING EFFECTS OF THE SUN 


better, last longer! 


ROM STRETCHING 


ORLON is Du Pont's trade-mark for its acrylic fiber. 
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Intensive training for service managers, shop foremen and mechanics is being given 
at the Hudson service school in Detroit. This group is one of 17 classes which will be 
instructed in Hudson Jet service and repair during the two-week course. Z 





dents of Autocar Sales & Service 


Wilkins, Knowles Appointed a 
s s 0. 
Autocar Vice-Presidents — ee 


Edward F. Coogan, president of | Dallas, and V. H. Knowles, of Los 
Autocar Co., has announced the] Angeles. Both are district man- 
appointment of two new vice-presi- | agers in their areas. 








| been with the company for several 


| years, the announcement said. 
| * * * 


Leventhal Assigned 


Dale M. Vredenburg, general 
manager of Edward Trailer Co., has 
announced the appointment of Ben 
Leventhal as representative of the 
Detroit trailer manufacturer in the 
Chicago area. 

. s 6 


Nigh Succeeds Sell 


Jack D. Nigh has assumed new 
duties as St. Louis district field 
representative for The B. F. Good- 
rich Co.’s Associated Tires and Ac- 
cessories division. He succeeds Fred 
J. Sell, who has been assigned 
Minneapolis district field repre- 


sentative. 
* * . 


MMM Names Kelly Head 


Of Adhesives Sales 


Promotion of Charles A. Kelley 
to general sales manager of the 
adhesives and coatings division is 


Auto Personnel 





(Continued from Page 32) 


announced by Minnesota Mining 
& Mfg. Co. 


Kelley previously served as di- 
vision sales manager for the 
automobile industry and has been 
a member of the firm’s sales staff 
since 1940. 


s * * 


Battery Firm Ups Gaul 

George B. Gaul has been elected 
administration vice-president of 
Reading Batteries, Inc., Reading, 
Pa. Gaul joined the firm in 1946 
as secretary-treasurer, a position 
he will continue to hold. 

* * * 


Amalie Appoints McCormick 
New England Sales Chief 


Amalie Pennsylvania Motor Oil, 
division of L. Sonneborn Sons, Inc., 
announces the appointment of 
James R. McCormick jr., as sales 
supervisor for the New England 
States. 


McCormick was previously asso- 
ciated in the sale of Quaker State 
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Cross Steer 






STEERING LINKAGE must be developed to meet the requirements of many 
different car designers. Thompson's “Steering Engineers” have worked 
closely with car builders for over 35 years to improve steering—to make it 
safer, easier and more economical. 

Steering linkage units must provide more strength and accuracy and greater 
freedom of movement at the sockets because of the accent on easy steering, 
car design advances, road speed and increased loads on suspension and 


linkage. 


Improvements on modern automobiles—reduction of space due to front 
wheel brakes—re-distribution of car weight by relocation of engines—in- 
creased movementof front wheels due to more efficient suspensionand precise 
location of linkage parts with relation to high point on the gear—neces- 
sitated better and far more complicated steering units. 

Illustrated are 3 of the types of steering linkage found on current-model 


automobiles. The Detroit 


ivision of Thompson Products has many other 


variations of steering units designed for passenger cars as well as for trucks 
and tractors. We welcome the opportunity of submitting them for your ex- 
amination. Please contact us. 


YOU CAN COUNT ON... 
Thompson © Products, Inc. 


DETROIT DIVISION 


7881 Conant Avenue e Detroit 11, Michigan 





Motor Oil for 18 years, both as a 
refiner’s and distributor’s repre 
sentative. 

* * * 


Walker Mfg. Announces 


Changes in Sales Force 

Walker Mfg. Co. of Wisconsin, 
Racine, Wis., has announced 
several changes and additions to 
its wholesale sales force. 

Henry M. Powell jr. has been 
promoted to general line sales- 
man with headquarters in 
Atlanta. Fred L. Rynearson, of 
Fort Worth, Tex., has joined the 
staff in the southwest district. 
Fred N. Smith has joined the 
staff in the Northwest district, 
Seattle, 

Elmer A, Rohe, of Kenmore, 
N. Y., will cover upper New York 
State, John F. Smith, of Philadel- 
phia, will represent the company 
in western Pennsylvania, 

Lyle C. Bishop, of Morris, 
Minn., has been assigned to rep- 
resent Walker in western Min- 
nesota and the Dakotas, replac- 
ing C. A, Rockstad, who has been 
transferred to Minneapolis, and, 
George W. Uhliman has joined the 
staff in Kansas City. 


* * a 


NEW 4A’s Ruark Elected Head 
Of Chicago Rotary Club 

B. W. Ruark, general manager of 
the Motor and Equipment Whole- 
salers Assn., has been elected Pres- 
ident of the Chi- 
cago Rotary Club 
for the year be- 
ginning in July. 

The Chicago 
club, also has se- 
lected Ruark to 
serve as delegate 
to Rotary Inter- 
national Conven- 
tion in Paris next 
May. 

Ruark, an ac- 
tive member for 
18 years, has served as chairman of 
the club’s international service 
committee and as a member of its 
vocational service committee. He is 
currently chairman of its program 
committee. 


B. W. Muark 


* * * 
Morgan, Williams Appointed 
To Timken Bearing Posts 
S. C. Partridge, general manager, 
Industrial Division of Timken 
Roller Bearing Co., announces the 
appointment of Robert G. Morgan 
to the post of district manager, 
Moline, Ill, office, and Robert L. 
Williams to the post of district 
manager, St. Thomas, Ont., office. 
Morgan, who started with Tim- 
ken in 1937 as an _ engineering 
trainee, assumes his new position 
after having served in the automo- 
tive division, industrial and auto- 
motive sales order department, and 
as district manager of the St. 
Thomas, Ont., office, while Wil- 
liams, who succeeds Morgan at St. 
Thomas, started with Timken in 
1938 as an engineering trainee. 
x * * 


|Trailmobile Picks Martin 
As Service Manager 


Appointment of George Martin 
as general service manager of 
Trailmobile, Inc., has been an- 
nounced by William A. Burns, 
president, Martin succeeds E. W. 
Barnekoff, who recently was pro- 
moted to director of purchases. 


Martin went to Trailmobile 
from Willys-Overland, where he 
had been general parts and serv- 
ice manager. 

* ad © 


U. S. Rubber’s Bennington 
Named Traffic Manager 


Ross W. Bennington has been ap- 
pointed to the new position of gen- 
eral traffic manager of U. S. Rub- 
ber Co., according to James W. 
Harley, director of traffic. 

Bennington joined the company 
in 1939 and was promoted to man- 
ager of the rate division in 1942. 

* a * 


U. S. Rubber Ups White 


Dr. Leland M. White has been 
appointed assistant director of the 
research and development de- 
partment of U. S. Rubber Co., ac- 
cording to Dr. S. M. Cadwell, di- 
rector of the department. Dr. White 
had been head of the rubber ap- 
plications department at the Pas- 
saic (N. J.) general laboratories 


since 1947. He is succeeded in the 
latter position by Dr. B. C. Barton 
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For Experienced Dealers... 





Truck Gross Holding 


By Jack Weed 
Truck Editor 

Se gross profits on 

trucks so far this year are run- 
ning about the same as they did in 
1952, according to a majority of 
experienced truck dealers contacted 
in a spot survey last week. 

Dealers in two lines, however, 
reported their gross running as 
much as $4 to $25 higher per unit 
than in 1952. 

Such conditions prevail despite 
the fact that truck production is 
up appreciably over 1952, and com- 
petition much keener, according to 


dealers. 
* * +. 


FEW lines of dealers are com- 
plaining about not being able 
to get enough heavy trucks out of 
their factory to take care of orders. 

Among the dealers contacted, 
both new and used truck stocks 
were described as low. The only 
new-truck stocks of any conse- 
quence were said to be in light- 
weight categories. 

Several dealers cited February as 
the best truck sales month they 
ever had, and added that they are 
anticipating a good truck year. 

* ~ * 


OWEVER, there seems no rea- 

son to doubt but that NADA’s 
truck committee is aiming its first 
bulletin at those dealers who have 
the requirement to _ sell trucks 
bound up in their car-selling fran- 
chise, but don’t understand the 
truck business. The title of the bul- 
letin is: “What! You Don’t Like 
the Truck Business!” 

But, even more of a problem 
than those dealers who don’t 
understand the truck business 
are the dealers who have no de- 
sire to learn, but instead con- 
tinue to look upon trucks as a 
necessary evil of their franchise 
obligation. 

In a highly competitive market, 
such dealers not only hurt their 
brother dealers but also the reputa- 
tion of the truck they handle, when 
they slough off units at absurd 
prices, or grant unrealistic tradein 
allowances. 

Dealers contacted in last week’s 
survey said that the competition 
they dread most is from dealers 
handling the same make truck. 

* * oe 

TILL, the truck business looks 

good for the rest of the year, 
in the opinion of many dealers and 
factory truck sales managers, They 
said that both new and used units 
are moving at satisfactory rate, 
and that they were not concerned 
nearly as much about increased 
production as about the “sniping 
tactics” of their fellow dealers. 

Too many dealers, it was 
charged, are not trying to make 
any profit on trucks and even 
seem to go out of their way to 
muddle the market. 

Several dealers complained bit- 


terly that although their line of 
trucks has been “hot” all year, 
many brother dealers have been 
offering delivery at invoice costs. 

Meantime, these dealers said, 
they could not get enough trucks 
to deliver. 

Some dealers, it was further 
charged, go to the extreme of offer- 
ing to deliver a particular truck at 
invoice cost when they don’t even 
have the truck in. stock, and no 
idea of where they can get it. 

* * + 


ple practices appear to be con- 
centrated most where fleet deals 
are concerned. The fear now is 
that they will be extended to one 
and two-unit buyers. 

But despite such practices, 
every dealer contacted in last 
week’s survey reported his vari- 
able gross on trucks running 
about the same or up slightly 
over last year. 


A number of them said that in 
order to offset “under-handed” 
competition they are concentrating 
sales efforts on heavy units and 
letting prospects for light jobs 
walk in of their own volition. If 
they can get light truck sales at a 
profit they take them. Otherwise, 
they let the “unit-hungry” dealers 
absorb the loss. 

With more dealers concentrating 
sales activity on heavy units, it 
would appear that truck equip- 
ment distributors might expect bet- 
ter cooperation from dealers than 
they have been getting for the last 
year or so. 

* * * 


Hee some dealers report, 
that they have let equipment 
distributors fall from their grace 
because the distributor or his sales- 
man have tried to chisel on deals. 

Such dealers say that equipment 
distributors should have a standard 
policy of working with truck 


dealers, and stand back of it. The 
policy, it is emphasized, should 
have no loopholes in the amount or 
percentage a dealer will get if he 
puts forth certain efforts in the 
sale of the equipment man’s 
product. 

Some truck dealers hold they 
should receive a commission on 
the sale of equipment even if 
they do nothing more than tell 
the equipment man of the pros- 
pect. 

But, most equipment distributors 
say they just can’t afford to be 
that generous. They point out that 
the commission they will pay has 
to be based upon the amount of 
selling cost the dealer takes off 
the distributor’s hands. 

* * = 


_- truck equipment men feel 
+ that a “tip-off” on a prospect, 
who is ultimately sold, is worth a 
5 percent commission; more if the 
truck salesman takes the equip- 
ment man with him and helps to 
close the deal. When the dealer 
buys the equipment and finances 
tne deal, it is worth the entire 
commission. 

Some distributors pay the al- 
lowable commission for less co- 
operation, but this is not a gener- 
al practice. 

Most of the dealers contacted in 
the survey said they have been 
having no trouble moving their 
truck tradeins. Many said their 
stock of used stuff was too low to 
offer buyers a healthy assortment 
of sizes and types. 

In most cases, the dealers ap- 
peared to be doing a thorough re- 
conditioning job. They said the 
cost of a reconditioning job that 
could be warranted was running 
from $44 to $100. Trucks not worth 
putting that much money in are 
apparently being consigned to the 

(See GROSS, Page 37, Col. 1) 





IH Dealers See Testing Facilities— 


Some of the 152 International Harvester Co. truck dealers from the Minneapolis 
district, who participated in a driveaway of about 250 trucks from Fort Wayne, Ind., 
are shown the application of an axle dynamometer by W. D. Reese, engineering 
manager of the firm's Fort Wayne laboratories. From left are Reese; Clarence Fisher, 
Farmington, Minn.; E. P. O'Connor, Minneapolis district manager; Ed Fox, South St. 
Paul, Minn.; H. A. Weissbrodt, works manager; B. W. Gullick, Menomonie, Wis.; W. C. 
Schumacher, general manager of the International Harvester motor truck division; 
Victor Stanek, Cadott, Wis.; O. P. Berg, Osseo, Wis.; Wally Huffman, White Bear Lake, 
Minn., and Augie Paron, New Brighton, Minn. 


Truckin’ 


..» by Jack Weed 





| ig really too bad that more 
dealers aren’t constantly bom- 
barded with reports of the progress 
of the Pennsylvania Trucking 
Assn’s $250 million anti-trust suit 
against the Eastern Railroads. The 
revelations that pop up week by 
week tell how the rails’ public 
relation agency, Carl Byoir & As- 
sociates, put important public 
officials under obligations to them 
and got them to come out in public 
statements against trucks and 
their use of public roads. 

Every dealer that handles 
trucks as part of his franchise, 
or who has taken on trucks be- 
cause he saw profit potentials in 
the selling of trucks, should read 
every line of the testimony and 
facts being exposed as to how the 
Byoir organization worked in the 
interest of their client, the East- 
ern Railroads, in the fight against 
trucks. 

Just to give you fellows who have, 
in many cases, a healthy financial 
interest in the truck business, an 
insight in what has come out in the 
suit, let me review just a couple of 
stories that have appeared in truck 
user books written primarily for 
the benefit of the for-hire truck 
owner. 5 

The Ohio Trucking News says in 
its last issue that “Testimony indi- 
cating a direct tiein between Ohio’s 
Gov. Frank J. Lausche and the 
leading propaganda agency for the 
railroads, highlighted the resump- 
tion of pre-trial hearing of evi- 
dence, March 5, in a $250 miHion 
anti-trust suit, against the Eastern 


Roalroads Presidents Conference.” 
= 2 a 


Influencing Officials 
froeram down in the story, it 

says: “Under questioning by 
Richardson Dilworth, counsel for 
the Pennsylvania Motor Truck 
Assn. and other plaintiffs in the 
suit, Stull (a Byoir employe) told 
how he and other Byoir employes 
worked through a press agent for 
the Ohio Department of Highways 
to influence legislation injurious to 
the people of Ohio.” 

The story went on to say that 
Stull, the Byoir employe, was 
linked directly with Harold Cohen, 
nublic relations counsel for the 
Ohio Department of Highways, in 
the preparation of material on the 
Maryland Road test and other anti- 
truck propaganda; that Stull had 
not only picked up Cohen’s checks 
for meals and drinks in the Jef- 
ferson Hotel, Washington D. C., 
but had picked up the hotel bill as 
well and that another trip by 
Cohen on the Byoir expense ac- 
count was to New York where 
Cohen tried to make arrangements 
for a story to appear in Life over 





Preventive Service Pushed as Sales Tool 


By Bernie Thomas 
Associate Editor 
RANCHISED truck dealers are 
being urged by factories to 
spark their service departments 
with sound preventive - mainte- 
nance service programs. 
The suggestion is being pushed 
as a foundation on which to build 
stronger truck sales. 


With military orders and export 
shipments off from last year’s 
levels, it is feared by some factory 
men that truck production may 
have to be cut after the middle 
of the year, unless more action 


develops on the domestic sales 


front. 
* * * 
wo Jnakers already have found 
it necessary to trim schedules 
to keep field stocks from getting 
too far out of line. 


So far the truck industry as a 
whole is far short of the kind of 
selling performance needed to 
realize a goal of 500,000 regis- 
trations in the first six months 
of 1953. 

At last report, nine makes of 
trucks were selling in greater 
volume this year than in 1952. Ten 


other makes showed declines from); highest ratio of registrations to 


last year’s comparable levels. 
7 7” 7 


THe feeling is growing that 
dealers will have to sell the 
customer, along with the truck, the 
type of service that will assure 
him low-cost operation. 

In factory thinking, it all adds 
up to dealers all over the nation 
adopting preventive-maintenance 
Programs, Backing up that 


thinking is the fact that White, 
which has been offering its truck 
buyers preventive maintenance 
for some time, 


enjoyed the 


production in the industry for 
1952. 

Chevrolet, Ford and GMC also 
started preventive-maintenance 
programs in the past year. 

It is believed that the dealer 
who has the ability and facilities 
necessary to carry out a sound 
preventive - maintenance program 

(Continued on Page 41, Col. 1) 


New Products 
See Page 40 


the by-line of Theodore J. Kauer, 
director of the Ohio Department 
of Highways. 

In another paper reporting on 
later evidence in the pre-trial 
hearing, it was brought out that 
Gov. Fine of Pennsylvania had 
said that he relied upon “pre- 
liminary” reports on the Mary- 
land Road Test in deciding that 
Pennsylvania had to retain its 
severe weight limits in order to 
preserve the highways of the 
state from destruction. It was 
brought out in this story that the 
report that Gov. Fine spoke of 
did not have the approval of the 
Highway Research Board which 
was conducting the tests and was 
written by a man who later ad- 
mitted that he was not an em- 
ploye of the Maryland Commis- 
sion, 

In the February 1953 issue of the 
Pennsy, official monthly publication 

(Continued on Page 36, Col. 1) 






Here’s Lingo 
For Talking 
With Truckers 


([euce dealers who are new in 
the business might find the 
“talk of the truckers” a bit puz- 
zling at first. As in almost every 
other trade, truckers have a special 
jargon which they use in prefer- 
ence to conventional conversation. 
For instance, when a trucker 
walks into your showroom and 
asks to look over the newest 
“horse,” he means “a tractor or 
power unit that pulls a trailer.” 

When a veteran driver talks 
about a “hot load” he’s not re- 
ferring to stolen goods. It’s his 
way of saying “an emergency 
shipment of cargo needed in a 
hurry.” 

a = * 

Now if a trucker complains that 

the “bull hauler uses a cement 
mixer that’s a kidney buster,” he’s 
just saying that “the gentleman 
who hauls livestock for a living 
carries his stock in a vehicle that 
makes a lot of noise, and that he 
is also forced to haul it on a truck 
that jounces him around a little.” 

There are other words and 

phrases that round out a veteran 
truck driver’s lingo. 

For instance, when he says “spot 
the body,” he’s not talking about 
anything human. What he means 
is “park the truck.” 

Reckless drivers to him are 
cowboys, and an old truck is a 
museum piece. 

2 + = 
ERE’S a list of other words 
which deserve explanation: 

Armstrong starter — A hand 
crank. 

Balloon freight—A light, bulky 
cargo. 

Bareback — A tractor without 
trailer. 

Bible — Rule book (traffic and 
driving). 

Cackle crate — Truck hauling 
live poultry. 

Dog—Truck with low power. 


Duals — Double set of tires 
mounted together. 

Four banger — Four - cylinder 
engine, 


Mule—Small tractor used to pull 
tow-axle dollies in a warehouse. 

Peanut wagon — Small tractor 
pulling a large tractor. 

Reefer — Refrigerated truck or 
trailer. 
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(Continued from Page 35) 


of the Pennsylvania Railroad, R. J.}making it easier for most people 
Littlefield, general Tax agent for|to ship most things by rail.” 


the railroad says that 95 percent 
of the trucks on the highways are 
an aid and a joy to the railroads. 
But Mr. Littlefield, whose Pennsyl- 
vania Railroad is the sixth largest 
truck operator in the nation, hesi- 
tates to add that the railroads 
must, of necessity, despise five per- 
cent of the motor trucks. 
* * e 


Why Do They Hate? 
HICH are the “five percenters” 
that the rails don’t like? 

They are the over-the- road 
truckers successfully competing 
with railroads for high-rate freight 
hauls. 

Many of these “five percenters” 
are using trucks that you dealers 
have sold and hope to reap the re- 
peat orders for. 

Littlefield, in his story, says: 
“Trucks have aided and improved 
railroad transporation service by 






Galion equipment). 


Remember — Galion makes hoists and bodies to 
meet every need of every customer. When you sell 
Galion, you never lose a sale because the customer's 


There are only 450,000 motor 
trucks employed in the over-the- 
road freight service. Many of 
them are doing the work rail- 
roads formerly did and doing it 
better. That is why they are on 
the road and that is, of course, 
why the railroads hate them, 


The reason why every truck 
dealer in America should be keenly 
interested in this 
trucks by the rails or any other 
anti-truck interests, is because 
every bit of propaganda that is 
printed against trucks and every 
bit of legislation that is brought 
about by those interests that ham- 
pers trucks in their economic life 
to this nation not only injures the 
nation (you and I), but hits di- 
rectly at the pocketbook of the 
truck dealer. 

We all know that many of the 
moves that have taken place since 
the end of the last war—and have 
opened new vistas of living for 


requirements are too big, or too small. 


Your local Galion Distributor will be happy to help 
you and your customer select the right hoist and body 
for the job. In addition, he'll install the Galion units 
quickly and economically ... then back you up with 


“round-the-clock” parts and repair service. 


We suggest that you phone your Galion Distributor 
today. Ask him to help you boost your “payload” on 


A-7264 


every sale. 


OTHER TYPICAL 
GALION PRODUCTS 






Mighty-Mite twin cylinder hoist 
Standard hydraulic hoists and bodies 


Telescopic hoists and trailer bodies 
. Gravity Roll-Over bodies 
LOAD-evator hydraulic end-loader 


even 






fight against | 


LL signs point to a record year 

in the construction industry. 
This means big, extra profits for you, Mr. Truck 
Dealer, on, the sale of heavy duty Galion hoists and 
dump bodies (in addition to your usual sale of standard 


Heavy duty hydraulic hoists and bodies 





thousands upon thousands of 
people in this country — could not 
possibly have been made except for 
the modern motor truck. 

« * + 


| 
Rails Too Late 
T WOULD not have been possible 


live without the truck and the bus 
making transportation to the new 
sites possible, not only for the 
people but for the necessities of 
life that enable them to live and 
be comfortably housed. 

Industry could not have moved 
out of the crowded, high labor cost 
areas to smaller towns, especialiy 


The rails, of course, have the 
same “beef” that the canal boats 
had years ago when the rails in- 
vaded their sphere of transporta- 
tion with faster more economic 
movement of cargoes. 

The canal boats were stymied to 
a great extent in their efforts to 
meet this competition by the very 
nature of their “road bed.” The 
rails could have met the truck 





to rip out our slums and transfer | 
those people to healthier places to| 





}in the south, without the truck | 
transportation that enabled them | balloon, allows a Navy jeep to run over its inventor, William Albee, of Carmel, Calif. 
to get material into their plants| With an air-pressure of only 1%-5 pounds per square inch, the tire operates over 
and ship the finished products out. | 





A Rib-Tickling Situation— 


Goodyear Tire & Rubber Co.'s Rolligon tire, which is soft like a watermelion-shaped 


sand and on soft ground as well as on rugged terrain. According to Goodyear, great 
loads may be transported with ground-bearing pressures as low as one pound per 
square inch, and vehicles equipped with Rolligons will develop more than half their 


weight in drawbar pull on loose, dry sand. 





competition on a large part of the 
freight that the trucks have cap- 
tured, but failed to recognize the 
need for providing the faster and 
more complete service the shipper 
demanded until it was too late and 
the truck lines had become firmly 





Most popular model — biggest seller in the Galion line 
is the model 700 hydraulic hoist, with model 12 heavy 


duty contractor body and full size cab protector. 


ALLSTEEL BODY COMPANY °* GALION, OHIO 











fixed, not only in their routes, but 
as a buying habit of the shippers. 
a = 2 

Specialized Equipment 

N LINE with one of the current 

major problems of many truck 
over-road operators, that of get- 
ting new equipment financed, How- 
ard L. Willett jr., president of the 
National Truck Leasing Systems, 
told members of that organization 
at a recent Los Angeles meeting 
that the truck-leasing companies 
are experiencing a greater demand 
for heavier and specialized equip- 
ment, such as tractor-trailers used 
in over-the-road hauling by private 
carriers and refrigerated bodies, as 
well as a stepped-up demand for 
leased - without-driver units for 
common carriers. 


Incidentally, Willett said that 
this national organization, which 
now is operating approximately 
20,000 vehicles leased to truck 
users from coast to coast, is ex- 
veriencing its best business since 
the system was established. He 
also emphasized that the _ in- 
creased business had brougtt on 
its quota of problems, such as 
the need for better facilities on 
a much wider scale, new stan- 
dards, expansion programs and 
techniques of sales promotion. 
The first of the 1953 series of 
vlant inspection meetings, con- 
ducted bv the Automotive Trans- 
port Trades Council, was held re- 
cently at the Brooklyn First St. 
plant of the Consolidated Edison 
Co. The technique, by which the 
operation of road repair units for 
this fleet of 910 trucks, 55 trailers, 
171 passenger cars and 401 other 
pieces of motorized equipment is 
reduced by more than 50 percent, 
was described. 


Mack Motor Truck Corp. in an- 
nouncing its new H-series, full tilt, 
COE jobs had cardboard -.cutouts 
made that allow the cab to be 
tilted as is done in the actual truck. 
On the cardboard models’ back is 
a cargo carrier that gives all of 
the sales promotional facts re- 
garding the new model, so that 
the prospect can read as he plays 
with the cab-tilting feature. 


Canada Foresees 
New-Truck Boom 
In Western Areas 


OTTAWA. —Sales of new com- 
mercial vehicles are expected to hit 
new peaks during 1953 in the west- 
ern provinces of Canada due to 
the wave of prosperity resulting 
from exceptionally good farm crops 
and an oil boom. 


An auspicious start already has 
been made in Saskatchewan, where 
dealers sold 1,039 new units in 
January, compared with only 744 
last year, a gain of 39.2 percent. 

New commercial vehicle sales 


| advanced in all provinces in Janu- 


ary except British Columbia and 
Quebec. 





Canadian Government reports. 
with last year’s figures in brackets. 
showed: Ontario, 2,458 (1,895), up 
29.7 percent; Prince Edward Islanc, 
42 (84), up 23.5 percent: Nova 
Scotia, 241 (200), up 20.5 percent. 

New Brunswick, 251 (220), up 
14.1 percent; Newfoundland, 82 (76’, 
up 7.9 percent; Alberta, 1,126 ( .- 
048), up 7.4 peru_nt; Manitoba, 5:0 
(514), up 3.1 percent; Briti:h 
Columbia, 453 (507), down 10.7 per- 
cent, and Quebec, 858 (1,296), down 
23.8 percent. 
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WASHINGTON.-—-More than 7,- 
000,000 pupils board approximately 
120,000 school buses and ride to 20,- 
000 schools in the U. S. each day 
during the school year, according 
to the National Education Assn. 

An idea of the size of the 
transportation program in the 
modern school can be gained by 
comparing it to commercial 
transportation. Today, school 
buses transport over four times 
as many pupils each school day 
as the total number of passen- 
gers carried in intercity travel 
by the nation’s railroads and 
commercial bus lines combined. 

The rapid growth of school trans- 
portation and how it can be made 
a significant part of the education- 
al program is the subject of a re- 
port released by NEA’s department 
of rural education. 

“School transportation was not 
designed merely as a convenience 
to children who live beyond a 
reasonable walking distance from 
school,” the report reemphasizes. 
“In its basic philosophy and practi- 
cal existence, school transportation 
is indispensable to our system of 
consolidated schools, which were 
developed to serve the educational 
needs of our times.” 

Much of the recent growth of 

the school transportation 


Gross 


(Continued from Page 35) 


junkpile, or sold “as is,” with the 
buyer being fully informed. 
* * ca 


WAS dealers report that buvers 
are evincing increased inter- 
ests in trucks equipped with auto- 
matic transmissions. The interest 
is said to reach a high level when 
the prospect is induced to ride a 
demonstrator so equipped. 
And, apparently power steering, 
too, is being talked about by more 
prospective truck buyers. This was 
said to be especially true of buvers 
switching to longer wheelbase 
units, with the intention of shift- 
ing more of their load forward in 
order to take advantage of weight 
laws. 

Some buyers are said to be 
voicing the opinion that the cost 
of power steering would be justi- 
fied by the time and effort that 
might be saved in negotiating a 
truck in tight spots and in curb 
or dockside “pullaways.” 

At the factory level, truck sales 
departments reported last week 
that used truck stocks are hieh in 
some sections of the country. Thev 
blamed this on the inability of some 
dealers to hire a good used truck 
man. 

And, in many instances, it was 
added, dealers have no _ policv 
aimed at getting used truck sales! 
in direct ratio to new truck sales. | 

At the factorv level, thinkine | 


seems to be that more truck) 
dealers would do better if thev 
would spend more time recen- 


ditioning used trucks into salable 
merchandise. 


N.Y. Truckers 
Combine for Unity 


SYRACUSE.—A statewide organ- 
ization of local trucking associa- 
tions has been formed here in “an 
effort to promote unity in the in- 
dustry.” 

The Affiliated Trucking Assn. of 
New York State, which was 
organized at Hotel Svracuse, will 
represent more than 1,800 truckers. | 
a spokesman said. 

Thomas R. Blando, of Utica, vice- 
president, said the association will 
seek to promote legislation, public 
relations and labor relations in the 
interests of the industry. 

Other officers chosen were: W. E. 
Patterson, of Buffalo, president: 
George Rindosh, of Jamestown, 
secretary; Michael Sandy, of Utica, 
recording secretary, and Albert De- 
Roose, of Syracuse, treasurer. 





School Buses Lead Way 


Transport Four Times as Many Persons in One 
Day as Railroads, Commercial Bus Lines 






program is associated with the 
passing of the little red school- 
house.” 


“One of the most important 
developments in rural education | 
has been the reorganization of | 


school districts into more effective | 


administrative units,” the report 
declares. 

“Without the pupil - transporta- 
tion service, school district re- 


organization could not accomplish 
many of its most valuable pur- 
poses. It is equally true that an 
effective program of pupil trans- 
portation cannot be provided ex- 
cept through a strong, well-organ- 
ized system of school administra- 
tion.” 


Bogue Promotes Britt 
Oran Britt, salesman for Harry 
Bogue Motors (Studebaker), Dallas, 
has been promoted to sales man- 
ager. Britt has been connected with 
Bogue since 1948. 


| ee : 










Tonia 


Federal Auto Maintenance Me 


Federal Government car and truck maintenance officials from 11 western states 
concluded a series of six conferences in Anchorage, Alaska, on equipment and shop 
problems. J. B. Hanson (center), chief of the motor equipment and shop branch of 
the General Services Administration, discusses these questions with L. H. Nagler (right), 
technical assistant to Nash's executive vice-president, and R. E. Williams, Washington 
representative of Nash. Similar meetings were held in Denver, Los Angeles, San 
Francisco, Salt Lak City and Spokane. ‘The Federal Government operates more than 
100,000 vehicles, exclusive of military vehicles,"” Hanson said, ‘and if we can cut 


operation costs even one-tenth of a cent per mile, we can save $1 million a year.” 
Participating in the economy effort are Nash, Ford Motor Co., Chrysler Corp., General 
Motors, Firestone Tire & Rubber Co., International Harvester, Warner Electric Brake 
& Clutch and Willys-Overland. 
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Governor Signs 
Laws Affecting 


Indiana Trucks 


| INDIANAPOLIS. — Seven new 

laws concerning the automotive 
field have been authorized by Gov. 
Craig following passage by the 
Indiana Legislature. 

One measure allows buses and 
|trucks to meet night safety re- 
quirements by carrying three re- 
flective warning signals instead of 
electric lanterns or fuses. The type 
of reflective signals to be used will 
be determined by the Bureau of 
Motor Vehicles. 


Another law restricts the size of 
trucks allowed on State highways 
by placing a limit of 108 inches 
from center to center of vehicles 
in the tandem-axle group. The 
legislators also increased from 
eight feet to eight feet six inches 
the width allowed for buses oper- 
ated in cities and towns or coun- 
ties of more than 160,000 population. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 











One of the many leading engine manufacturers to 
select and distribute Perfect Circle's 2-in-1 chrome 
piston ring set for authorized replacement service 


meet any cylinder wear condition. 


For sustained power and positive oil control 


Toronto, Ontario, 





2-in-1 is the truly modern piston ring equipment, 
controls oil—seals compression for over twice as long as 
ordinary sets. Solid chrome protects both oil rails and 
top compression rings against wear. And only 2-in-1 
offers a choice of spring pressures with each oil ring to 


for 


thousands of extra miles, always install Perfect Circle 
2-in-1 piston ring sets. Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle Co., Ltd., 


Perfect Circle 


PISTON RINGS the Standard of Comparison 
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THE MIGHTY 


LeMans J 


DUAL-SETFIRE 
ENGINE 
SCORES AGAIN [ 











Hitting 140 miles an hour in the straightaway . . 
again outsped all American-engined competition, finishing 3rd behind two fabulously expensive European race cars. 


HE Nash Le Mans Dual Jetfire engine has scored again... 
S cas new victories in the toughest race of all . . . the 
esteem of the American motoring public. 

It won its name originally in the fury of Le Mans competi- 
tion . . . in the longest, hardest, most gruelling speed races the 
motoring world has ever seen. . . piling up, year after year, 
the greatest winning record of any American engine ever 
competing at Le Mans, France! 

Yes, a great engine, this Nash Le Mans Dual Jetfire, the 
experts agreed. Phenomenal in the Nash-Healey. But how 
would it work out in passenger car service? 

Would it be smooth enough in low idling speeds? Economical 
enough? Efficient enough, in everyday use? 

Now reports are pouring in on the 1953 Nash Ambassador 





. averaging 91.5 M.P.H. for 24 hours . . 


custom-powered with the Le Mans Dual Jetfire engine. The 
verdict is unanimous—the greatest engine they’ve ever known! 

They are amazed at its complete and utter smoothness, even 
in crawling traffic. They talk about the tremendous accelera- 
tion, its unbelievable feats of hill-climbing—the same kind of 
stamina that enabled the Nash-Healey to average 91.5 miles 
per hour for 24 continuous hours. 

Even long-time sports car enthusiasts are astounded at the 
amazing getaway of this great engine. 

And now these owners are talking . . . about economy, too 
the finest they’ve ever known in a car of its size. Reporting 
the same efficiency that sped the Nash-Healey 2,190 miles at 
Le Mans without adding a single drop of oil or water. 

Yes, the Le Mans Dual Jetfire engine has scored again! 


Mas. Builds Great Engines 


The Le Mans Dual Jetfire and Super Jetfire for the Ambassador... 


. Powerflyte for the Statesman. 


Nesh Motors, Division Nosh-Kelvinctor Corp., Detroit, Mich. 


. the Nash-Healey in 1952, 





J 


. Super Flying Scot for the Rambler 











ELECTRIC HOIST—Zip-Lift differs from 
the standard model in that it is operated 
with “one-hand” rope control, the maker 
says. It is designed for an overload safety 
factor of five times the rated capacity. 
Comes in two models of 500 and 1,000- 
pound capacity. Harnischfeger Corp., 4400 
W. National Ave., Milwaukee 46, Wis. 

* * * 


Book Describing Eaton Axles 


Outlines Service Procedure 


The latest in a series of booklets 
on Eaton truck axles is a hand- 
book covering the operation and 
service procedure of Eaton two- 
speed axles with Eaton electric 
shift controls. The booklet contains 
information on the principle and 
operation of these units, with a key 
to the identification of parts. 

The major portion photographi- 
cally describes disassembly pro- 
cedure, inspection of disassembled 
parts, and reassembly and adjust- 
ment procedure. Data on _ lubri- 
cation also is given. 

The booklet is available free 
from Eaton Mfg. Co., 739 E. 140th 
St., Cleveland 10, O. 





ANTIFREEZE STORAGE—Handi-Tainer is 
o@ container for storing drained antifreeze. 
A kit of 25 three-gallon antifreeze savers 
is available in a 21-by-15-by-8'¥-inch 
package. Plastic Gravure, Inc., 6425 Cam- 
bridge St., St. Louis Park, Minn. 

® x * 


Bennett Pump Book Stresses 
Merchandising Program 


Bennett Pump division of John 
Wood Co. is offering a new book 
presenting a merchandising pro- 
gram built around “Balanced In- 
flation” and featuring Eco Tire- 
flators, tire-inflating mechanisms. 


The catalog lists operating fea- 
tures of the Tireflator and shows 
the company’s line of air and 
water reels, designed to be used 
either in conjunction with the 
Tireflator or as separate units. 


The division is also offering a 
10-page book depicting the full line 
of Bennett gasoline pumps. IIlus- 
trations reveal the operation of im- 
portant components, and a center 
spread tells how cost savings re- 
sult from “open-door  service- 
ability.” 

Copies of both books may be ob- 
tained by writing John Wood Co., 
Bennett Pump Division, Muskegon, 
Mich. 
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NEW PRODUCTS 


A new technical bulletin 
scriptive of Galion Load-evators, 
hydraulic end-loaders, has been an- 


nounced by Galion Allsteel Body | 
Co., Galion, O. 
The catalog features a_speci- 


fication chart which helps the user 
select the Load-evator model best 
suited to his needs. Action photo- 
graphs, mounting diagrams, techni- 
cal data and operating hints are 
also included. 
The catalog is listed as L-6911, 
+ + Rd 


| 





WHITEWALL TIRE CLEANER—Whiter 'n 
White now is available in gallon contain- 
ers for service departments, it is an- 
nounced. Liquid Glaze, Inc., 704 Sheridan 
St., Lansing 6, Mich. 

s . . 
Delivercycle Features 


4-Speed Transmission 


J. Wade Brunson, sales manager | 
of Mustang Motorcycle Corp., 635 | 
W. Colorado Blvd., Glendale 4,| 
Calif., reports that the Mustang 
Delivercycle is now equipped with} 
a four-speed Burman transmission, | 
with increased four-plate clutch, 
5% inches in diameter. This in-| 
cludes an enclosed kick-starter and | 
a positive foot shift mechanism, he | 
said. 

Howard W. Forrest, chief engi- | 
neer, said that the addition of the 
four-speed heavy-duty transmission 
will make the Delivercycle more 
rugged, with more durability for | 
all types of pickup and delivery. 

* *x * 











HARD WAX POLISH—Penray auto wax 
is a polish made of hard synthetic wax 
with a higher melting point and great 
weather resistance, it is claimed. A single 
application lasts six months or longer, the 
maker states. Penray Co., 2258 S. Union 
Ave., Chicago, Ill. 


de- | 


| 
| 
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| 
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| HAND DRYER—American Dryer employs | 
ie General Electric ozonating system which | 
|is said to destroy objectionable odors in| 
| the washroom. A press of the starter but- 
ton produces a stream of warm air, drying 


| hands in 18 seconds, according to Amer- | 
| ican Dryer Distributing Corp., 1324 Locust | 
| St., Philadelphia 7, Pa. 


* * * 


| Booklet Covers Special Tools 


For GM Power Steering 

An eight-page illustrated book- 
let, “Power Steering Special 
Service Tools,” describes tools for 
power-steering units in General 
Motors cars and classifies them 
by car-make application. 

The booklet is available with- 
out charge from Kent-Moore 
Organization, Inc., 5-105 General 
Motors Bldg., Detroit 2, Mich. 


* * * 
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COMMUTATOR BRUSH PASTE—Fast-Seat 
is a compound described as suitable for 
use in seating brushes on all types of 
generators. The maker claims it is espe- 
cially convenient fer use on closed-type 
generators where brushes are not easily 
accessible. It is said to prevent burned 
armatures and increase brush life. Allen 
Electric & Equipment Co., 2101-17 N. 
Pitcher St., Kalamazoo 13F, Mich. 

* * ok 


New York Firm Offers 


Booklet on Using Mails 


Direct Mail Envelope Co., Inc., 
15 W. Twentieth St., New York 11, 
N. Y., has announced publication 
of a booklet for business concerns, 
“The Guide to the Use of the 
Mails.” 

The company said the booklet 
contains such information as how 
to make profitable use of special 
mailing rates, facts about direct- 
mail advertising, how to save time 
and money with commercial in- 
surance, and parcel post and in- 
surance rates. 

* * * 


DuPont Develops Inhibitor 
To Cut Radiator Rusting 


To meet summer driving needs, 
duPont has developed a combined 
anti-rust inhibitor and water pump 
lubricant which is added to fresh 
water in the radiator after drainout, 
cleansing and refilling. 

The firm’s research department 
warns that four out of 10 motorists 


still invite engine overheating and 
corrosion by neglecting to drain 
out antifreeze and clean their radi- 
ators. Treatment of water with in- 
hibitors will reduce rusting at least 
95 percent, duPont says. 

a” * * 











ODOR FIGHTER—Odorine dispels stale 
| car odors and leaves a pleasing fragrance, 
| says the maker. Contains one dozen as- 
sorted figures to a box. Refills consist of a 
bottle of fragrance and a new suction cup. 
Dorsy! Specialty Co., 421 Main St., New 
Rochelle, N. Y. 

* * * 


Radiator Specialty Marketing 
| Waterless Hand Cleaner 


Lan-lin, a new waterless hand 
cleaner, has been added to the 
Solder Seal line of chemical and 
rubber products, manufactured by 
Radiator Specialty Co., Charlotte, 
N. C 





Lan-lin, according to the manu- 
facturer, removes paint, grease, 
grime, ink and stains, and contains 
no gritty substances. It is packed 
in 14-ounce cans. 








WORN THREAD REPAIR— By using 
coiled-wire inserts, damaged threads can 
be reworked during periodic overhaul of 
equipment or used for on-location repair. 
Threads in the insert-lined hole are seated 
tightly into the casting and will not move 
under vibration or impact, says Heli-Coil 


Corp., Danbury, Conn. 
* * * 


Twin Coach Bulletin 


A new pocket-size bulletin de- 
scribing Fageol van trucks has 
been announced by Twin Coach 
Co., Kent. O. Copies may be ob- 
tained by writing Twin Coach Co., 
Kent. O. for bulletin L-7317. 


| TIRE SERVICE PACKAGE—Consists of o 
| gasoline-driven air compresser with a line 
| of Impactools for nut-running and Air Tire 
| tools for bead-breaking to mechanize road 
service trucks. Also featured is the new 
size 518 Air Impactool for heavy-duty 


|work up to %-inch bolt size. Ingersoll 


Rand Co., 11 Broadway, New York 4, N. Y. 


GM Employment 
At Record High 
Of 544,806 


DETROIT.—A record worldwide 
average of 544,806 men and women 
were working for General Motors 
in the first quarter of 1953, more 
than ever before in peace or war, 
Harlow H. Curtice, president, and 
Alfred P. Sloan, Jr., chairman of 
the board, disclosed last week. 


Stepped-up production schedules 
in the first three months led to a 
rise in employment and payrolls, 
Curtice and Sloan said in a state- 
ment preliminary to the GM re- 
port for the first quarter. 

As a result, the average number 
of persons on GM payrolls in the 
period was about 50,000 more than 
in the preceding three months and 
95,000 more than the average of 
449,354 in the first quarter of 1952. 
The previous employment peak was 
in wartime—an average of 505,263 
in the fourth quarter of 1943. 

Total GM payrolls amounted to 
$663 million in the first quarter of 
1953, compared with $474 million 
in the same period a year ago. 

A substantial increase in GM 
hourly-rate employment in the U. 
S. accounted for a large part of 
the overall employment increase. 
The average number of hourly-rate 
employes in U. S. plants during the 
first quarter of 1953 was 385,573. 
some 44,000 more than in the pre- 
ceding quarter and about 83,000 
more than in the corresponding 
quarter a year ago. 

The U. S. hourly-rate employes 
worked an average of 43.3 hours a 
week in the first three months of 
1953 and had average weekly earn- 
ings of $94.73, including overtime. 

In the preceding quarter, hours 
worked per week averaged 42.1 and 
weekly earnings averaged $91.60 in- 
cluding overtime. In the first quar- 
ter of 1952, they averaged 39.9 
hours and $81.30 respectively. 





Timken to Expand 
Ohio Facilities 


BUCYRUS, O. — Ground will be 
broken here this month for a major 
expansion program at the Timken 
Roller Bearing Co. plant. 

Three single-story buildings will 
be erected at a cost of $1,250,000, 
company officials said. Mainte- 
nance, repair, electrical and sheet 
metal departments will be housed 
in a new toolroom. Another 
structure will include a cafeteria 
and a locker room for 850 em- 
ployes. The project is scheduled to 
be completed in 1954. 


Ethyl Plant in Houston 


Hits Production Goal 

HOUSTON.—At the end of its 
first year of operation, Ethy! 
Corp.’s new manufacturing center 
here is supplying antiknock com 
pound for one out of every four 
gallons of gasoline containing th: 
company’s fuel additive, John H 
Schaefer, manufacturing vice 
president, said last week. 

The plant was opened Apr. 1! 
1952. Most of the Ethyl fluid manu 
factured by the plant has been de 
livered to refiners in the south 
western states, Schaefer said. 
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Door to Profit... 





Preventive Service 


Held Truck Sales Key 


(Continued from Page 35) 


will have the least trouble merchan- 
dising trucks at a profit as com- 
petition gets keener. 

Proponents of dealer - adminis- 
tered preventive maintenance as a 
key to greater sales say the pros- 
pect should be educated to the fact 
that the first cost of a truck repre- 
sents only a fraction of the total 
cost involved for its lifetime oper- 
ation. 

« * * 

HE average truck scrapped to- 

day is about 14 years old. 
Therefore, a new-truck buyer 
might be said to assume these 
long-term obligations: 

1. Paying for all the gasoline, or 
other type fuel, it will take to oper- 
ate it. 

2. Paying for the relining of 
brakes, clutch and spring re- 
placements, bearings, king pins, 
valves, engine overhauls, etc. 

3. Preventing corrosion, or else | 
replacing body panels, fenders, etc. 
. * « 
| yt most important, the buyer | 

should be told that in the final | 
analysis he will have to accept a 
profit or loss on the truck’s use in 
his business, which will depend on 
how well it has been serviced and 
maintained. 

Extended vehicle life, lower 
operating costs and safer and 
better-looking equipment are 
only a few of the benefits which 
dealers can offer their customers | 
through sound preventive-mainte- | 
nance programs. 

The possibilities of preventive | 
maintenance appear to be endless | 
in potential savings for the truck | 
owner and in additional service 
revenue for the dealer. 

From the dealer’s standpoint, 
preventive maintenance should lead 
to increased parts sales, because it 
virtually guarantees getting the 
truck into the shop where the 
owner or operator can’t help but 
be exposed to parts displays and 


other merchandising aids that) 
should be a part of such a 
program. 

. = * 


' same applies to service, be- 
cause the dealer is assured of | 
business that otherwise might go} 
elsewhere. 

One factory’s experience has been 
that, for every $100 spent in pre- 
ventive maintenance, a truck oper- 
ator will spend another $200 to $300 | 
on other parts and service. 

However, dealers should keep 
in mind that the aim of pre- 


Mont. Considers 
Increased Weight 


Limits for Trucks 


HELENA, Mont.—An inerease in 
Montana truck weight limits, but 
on a formula different from that 
proposed by commercial truckers 





and logging onerators, has been 
recommended in the House of 
Representatives by its highway 
committee. 


A substitute brought out by the 
committee for House Bill 110 pro- 
posed that the maximum weight of 
a loaded vehicle be increased from 
73,280 to 86,800 pounds as truckers 
had asked. Under the committee 
bill, however, the load would have 
to be distributed over a total vehi- 
cle distance of 57 feet, compared 
with the 35 feet proposed originally. 

The committee bill would retain 
existing regulations that no com- 
bination of tractor and trailers 
shall consist of more than two 
units, the total length of which 
shall not exceed 60 feet. 

Under the original bill, a vehicle, 
or combination of truck and trailer, 
would have been allowed to carry 
as much as 76,800 pounds within 
a space of 35 feet between the front 
and rear axles. The committee bill 
calls for a gross load of 63,750 
pounds on a vehicle or combination 
of that length. 

Present provisions that no truck 
shall carry more than 18,000 pounds 
on a single axle and that truck 
speeds shall be limited to 45 miles 
an hour would be retained by both 
proposals. 


OFPRPICIAL 
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ventive maintenance is to create 
new truck sales on the basis of 
low cost and efficient mainte- 
nance, Any item of expense that 
provides no real benefit to the 
owner merely ups his cost per 
mile, needlessly, and antagonizes 
him. 

Therefore, no preventive mainte- 20 Years of Service at '500' Race— 


mage Suues is Ge TL mi _Bear Mfg. Co., Rock Island, Ill., will celebrate its 20th year of service at the In- 
‘ ‘ ‘ ete | dianapolis Speedway this year. Bear technicians help race drivers aline and balance 
' | their’ cars. In addition, Bear expects to balance more than 1,500 wheels before and 
vr of the most important bene- | during the 500-mile race. The company is interested in the performance of various 
: fits of preventive maintenance | types of front-end suspension and frame construction to utilize the experience in the 
is the increased efficiency possible | perfection of testing and correction equipment. 
| 





in the shop through advance | — soondieaeisicirin ee a — 
scheduling of work. This is said | . . ° 

to be true because preventive | scheduling on an hour-by-hour | preventive - maintenance plan 
maintenance means regular | basis. should be a cinch to buy his new 
business. The real-potential for the dealer|truck from the same dealer. 


In large measure, a door through 
which a dealer may welcome pre- 
ventive-maintenance customers ap- 


is, of course, increased truck sales 
at satisfactory profits. An operator 
who has benefited from a dealer’s 


A service manager can better 
meet his work problems by long- 
range planning, rather than 
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pears to have been opened without 
any effect on the dealer's part, 
with economic condition and legis- 
lative developments outside liter- 
ally pushing the customers in. 

* e * 


RESSURE is mounting on 

truckers to get their hauling 
rates down. To do that, they have 
got to be successful in reducing 
operating costs. 


Legislation is still being enacted 
to clamp tighter rules on trucks 
and truck operating practices, It 
seems that everywhere the trucker 
goes he meets more demands to 
get his equipment checked so that 
it will be the safest on the road. 


It all adds up to the prospect 
that truckers have to make big 
cash outlays to keep their vehi- 
cles in safe, economical operating 
condition. 

And, where they spend that 
money will depend on where they 
can get a good, sound maintenance 
program. 

According to factory officials, 
dealers can get in on the ground 
floor in charting the course of such 
business their way. 

If enough of them do, factories 
think that dealers will be able to 
sell a much greater volume of 
trucks—and, at a profit. 
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THE PERFECTION STEEL BODY CO. 


All parts of PERFECTION Hoists 
— pumps, power take-offs, and 
cylinders are engineered and 
guaranteed by PERFECTION. 
Each part is carefully inter- 
designed with all other parts, 
to produce units of excep- 
tional efficiency, power, and 
dependability. 











Model 7780 Telescopic 


3-stage, telescopic, dual cylinder design pro- 
vides tremendous lifting capacity with least 
weight, simple construction, and smooth 
operation. Direct upward lift is applied at the 
center of the load. For mounting on trailers 
with bodies up to 30 cu. yard capacity. Extra 
heavy-duty service. 













Models 727 ¢ 827 « 1027 « 1034 Roll-A-Lift 


A constant-low-pressure-type hoist that de- 
velops tremendous lifting capacity in relation 
to its piston displacement. Engineered for 
those jobs that require a rugged and power- 
ful hoist. Four standard models cover body 
capacities from 6 to 20 cu. yards. Heavy-duty 
service. 












Models 615B 
715B ¢ 720B 
Low-mount, double 
lift-arm hoists for 
mounting with me- 
dium and 
; heavy - duty 
5 platform 
and stake 
bodies. 
Three mod- 





Models 725 « 820 « 825 


Compound-type, double lift-arm de- 
sign, for medium and heavy-duty 
service. Three standard models for 
body capacities of 6 and 7 cu. yards. 













Models 615 «715 ¢ 715L « 720 








Is for bod 
Rugged double lift-arm hoists for light and oa nom ¢ 
medium-duty service. Four standard models ft. to 16 ff. 






cover body capacities from 


long. 
1% to 6 cu. yards. 












STANDARD and SPECIAL UNITS 
IN ALL SIZES — FOR ANY USE 


and Guaranteed by 
Dept. A-53, Galion, Ohio, U.S.A. 


TRUCK BODIES and 
ae ee eae eb Y 


Engineered, Manufactured 
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This is one h--- of a competitive 
business I am in. There’s big 
money in it for me, and good pay 
for my salesmen, if I’m tied-in 
with the manufacturer that has 
the most to offer in a merchan- 
dising and sales promotion way 
—and a good salable line of 
trucks and replacement engines. 
Reo fills the bill on both scores, 
from what I hear, and that’s for 
sure. The Reo ads in Life, The 
Saturday Evening Post, and on 
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the cover of Commercial Car 
Journal announced a new 50,000 
pound GCW truck with a super 
Gold Comet 160 hp engine. That 
rounds out a complete line for 
Reo—right up to the big, heavy- 
weight class. There are 100,000 
Gold Comets on the highways to- 
day, and the record keeps going 
up and up. Reo’s reputation for 
performance and engineering 
perfection over a 50-year period 
is something to think about. 


Profitable Reo franchises are available in selected territories. Write Reo Motors, 
Inc., Lansing 20, Michigan, attention of the vice president in charge of sales, for 
the full story of your place in the exciting Reo picture, today. 


REO MOTORS, INC., Lansing 20, Michigan 
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thoughts of a Truck Dealer 


Reo’s new F-50 is a modern champion 
with probably the most efficient power 
plant so far developed, the ‘Super Gold 
Comet’’. It’s a new concept, yet it fol- 
lows the proven principles of the world 
famous Gold Comet. The new design 
includes many features which truck users 
wul enthusiastically approve, such as 
the heavy, fully balanced crankshaft; 
the seven interchangeable main bear- 
ings and rod bearings. Pistons are made 
with ‘‘cast-in’’ steel struts which control 
expansion and make possible much 
longer cylinder wall and piston life. 
No, the 160 hp is not all; with it goes 
economy in operation, repair and re- 
placement, all characteristic of the 


““Comet”’ family of engines. 


Reo’s financial strength is the 
greatest it has ever been. The 
company netted $3,266,565, and 
did $156,469,276 gross business 
last year. The annual report 
showed they are expanding into 
new lines such as industrial en- 
gines. Everything about Reo to- 
day sounds like a company that 
is going places. It seems to me 
if 1 want to stay on the bail in 
this business, I’d better get on 
the Reo team. 
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L-M Dealers in South Convene— 


Lincoln-Mercury dealers from five southern regions attended the recent meeting of 
the Southern Regional Dealer Council in Atlanta. Shown here (front row, from left), are 
F. M. Scarritt, St. Petersburg, Fla.; R. T. Crutchfield, Magnolia, Ark., and R. M. Pearson, 
Houston. In the second row are A. W. Wheatley, Fayetteville, N. C.; E. A. Stebbins, 
Orlando, Fla.; W. A. Toms, southern regional sales manager; Rhea Fayssoux, Tusca- 
loosa, Ala., and R. O. Bennett, Lubbock, Tex. The back row shows Lee Herlong, Lees- 
burg, Fla.; Cletus Brown, Rosenberg, Tex.; C. M. Paulk, Winter Haven, Fla., and A. C. 


Harris, Baton Rouge, La. Pearson and Crutchfield were elected delegates to the|in other sections of the surround- 


national L-M Dealer Council meeting in Detroit. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Tax Procedures Confuse Picture .. . 


Behind N. Y. Sales 


By Ed Brown 


Staff Correspondent 


NEW YORK CITY. Figures| 





a depressing effect on auto regis- 
trations here, 
This might lead to the inaccu- 


seem to show that this great city rate assumption that New York 
is on the decline as an automobile|City is a dwindling automobile 
market. And it is true that there | market. However, several facts 


has been a 4 percent drop in auto-| must not be overlooked. 
mobile registrations in New York Another official of the MVB, who 
in 1953 from the similar period in| declined to be quoted, said he felt 
1952. ; _ _|that much of the decline in regis- 
However, there is more behind |trations in New York City is 
the figures than some _ people | erroneous. 
realize. | The $5 and $10 use tax has had 
For instance, here are some of |a great effect on registrations in 
the official reasons advanced by |New York, not because there are 
Niles Becker, deputy motor vehi- | fewer cars than previously, but be- 
cle commissioner, for the decline |cause of enforcement procedures 
in registrations: |inherent in the use tax law. 
Higher auto insurance rates, People from the suburbs, who 
particularly in Brooklyn and Man-| previously purchased their plates 
hattan Counties, where rates are!/ jn the city no longer do so, be- 
as much as 30 percent higher than! cause they fear inconvenience 
from police who note a New York 
City license, without an accom- 
panying use tax stamp on the 
window. It is simpler and safer to 
purchase the plates locally. 
Other people, who have homes 








ing territory; the $5 and $10 auto 
use tax, and high parking fines. 

It is also suggested that the 
relocation of industry from New 
York City to the suburbs has had 
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“UNIT- BUILT * 
Trick Bodies 


A GUARANTEED PROFIT goes with every Fruehauf 
Truck Body sale you make in conjunction with your 
chassis business. Now you can’t lose because: 


x> There’s a generous dealer discount. 
x} There’s an optional bonus plan for dealers too. 
x Your price is fully protected, your profit doubly assured. 


Fruehauf gives you a full line of high-quality, hi-tensile 
steel bodies to work with, including a choice of more than 
500 different body combinations and options. 


You can sell low price and immediate delivery too, be- 
cause body panels are prefabricated and ready for fast 
assembling, mounting, and painting at no additional cost. 


Fruehauf augments your sales with a complete program of 
national and local advertising, direct mail, salesroom dis- 
plays, and sales literature. 


Here’s a profit on a silver platter—don’t miss it. Write 
now for the Dealer Price List and the Bonus Plan that’s 
worth extra dollars to you! 


TRUCK BODY DIVISION 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 


SELL FRUEHAUF TRUCK BODIES—AT PROTECTED PRICES, WITH GUARANTEED PROFITS! 
















Figures 


both in the suburbs and in Man- 
hattan, will purchase their plates 
in the suburbs, taking advantage 
of the lower insurance rates, ab- 
sence of sales and use taxes, anid 
still use their cars in the city. 

And this official added that 
those industries which are re- 
locating outside of New York 
have had some effect on regis- 
trations. Their workers who lived 
in the suburbs bought their regis- 
trations in Manhattan, but this 
year have purchased them nearer 
their homes in the suburbs, 
From the foregoing it is easily 

discernible, that anyone attempting 
to compute market potential by 
studying MVB registration figures 
is subjecting themselves and their 
projections to a great deal of con- 
fusion. 


Reciprocity Basis 
For Va. Gas Tax 


Refund to Carriers 


RICHMOND, Va. — A decision 
handed down by Virginia State 
Corp. Com. held that motor carriers 
are not entitled to refunds of motor 
fuel road taxes in Virginia unless 
they pay a use tax on motor fuel 
in other states with laws similar 
to those in Virginia. 

The decision was given in a case 
in which the commission denied a 
carrier a refund of Virginia taxes 
on the basis of fuel taxes paid in 
Tennessee. 

The case marked the first time 
the issue was brought before the 
SCC, the agency which administers 
Virginia’s motor fuel road tax laws. 
Previously, no carrier had asked 
for a refund in Virginia because of 
taxes paid in any state other than 
Maryland and North Carolina, the 
only other states with laws like 
Virginia’s. 

The majority opinion held that 
the SCC was not authorized by 
Virginia law to grant the refund 
because the Tennessee motor fuel 
tax laws are not “similar in effect” 
to the Virginia laws. 

Virginia levies a tax of 6 cents 
per gallon on for-hire motor car- 
riers for gasoline and other motor 
fuel consumed in Virginia. It allows 
a 6-cent “credit” for such fuel 
bought in the state. 

A carrier’s debits—gallons con- 
sumed in Virginia—and its credits 
for gallons bought are totaled peri- 
odically, and the debits subtracted 
from the credits. The carrier has a 
refund claim for its “excess credits” 
if the latter exceeds the former. 


Seiberling to Make 
Sohio’s Atlas Tire 


AKRON.—Seiberling Rubber Co. 
announced last week that it is 
completing negotiations to manu- 
facture tires for Standard Oil Co. 
of Ohio under the Atlas brand 


name. 
This is the first time in the tire 
company’s history that it has 


undertaken to produce tires other 
than those bearing the Seiberling 
name, the announcement - said. 
Amount of the pending contract 
was not revealed. 

A Seiberling spokesman said the 
Sohio contract will enable his com- 
pany to put to fullest advantage 
recently expanded production facili- 
ties, and at the same time would 
tend to stabilize the production 
picture throughout the year. 


Personnel Changes Reported 
By Trader Scott Dealership 


Personnel changes in the Trader 
Scott Ford dealership, Oakland, 
Calif., have been announced by Bert 
T. Neville, general manager. 

Horace S. Scott, brother of Cari 
L. Scott, president and owner, was 
placed in charge of genera! 
purchasing, while Fred Lewertoff 
former used-car manager, succeeds 
Scott as service manager. 

Walter Scott was appointed sale: 
manager for the parts and acces- 
sories departments, while Eugen: 
Samuelson was named assistan‘ 
truck sales manager, and Bo» 
Belding assumed duties as used-car 
manager. 
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here are 5,000,000 trucks in the U.S. owned and 
operated by all kinds of businessmen. More than 2,000,000 belong 
to the 800,000 subscribers to Nation’s Business, second only to the Satevepost for 
selling trucks and accessories. 718,000 of these trucks are 4 years old or older . . . ready to be 
| replaced. A 12-page schedule in Nation’s Business murders this market with 9,600,00 mass sales 
impressions. It’s as simple as ABC ... if you sell trucks, tires or accessories, you might sell more at 
less cost if you ask headquarters to consider a schedule in Nation’s Business. 


Detroit, Chicago, New York, Washington, D. C. 


4 out of every 10 commercial trucks you see 


on the streets are operated by the readers of... N ation’s B usiness 


A GENERAL MAGAZINE FOR BUSINESSMEN 
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By Leo T. Parker 

Attorney at Law 
ACCORDING to a higher court 
decision, if an auto dealer 
makes a “cash sale” and does not 
give the buyer a bill of sale, or 
certificate of title, the dealer either 
can repossess the car or recover 

the full purchase price. 

For example, in Laughlin Motors 
v. Universal C.I.T. Credit Corp., 251 
Pac (2d) 857, the testimony showed 
facts as follows: 

Laughlin Motors, of Stillwater, 
Okla., had a franchise for the sale 
of Mercurys. Hanna Motor Co. was 
doing a motor car business in Ar- 
kansas City, Kans. 


One day, Hanna called 
Laughlin Motors and asked if 
it had a certain Mercury car. 
Laughlin said it did and that 
Hanna could have the car for 
cash, and to bring the cash with 
him. Hanna sent one of his 
employes, Dale Foust, to pick up 
the car. 

Foust received an invoice which 


Lawsuits Affecting Dealers... 
Court Decisions 









|stated that Laughlin Motors sold 
to Hanna a Mercury, described by 
the year, model and motor number, 
at a cash price of $1,964,91, 
on delivery.” No bill 


was given to Foust. An official of 
Laughlin Motors told Foust that 
he could take the car but that 
Laughlin Motors would retain the 
title. 


* * * 


Payment Not Made 
OLLOWING the delivery of the 
Mercury to Foust, there were 

repeated promises by Hanna to pay 

for the car, but payment was not 
received. In the meantime, Hanna 
sold the car to Earl Owens, who 
traded in a Studebaker on the 
purchase and paid $1,377 in cash. 

The Studebaker was resold for $475. 
In subsequent litigation, the 

higher court held that Laughlin 

Motors was entitled to pos- 

session of the Mercury, or it 

could follow the proceeds of the 





“cash | 
of sale or} 
other instrument transferring title | 





sale of the auto into the hands 
of Hanna’s creditor. 

This was so because Laughlin 
Motors had not given Hanna a bill 
of sale or transferred the title of | 
the automobile to Hanna. 

Furthermore, the testimony 
proved that before allowing Foust | 
to take the car, it was clearly 
agreed that Hanna must im-| 
mediately pay for the car, and that | 
in the meantime Laughlin Motors 
would retain title to the car. 

* + * | 


Proof of Tax Deductions | 
NDER all circumstances, a tax- | 
payer must prove that his de- 
ductions in Federal income tax re- 
turns are reasonably lawful; other- 
wise the deductions will be disap- 
proved. 

For illustration, in Linkuay, 8 
B.T.A. 710, it was shown that a 
taxpayer failed to keep detailed 
records of expenses of an auto- 
mobile used for business pur- 
poses. The higher court refused 
to allow the deduction. 

Also, in Friend, 8 B.T.A. 714, the 
testimony showed that a taxpayer 
owned an auto he used for both 
pleasure and business purposes. 
Since the taxpayer failed to intro- 











“Yes, J. B—I know, he looks 
like a scarecrow, but wait’ll you 
see his country sales report!” 





duce books as evidence proving that 
his business expenses for oper- 
ating the auto and entertaining 
his friends was $1,600, as claimed, 
the court disallowed the de- 
ductions. 





Eaton 2-Speed 
xle Trucks 





cost less to run, 





More than 
a Million-and-a-Half 
in Trucks Today! 


and last longer 





Eaton 2-Speed Axles make available twice the conventional number of gear ratios, 


permit engines to run in their most efficient and economical range at all times, 


reducing stress and wear on vital parts. Eaton’s exclusive planetary design, forced 


feed lubrication, and extra rugged construction cut maintenance cost. Working or 


trading—performance records prove Eaton 2-Speeds make trucks worth more. 


EATON .. 


————= EEELE BIVis 


MANUFACTURING 


CLEVELAND, 


ION 
COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves *Tappets *Hydraulic Valve Lifters * Valve Seat Inserts *Jet 


Engine Parts « Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 
Springtites « Spring Washers * Cold Drawn Steel * Stampings * Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 


U.C. Dealers Push 
Bill for Uniform 
Lot Hours in Calif, 


LOS ANGELES. — Enforced uni- 
form closing hours for used-car 
| lots moved closer to statewide real- 
ization through an agreement 
reached between the California 
Western Used Car Dealers and As- 
semblyman John W, Evans, 65th 
District Republican, who will intro- 
duce such a measure in the State 
Legislature, according to Frank 
Turnbull, Burbank, CWUCD presi- 
dent. 

At CWUCD’s first board meeting 
in Sacramento, Evans agreed to 
amend one of his present bills to 
include legislation endorsed by the 
association, making uniform night 
closing hours and closed Sunday 
and holiday operations mandatory 
throughout the state. 

Turnbull stated that greater Los 
Angeles would be most affected by 
the bill. He said considerable sup- 
port is anticipated for the new 
regulation from the public and the 
approximately 3,000 members of 
CWUCD, organized five months ago 
as the first statewide auto trade 
group. 

Night, Sunday and holiday lot 
operation is a tradition here, Turn- 
bull declared, but in San Francisco 
and some other areas, the pattern 
has been that which is now pro- 
posed for all by law. 

Lester A. McMillan, 61st District 
Democrat, agreed to introduce other 
CWUCD-sponsored legislation limit- 
ing the sales tax on car purchases 
to only the cash difference between 
the sale price on a newly bought 
car and the tradein allowance, not 
on the total involved. 

Plans have been announced for 
CWUCD’s first statewide rally to 
be held at Long Beach within 90 
days, with the entire membership 
pius others of the state’s estimated 
0,5u0 dealers, in attendance to 
formulate an industrywide code of 
ethics. Newspaper automobile edi- 
tors and trade press representatives 
will be asked to participate. 


Globe Hoist Buys 
Walker Lift Div. 


PHILADELPHIA.—Globe Hoist 
Co. last week announced its 
purchase of the 4-Post Electric 
Lift Division from the Walker 
Mfg. Co., Wis., effective May 1. 
Globe will manufacture the 4-post 
electric models at its Des Moines 
plant. 

Officials of the Walker Mfg. Co. 
stated that the reason for the sale 
of the division was due to the ex- 
panding production and sales for 
their lines of exhaust system parts, 
jacks and oil filters. 

Glebe executives stated that no 
design changes will be made in 
the models, except that after May 
1 the lifts will bear the Globe 
name plate. Globe electric hoists 
will continue to be available both 
in free-wheel and drive-on models. 


Toledo Group to Make 
Air Conditioning Units 

TOLEDO.—A group of persons 
here have incorporated under the 
name “Comfo Products Co.” to 
manufacture and install air con- 
ditioning systems in passenger 
cars. The group is headed by Harry 
Shindell, president. Other members 
are Chester Young, Louis Wolk, 
and Frank Prior. 

Dealerships, said Shindell, will 
eventually be established. For the 
present, however, factory sales, in- 
stallation and service facilities will 
be maintained for the district at 
the Toledo office, 918 Berdan Ave. 

Shindell said the Comfo con- 
ditioning system can be installed in 
almost any model car, and easily 
removed if the owner sells. He 
also said that the price of the 
product will be somewhat lower 
than charged by car manufacturers 
for their own air conditioning 
systems. 


Walsh Gets New Post 


Tom Walsh, former used-car 
manager, has been appointed as- 
sistant new-car sales manager of 
the Stan Burberick Packard dealer- 
ship in Redwood City, Calif., it has 
been announced by P. G. Philley, 
general manager. Foster Tuell, 
formerly of Reno, takes over 
Walsh’s former duties. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





WO will get you seven that if 
you ask 100 auto dealers what 
is wrong with salesmen today, 98 
will tell you: 
1. Salesmen don’t want to work 
hard anymore. 


2. No prewar experience. 


Half the speeches you hear 
nowadays are about the sad 
state of salesmanship. Sick? It’s 
practically dead, to hear the sales 
leaders talk. 

Don’t forget we’re talking about 
what’s wrong with salesmen. 

There’s a lot that’s right with 
them and the dealers who lead 
them. And these dealers have sales- 
rooms and used-car lots that are 
in good shape. 
+ 


Ironbound 


gts everybody knows about the 
dealer down the street who has 
60 new cars stashed away so the 
customers won't realize how 
anxious he is to sell. He couldn’t 
get another hunk of iron on his 
used-car lot with a crow bar. 


His bank account got so 
healthy in the last six years that 
he isn’t worried right at the 
moment. But if this keeps up 
-.. man... he’s going to head 
for a bomb shelter. 


So ask him what’s wrong. He'll 
shift the 50-cent cigar to the side 
of his mouth, and tell you: 

“It’s these dopey young sales- 
men I have to hire today. No 
prewar experience. No guts. They 
won’t work. They want to go 
home to their wives at night... 
“Now, when I saw selling .. . 
What about nudging them a 

little? 

“Nope. Gotta let ’em seek their 
own level.” 


Touching the Hot Spot | 


OT to think about this as I was 

thumbing through Julian Wat- 
kins book on “The 100 Greatest 
Advertisements.” 

Remember that 

ad: 
“Men wanted for hazardous | 
journey. Small wages, bitter cold, 
long months of complete dark- 
ness, constant danger, safe re- 
turn doubtful. Honor and recog- 
nition in case of success—Sir 

Ernest Shackleton.” 

The ad ran in London papers in 
1900, and Sir Ernest said later that 
it seemed that all the men in 
Great Britain wanted to accom-| 
pany him to the South Pole. 

That was in 1900, and the brutal- | 
ly frank pull of adventure was) 
strong. But are men so different 
today? 

And is there any other business | 


NASCAR Okays | 


lowa, Pa. Tracks 


DAYTONA BEACH, Fla. — Four 
Iowa tracks and one at Allentown, 
Pa., have been added to the list 
of those which will operate under 
sanction of the National Assn. for 
Stock Car Auto Racing during the 
1953 season, it was announced by 
officials at national headquarters 
here. 

Iowa sanctions were granted to 
the Mississippi Valley Amusement 
Park, Davenport; the Ce-Mar 
Speedway, Cedar Rapids; the Bur- 
lington Speedway, and the Farley 
Speedway. Allentown’s Dorney 
Park received the Pennsylvania 
sanction. 

NASCAR officials also reported 
that Elwood Zuber, Egypt, Pa., has 
been named chief steward for the 
Allentown area, and will be as- 
sisted by LeRoy Ernst, of Allen- 
town. 








little classified | 


Bryan Appointed 
Appointment of G. W. Bryan as 
used-car manager has been an- 
nounced by Walter Lytle, president 
of the San Francisco Buick dealer- 
ship hearing his name. 
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and you'll live in a wonderful, 

satisfying world. 
| And as for salesmen who won't 
| work. I was talking the other day 
| with Bob Thompson, that old barn- 
|stormer in the field of sales train- 
ing. He blew into town on a Mon- 
|day a couple of weeks ago. In 10 
days he had addressed 175 sales- 
}men. And 175 signed up to spend 
| their own money and their own 
|time to learn how to sell more 
| effectively. 
| For men who don’t want to work, 


offering greater adventure, greater | that sounds like a pretty foolish 
challenge and better returns t0| thing to do. 


the successful than auto salesman- a 


ship? Leadership on the Shelf 


ND this is no isolated instance. 
George N. Dobie, who has 
labored in the field of dealer sales 
promotion for years, stopped by 
last week. 

“You know,” he said, most of 
the ideas I use in promotion 
work are old stuff to dealers. 
It’s in making the ideas easy for 
their personnel to understand 
and use that I find a fertile field.” 


In working with salesmen, Dobie 
has found that there is a woeful 
lack of instruction, a great deal of 
misunderstanding, yet an eagerness 


* * * 


Greatest Adventure 

NEN are still inspired “by the 
+Yi same old challenge of ad- 
venture. 

And the greatest adventure of 
all is that of dealing with people— 
the most wondrous species on 
earth—often unpredictable, always 
varied, sometimes affecting fads of 
sophistication, snobbish, animalis- 
tic at times, but fundamentally 
lovable, religious, honest— and 
eager to buy new cars. 

Appeal to their better natures, 





Elder Heads Buick Group— 


E. M. Elder (left), of Elder Buick Co., 
Oakland, Calif., has been elected presi- 
dent of the San Francisco Metropolitan 


Buick Dealers Assn. He is shown with 
Eric Wolf, of Wolf Buick, Inc., San Lean- 
dro, the retiring president. Other new 
officers are C. B. Clarkson, Redwood City, 
vice-president; Joe Carlson, San Francisco, 
secretary-treasurer; Robert E. Rudd, Bur- 
lingame, and Robert A. Schmitt, Palo Alto, 
both directors. 

to work once the path is made 
clear. 

Salesmen won’t study? What 
about the manuals that W. K. 
Braasch sells week after week to 
salesmen? 

The more you think about it, 
the more you wonder if the failure 
lies not with salesmen who won’t 
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work, but with sales leaders who 
fail to inspire, instruct and 
organize. 


* * + 


The Things Undone 
ALES meetings? Oh, they hold 
‘em all the time. 


What did they take up at the 
last one? Well, it happened that 
the sales manager had an early 
call, so we missed that one. 

When was the last sales meet- 
ing? ... Well, things have been 
pretty upset for a _ while. You 
know how it goes... 


Maybe the trouble with salesmen 
is the sales meetings that are 
never held, the organization plans 
that gather dust, the follow-up 
systems that are forgotten, the 
“prewar experience” that remains 
locked up in someone’s mind, the 
inspiration that has burned low. 


Knowledge and inspiration 
have value only as they are 
spent, And they are renewed only 
as they are used, 


So if you’ve got prewar knowl- 
edge, pass it on where it will do 
some good—to your salesmen. 

Then maybe we'll have fewer 
speeches about the death of selling 
and more people giving selling the 
tonic it needs. 





To Dealers, Service Managers, Station Operators: This exclusive new development 
makes regular waxes obsolete. Read why .. . see why Collinite will end your customer 
complaints and send new customers your way for lustrous, lasting wax jobs not possible 


with any other product. 


en 





@ Will not rain-spot or bug-stain 


@ Collinite is more durable than paint itself 


@ Not affected by heat, freezing, salt spray, smog, 
gasoline, oil or many chemicals 


@ Requires no hard rubbing, buffing or special 
equipment 





AUTO WAX! 






Prices slightl 


FIRM NAME 


INDIVIDUAL 


ADDRESS.. 
(use margin) 


Collinite Chemical Co., Utica, New York 


( ) Send name of nearest distributor, complete price list and descriptive literature 
) Rush initial order as follows, under your full money-back guarantee plan. 
| Doz. 7 0z. cans Collinite S-238 Permanent Auto Wax at $11.40 a doz. ($1.50 a can retail) 
1 Doz. pint bottles Collinite No. 265 Pre-wax Cleaner at $7.20 a doz. ($1.00 a bottle retail) 


y higher west of Rockies.) 


Tested under ofl couditions, Colltuite ouf-perfouns 
all. cthor waxes, polishes, coatings 


Collinite is an especially hard, high-gloss, protective wax 
with amazing adhesive and polishing qualities. Unlike 
ordinary waxes. Collinite is more durable than paint 
itself—impervious to bug stains, rain spots, alkalis and 
weather. Have you ever before seen a wax that protects 
a new car finish for the life of the car? Collinite does it! 
And on any car, old or new, the Collinite lustre alone 
holds up for at least one full year! In fact, Collinite’s 
finish is so hard, so perfect, you can actually paint over 
it during repaint or body work—a perfect bond, without 
streaking. Collinite was originally developed for major 
electrical manufacturers to do the job no other wax can 
do—protective coating for high voltage insulators. The 
same heavy-duty “insulator” qualities plus ease of ap- 
plication give Collinite superior auto wax features never 
before available. Mail coupon now. . 
working for you —just as we say—or your money back! 


JOBBERS . .. SALES REPRESENTATIVES — Write for territory availabilities. 


Oe 088888 6 BOSS 8888S 88S SSS ES SSO SS 5S SESS ESSE SS CSS SSeS Sess Sssessessssesesses, 


. start Collinite 
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Salers of buckram and wool used to hang around 


the parlor. 


Samplers of radio audiences also used to hang around 
the parlor—but like good statisticians, they too are 


changing with the times, because... 


Of the 100 million new radios America has bought 
in just the last seven years, three times as many sets 


are now outside the living room as in it. 


Some 20 million, for example, are now in bedrooms. 
14 million in kitchens. And close to 25 million in 
that home-away-from-home, the family car. No other 
medium reaches out to so many people—no matter 


who they are, where they are, or what they’re doing. 


And even though listening to these 59 million 

“extra” sets has yet to be fully figured in, radio’s 
cost-per-thousand still comes out the lowest of any 
media. So for any advertiser, the additional coverage — 


on the road and in the home—is gravy. 
Everywhere there’s radio. And most of it is CBS Radio. 


CBS Radio is the only network ever to have all of the 
most popular programs, day and night. And because 
CBS Radio programs go into more homes (and get more 
hours of attention in both television and non-television 
areas) CBS Radio advertisers reach prospects at a 
cost-per-thousand rate that’s 16% lower than on any 


other network. 


If you’re building your product a bigger home, 
shape your plans around the network where America 


listens most... 


CBS RADIO N 
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Used-Car Auction Prices 
Market Trend 


Wholesale used-car prices continued downward last week, according 
to Automotive News’ used-car index, as the overall average figure sunk 
to a new low of $1,054—off $7 from the week earlier. This is the sixth 
consecutive week that a new low figure has been established. 

All models were off except '49s, which gained $1, according to the 
index. 

The losers were headed by ’53s, and ’52s, both off $11. Others to 
drop off were ’50s, down $10; ’46s, off $8; ’47s and ’48s, down $7, and 
’5ls, off $2. 

The previous week’s sales ratio of 61 percent held, the index showed, 
but both offerings and sales increased a bit over a week earlier. At 11 
representative sales last week, 1,452 cars were sold from 2,372 offer- 
ings. At the same auctions a week earlier, 1,312 cars were sold from 
2,151 offerings. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 





OAKLAND. CALIF Cambridge club coupe, $1,110, $1,050. 
° = . "51 Cambridge club coupe, $955; 4-dr., 
(Pollock’s Used Car Auction. Sale every $920, $1,040, $1,025, $1,010. '49 Deluxe 
Wednesday. Prices are for sale of Apr. 4-dr., $750. '46 4-dr., $445. 
22.) PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
(Prices lower on all cars, but lots of 290*. '48 Chieftain (6) 4-dr., $615. '46 
activity.) A (8) enn $420. 
—'50 8 iviera sedan, $1,455*; | STUDEBAKE - '50 Champion cou pe, 
wade. $1,275") "49 Super 4-dr., $525. '47| $860; 2-dr., $605, $760, $765; 4-dr., 
Super conv., $365; 4-dr., $370. $775. 48 Champion conv., $705. ‘46 
CADILLAC—'51 (62) club coupe, $3,030*. Champion club coupe, $255. 
"46 (62) 4-dr., $625*. . - 
CHEVROLET—51 SL Deluxe 2-dr., ‘i. | EBENSBURG, PA. 
*;. 4- 366 '50 SL De- 
lee’ ue “eonde, "Gleb, De. Gein’, (Ebensburg Auto Auction. Sale every 
$960; Bel Air, $1,310*; conv., $1,180*. | Thursday. Prices are for sale of Apr. 23.) 
"49 SL Deluxe club coupe, $520, $625; (Dealer attendance and interest very 
2-dr., $870. '48 FM 4-dr.. $470, $655;| high. Prices slipped about $25 a car on 
2-dr., $705. '41 club coupe, $225. the average. Sold 80 cars out of 128 
CHRYSLER—'52 Windsor 4-dr., $1,535*.| offerings.) 
*50 Windsor 4-dr., $1,305*, $1,265*. °46| BUICK—’53 Super Riviera 4-dr., $2,780*. 
4-dr., $455. 49 Super sedanet, $1,000*. "48 RM 4-dr., 
DeSOTO—'47 4-dr., $615. ‘41 4-dr., $120. $8S80*. °47 Super 4-dr., $595. °42 RM 
DODGE—’52 pickup, $975. 4-dr., $300; Special 2-dr., $100. 
FORD—’53 Custom (8) sedan, $2,490*. '52| CADILLAC—’50 (62) 4-dr., $2,375*. ’49 
Custom (6) 2-dr., $1,450*. °51 Custom (62) 4-dr., $1,660*. °47 (61) sedanet, 
(6) 2-dr., $1,110*%; Custom (8) conv., $1,010*. °41 (62) conv., $275. 
$1,355*; 4-dr., $1,205*; 2-dr., $960; | CHEVROLET—’51 SL Deluxe 2-dr., $1,000. 


Victoria, $1,625, $1,610. ‘50 Custom (8) ‘50 SL Deluxe 2-dr., $980*, $975*, $950; 


2-dr., $905; 4-dr., $905, $885. '49 conv., SL Special 2-dr., $865. '49 SL Deluxe 
$840; Custom (8) 4-dr., $545; club 4-dr., $945. °48 FL aerosedan, $670, 
coupe, $725; conv., $630; Custom (6) $635; SM club coupe, $600. '47 FL aero- 
2-dr., $610. '48 SD (8) 4-dr., $525. '47 sedan, $500; SM 2-dr., $290. '46 FM 
SD (8) 4-dr., $445; club coupe, $600. 2-dr., $365; club coupe, $365. ‘41 SD 
HENRY J—’51 (6) 2-dr., $695. 4-dr., $300, $185; club coupe, $220, 
HUDSON—’49 4-dr., $280. $200. °40 SD 4-dr., $250. 
MERCURY—’51 club coupe, $1,565*; 4-dr., | CHRYSLER ‘49 Windsor club coupe, 
$1,490*; conv., $1,600. ‘50 club coupe, $825°*. 
$1,140. '49 club coupe, $985; 4-dr., $805. | DODGE—’51 Coronet club coupe, $1,130*. 
"47 +conv., $455. °46 4-dr., $525. °40 "50 Coronet 4-dr., $990; Meadowbrook 
conv., $190. 4-dr., $975*. 
NASH—'49 4-dr., $640. FORD—’50 Custom (8) 4-dr., $910; De- 
OLDSMOBILE—'51 (88) Holiday, $1,830*. luxe (6) 2-dr., $840. '49 Custom (8) 
"49 (98) 4-dr., $1,075*. '46 4-dr., $355. conv., $695; 4-dr., $800; 2-dr., $680. '48 
PACKARD—’'48 2-dr., $515. SD (8) 2-dr., $500. ’41 SD (8) club 
PLYMOUTH—’53 Belvedere, $2,335*. ‘52 coupe, $140. '40 Deluxe (8) 2-dr., $150. 
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only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads up to 4000 
Ibs.—at one time. Load or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 
semi-trailers. 


New Brochure shows HOW you can save up to 50% on your trucking 
costs. Send for your copy today. . 


POWER 


A FREIGHT ELEVATOR 
ON THE BACK OF 
® YOUR TRUCK... with 





OPENING 
CLOSING 
LIFTING 


LOWERING 


Patd. & Pats. Pend. 
U.S. and Foreign 








ANTHONY 


LIFT 2 GATES 


The Power to lower delivery costs 


ANTHONY COMPANY - 


STREATOR, ILLINOIS 
DEPT. 5B 














HUDSON—’49 Super (6) 4-dr., $700. °46 
i-dr., $105 

KAISER—'51 4-dr., $850. '47 4-dr., $170. 

MERCURY—'52 Monterey 4-dr., $1,900*. 
’b1 4-dr., $1,360*. '49 4-dr 765, $510 
*40 4-dr., $100 

NASH—'51 Statesman 4-dr., $1,000*. ‘48 
(600) 4-dr., $350* 47 (600) club coupe 
$175 

OLDSMOBILE 53 Super (S88) 4-dr., $2,- 
500*. '52 Super (88) 4-dr., $1,790*. ‘50 
(98) 4-dr., $1,260*. "48 (78) 4-dr., $485* 
"47 (78) 4-dr., $160 46 (76) 2-dr., 
$395; (66) conv., $310 

PACKARD—'51 (200) 2-dr., $1,2S85* 

PLYMOUTH ‘52 Cranbrook club coupe, 
$1,350. '51 Suburban, $1,250; Belvedere, 
$1,100; Cambridge 4-dr., $1,095 "50 
Deluxe 2-dr., $800. ‘49 Deluxe 4-dr., 
$680; SD club coupe, $785. °42 Special) 
Deluxe 4-dr., $180. 

PONTIAC—'50 Chieftain (8) 4-dr., §$1,- 
100*; Catalina, $1,050*; SL (6) 2-dr., 
$960. '46 Torpedo (8) 4-dr., $300. 

STUDEBAKER-~-’51 Champion 4-dr., $750. 


"50 Champion 4-dr., $625. ‘49 Champion 

(6) conv., $640*. 

WILLYS-——’49 (4) Jeepster, $575*. ‘47 (4) 
pickup, $450. 
MASON CITY, IA. 

(Lapiner Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 
22.) 

(Prices firm on clean, late model of- 
ferings. Softer on older models. Sold 
112 cars out of 147 offerings.) 
BUICK—’52 Special Riviera 2-dr., $1,705. 

48 RM 2-dr., $705*. 

CADILLAC—'47 conv., $795". 

CHEVROLET—’'53 Bel Air sedan, $2,060, 
$2,050; (210) 4-dr., $1,835. '52 SL De- 
luxe 4-dr., $1,415, $1,395; Bel Air, $1,- 

850*. °51 SL Deluxe 2-dr., $1,115*, $1,- 

070. '50 SL Deluxe 2-dr., $970*, $940, 

$900. '49 SL Deluxe 4-dr., $830. '48 FM 

conv., $665. '47 2-dr., $565. 
CHRYSLER—’53 NY 2-dr., $2,700*. ‘49 


Windsor 4-dr., 
4-dr., $690*. 
DeSOTO—’50 Custom Sportsman, $1,365*; 
4-dr., $985. '48 Custom club coupe, $660. 
DODGE—’53 Diplomat 2-dr., $2,150*. ’50 
Coronet 4-dr., $950. '47 club coupe, $515. 


$960*. '48 New Yorker 


FORD—’53 Victoria, $2,390*. °52 Custom 
(6) 4-dr., $1,390*. ’51 Victoria, $1,440*; 
Custom (8) 4-dr., $1,095*, $1,065, §$1,- 
015. '50 Custom (8) sedan, $905, $865, 


$820. "49 Custom (8) 2-dr., $730*, $725*. 
‘48 SD (8) conv., $565. °47 Deluxe (8) 
2-dr., $490. 
HUDSON—’50 PM 4-dr., $770. 
LINCOLN—’49 Cosmopolitan 2-dr., $825*. 
MERCURY—’52 2-dr., $1,895*. ‘51 4-dr., 
$1,405*. '49 2-dr., $915*. '47 4-dr., $450. 
NASH —'51 Ambassador 4-dr., $980*; 
Rambler station wagon, $1,010*. ’50 
Rambler station wagon, $960; States- 
man 4-dr., $700*. 
OLDSMOBILE—'49 
(78) 2-dr., $670*. 
PLYMOUTH—’53 Cranbrook 4-dr., 
Suburban, $1,890. '52 Suburban, $1,375. 
‘51 Savoy, $1,380, $1,300; Cranbrook 
club coupe, $1,130; Belvedere, $1,305. 
"49 SD club coupe, $765. 
PONTIAC—’'53 Chieftain (8) 
420*. ’°47 SL (8) 2-dr., $510. 
STUDEBAKER—’53 Champion 4-dr., 
820*. ‘51 Land Cruiser, $1,030*. 
Champion 2-dr., $770. 
WILLYS—’53 pickup, $1,390. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Thursday, Prices are for sale of Apr. 16.) 

(Prices a little higher on clean cars. 
Sold 294 cars out of 533 offerings.) 


BUICK—’53 Super sedan, $2,925*, $2,900*. 
‘52 RM sedan, $2,000*. ’51 Special sedan, 
$1,450*, $1,420. °50 Special sedan, §$1,- 
130. '49 Super sedan, $690. °46 Super 
sedan, $300. 

CADILLAC—’52 (62) conv., $3,940*; club 
coupe, $3,910*, $3,600*. °51 (62) sedan, 
$2.775*, $2,725", $2,625*. "50 (62) sedan, 
$2,.200*. 

CHEVROLET—’53 (210) sport coupe, $2,- 
250*, $1,840; station wagon, $2,025; %- 
ton pickup, $1,275. '52 SL Deluxe conv., 
$1,800*, $1,600*; sedan, $1,395*, $1,350*. 
‘51 Bel Air, $1,310*; FL Deluxe sedan, 
$1,225*, $1,075, $1,025, $1,100; SL De- 
luxe sedan, $1,200*, $1,090. '50 station 
wagon, $1,210, $1,000; FL Deluxe sedan, 


(88) 2-dr., $985*. °48 


$1,780; 


4-dr., $2,- 


$1,- 
"50 


$935, $900. °49 conv., $850. °48 FM 
sedan, $700. '47 FL sedan, $500. 
CHRYSLER—’53 Windsor sedan, $2,900*, 


$2.355*. °'51 NY club coupe, $1,500*; 
Windsor (6) sedan, $1,200*. ’50 Windsor 
club coupe, $1,050*. 

DeSOTO—’52 Sportsman sedan, $2,175*. 


DODGE—'51 Sierra, $1,410*; Diplomat, 
$1,200, $1,175; Wayfarer sedan, $835, 
$800, $780. '50 Coronet sedan, $900. ’48 


Custom, $595. 
FORD—’'53 Victoria, $2,445*, $2,425*, $2,- 


375*; Ranch Wagon, §$2,350*; conv., 
$2,285*, $2,325*, $2,200*; Custom (8) 
sedan, $1,950*, $1,880. °52 Victoria, $1,- 
870*, $1,860*; Custom (8) sedan, $1,- 
700*, $1,675, $1,650. ‘51 Custom (8) 
club coupe, $1,250, $1,000. ‘50 conv., 
$975. ‘49 Custom (8) sedan, $660. °47 
SD (8) sedan, $530. 


HUDSON—’51 Hornet Hollywood, $1,300. 
50 PM, $610. '47 Super (6) club coupe, 
$275. 

KAISER—'51 sedan, $910, $675. 


LINCOLN—’52 sport coupe, $2,400. ‘49 
sedan, $840, $750. 

MERCURY—’53 Monterey, $2,800*. ‘52 
conv., $2,170*. °51 4-dr., $1,500, $1,330. 
"50 club coupe, $1,050, $810. 

NASH—'51 Statesman 4-dr., $835. ’48 
(600) 4-dr., $275. 

OLDSMOBILE—'53 (98) 4-dr., $3,350*, 
$3,100*. ‘52 (88) Holiday, $2,300*; se- 
dan, $2,275*, $2,250*. °51 (88) sedan, 
$1,725*. ‘50 (88) Holiday, $1,375*. ’'49 
(76) 4-dr., $750. 


PLYMOUTH—’53 Belvedere, $2,125; Cran- 
brook 4-dr., $1,700, $1,650. ‘52 Subur- 
ban, $1,450; Cambridge club coupe, $1,- 





180. '51 Belvedere, $1,260. 

PONTIAC—'53 Catalina, $3,050*; conv., 
$2,695*. '52 Catalina, $2,080*. '51 Chief- 
tian (8) 2-dr., $1,360*. ‘50 Catalina, 
$1,250*. '48 SL (8) 4-dr., $740. 

STUDEBAKER — '53 Commander sport 
coupe, $2,650; Starliner coupe, $2,525*, 
$2,200, $2,150. '51 Land Cruiser, $960. 
"50 Champion 2-dr., $725. 

WILLYS—’51 station wagon, $725, $580, 
$600; Jeep, $675. ‘49 station wagon, 
$570. 

ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Apr. 20.) 

(Choice cars held steady, but ‘‘beasts 
and bums,’’ of which we had several, 
were dead. This accounted for low per- 
centage of cars sold. Bad weather and 
slow sales have darkened the _ retail 





$1,054*  $1,106* $953 


ola 


Apr. March Feb. 





*Includes '53 Models. 





picture. Believe business 
when the sun shines, 
cars will be lower. 


will improve 
but the average 


BUICK—’53 Special sedan, $2,300; Special 
Riviera sedan, $2,800*. '51 Super sedan, 
$1,810*; conv., $1,660*. °50 Special se- 
dan, $1,070, $1,075; RM Riviera sedan, 
$1,200*; Super Riviera sedan, $1,200*. 
‘47 RM sedan, $425. 

CADILLAC—’52 (62) sedan, $3,750*. 
(62) conv., $3,070*. °50 (62) conv., 
500*; sedan, $2,260*. ‘46 (61) 
$725*. 

CHEVROLET—’'53 
$1,880*; (210) 
sedan, $2,375*. 


51 
$2,- 
sedan, 


(150) sedan, $1,830", 
sedan, $2,100*; Bel Air 
‘52 FL Deluxe sedan, 
$1,100*. '51 FL Deluxe sedan, $1,275*; 
SL Deluxe sedan, $1,275*; Bel Air se- 
dan, $1,410*. '50 SL Deluxe sedan, §$1,- 
050*. '49 SL Deluxe sedan, $770; club 
coupe, $860; SL Special sedan, $800. ’48 
SM conv., $600. '46 Suburban, $300. 
CHRYSLER—’50 Windsor conv., $1,325*. 
DODGE—’53 Coronet club coupe, $2,225*. 
’51 Meadowbrook sedan, $1,100; Coronet 
sedan, $1,260*. '49 Coronet sedan, $860. 
48 Custom sedan, $400. 

FORD—’53 Victoria, $2,420*, $2,470*. ’52 
Custom (8) sedan, $1,600, $1,725. ‘51 
Custom (8) sedan, $1,170*, $1,125*, $1,- 
140*; Country Squire, $1,360*; Deluxe 
(8) club coupe, $1,100*; Victoria sedan, 
$1,440*. 

FRAZER—’'48 sedan, $340*. 

HUDSON—’50 Commodore (8) sedan, $780. 


KAISER—’51 sedan, $1,050. ‘49 sedan, 
$410. 

LINCOLN — '52 Cosmopolitan club coupe, 
$2,575*. 


MERCURY—’53 sport coupe, $2,412*, $2,- 


330*. ’52 sedan, $1,600*. °51 sedan, $1,- 
440. ’°50 club coupe, $1,065, $1,040. 

OLDSMOBILE — ’51 (88) conv., $1,760*. 
"50 (98) sedan, $1,120*; (88) conv., $1,- 
300*; (76) sedan, $1,025*. °49 (76) se- 
dan, $910; (98) sedan, $885*, $760*; 
(88) sedan, $970*. 


PACKARD—’51 (300) club coupe, $1,430*. 
"49 sedan, $650. 

PLYMOUTH — '52 Cranbrook club coupe, 
$1,100. ’'51 Cranbrook conv., $1,330; 
Savoy, $1,350. '49 SD sedan, $840; club 
coupe, $840. ’47 Deluxe sedan, $440. °46 
SD sedan, $370. 

PONTIAC—’53 Chieftain sedan, $2,- 
575*. °51 Chieftain (8) sedan, $1,580*, 
$1,650*. °50 station wagon, $1,375*; 
Chieftain (8) sedan, $1,200*. '48 Chief- 
tain (8) sedan, $770*. '47 SL (8) sedan, 


(8) 


$500. 

STUDEBAKER — '51 Champion sedan, 
$980; club coupe, $850; Commander (8) 
sedan, $925*. ‘47 Commander club 
coupe, $430*. 

WILLYS—’48 Jeep, $460, $465. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 21.) 

(Market steady. Sold 37 cars out of 
97 offerings.) 


CADILLAC—’51 (62) 4-dr., $2,650*. ‘50 
(62) 4-dr., $2,150*. °49 (62) 2-dr., $1,- 
690*. 

CHEVROLET—’53 (210) 4-dr., $2,005, $2,- 
030*; Bel Air 4-dr., $2,160*. ’51 SL 
Deluxe 4-dr., $1,040, $1,065. ‘50 FL 
Deluxe 2-dr., $980, $930. ‘49 FL De- 
luxe 2-dr., $580, $800, $675. °48 FL 
aerosedan, $460. 

DeSOTO—’'46 Custom 4-dr., $300. 

DODGE—’51 Coronet 4-dr., $905; ‘%-ton 


pickup, $620. ‘49 Meadowbrook 4-dr., 
$875. 


FORD—’51 Custom (8) 4-dr., $890; club 
coupe, $1,040. °'49 Custom (8) 2-dr., 
$605, $440, $695. "47 Deluxe (8) club 


coupe, $535; 4-dr., $330; 2-dr., $400. °46 
Custom (8) 2-dr., $335. 





HUDSON—’49 Commodore (8) 2-dr., $365. 
‘47 Commodore (8) 4-dr., $305. 

LINCOLN—’47 Cosmopolitan 4-dr., $320. 

MERCURY—’51 4-dr., $1,285*; 2-dr., $1,- 
260*, $1,250*. ‘50 2-dr., $905*. ‘49 2- 
dr., $570. 

OLDSMOBILE—'53 (88) 4-dr., $2,450*. '49 
(88) 4-dr., $700. '47 (98) 4-dr., $340. 


PLYMOUTH—’53 Cambridge 4-dr., $1,800. 
*46 Deluxe 4-dr., $235, $380. 
PONTIAC—’53 Chieftain (8) 4-dr., §$2,- 
680*. '49 Chieftain (8) 4-dr., $755. 
STUDEBAKER—’47 Champion 4-dr., $390. 
WILLYS—’'50 Jeep, $325. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr, 21.) 
(Clean cars sold well—older models 
harder to sell and prices were down. 
Sold 130 cars out of 150 offerings.) 
BUICK—'52 Super 4-dr., $2,200*. '51 Su- 
per club coupe, $1,470*. ‘50 Special 4- 
dr., $1,180, $1,230. °49 Super 4-dr., $1,- 
005, $1,015. '47 Super sedanet, $360. 
CHEVROLET — '53 (210) 2-dr., $1,925; 
Bel Air sedan, $2,240*, $2,110*. '52 SL 
Deluxe 2-dr., $1,270, $1,330. '51 SL De- 
luxe 4-dr., $1,110. ’50 SL Deluxe 4-dr., 
$845, $1,100*, $955, $1,085; Bel Air $1,- 
170*. ’49 SL Deluxe 2-dr., $740. '48 FM 


4-dr., $570. '47 FM 4-dr., $625; aero- 
sedan, $675. '46 FL aerosedan, $515. 
CHRYSLER — '53 NY 4-dr., $2,725*. '50 
Windsor 4-dr., $1,050*. 
DeSOTO—’52 Custom 4-dr., $1,615*. ‘49 


Custom club coupe, $500. '47 Custom 4- 
dr., $550. 

DODGE—’53 Meadowbrook 4-dr., $2,000*; 
club coupe, $1,800, '51 Meadowbrook 4- 
dr., $1,005; Coronet 4-dr., $1,125*, $1,- 
085*. '48 Custom 4-dr., $450. '46 Deluxe 
2-dr., $270. 

FORD—'52 Victoria, $1,935*. '51 Custom 
(8) 4-dr., $1,155; Victoria, $1,550. °'50 
Custom (6) 2-dr., $905, $950. '49 Custom 
3 4-dr., $585, $500. °47 SD (8) 2-dr., 
610. 


FRAZER—'49 4-dr., $290. 


Average Used-Car Prices 


(Compiled by Automotive News) 





April 1953) March Feb 
Model ‘to date) 1953 1953 
1953 $2,305 $2,357 $ i 
1952 1,670 1,810 1,813 | 
1951 1,255 1,342 1,348 
1950 997 1,054 1,086 
1949. 791 816 842 
1948 584 588 640 
1947. 461 482 520 
1946 368 395 422 
Overall oo = 
Average $1,054* $1,106 $ 953 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





KAISER—’53 Manhattan 4-dr., $2,300*. 

MERCURY — '52 2-dr., $1,720; Monterey 
$2,130*. 50 4-dr., $950. 

NASH —’51 Rambler Suburban, $925 
Country Club, $945. '50 Statesman 4-dr 
$700; sedanet, $680. 

OLDSMOBILE — '49 (98) sedanet, $930: 
(88) sedanet, $1,000*. '48 (66) sedanet, 
$525. '47 (76) sedanet, $330. 

PACKARD—’52 Mayfair, $1,765*. °50 4- 


dr., $690. °49 4-dr., $675. 
PLYMOUTH—’51 Cranbrook club coupe. 
$975. °50 Deluxe club coupe, $860. °48 


SD 4-dr., $300. '47 SD 4-dr., $455. 

PONTIAC—’53 Chieftain (8) club coupe. 
$2,415*. ’52 Catalina, $1,930*. '51 Chief- 
tain (8) 2-dr., $1,330. °50 Chieftain (8) 
4-dr., $1,185; Catalina, $1,560. '48 (8) 
station wagon, $325; 4-dr., $565. 

STUDEBAKER—’52 Land Cruiser 4-dr., 
$1,290; %-ton pickup, $800. °51 Cham- 
pion 4-dr., $925, $935. ‘50 Champion 
4-dr., $900. °47 Champion Starliner. 
$370; Commander 4-dr., $500. 


FARGO, N. D. 


(Tri-State Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 23.) 

(Market down this week. Very poor 
retail reported, Sold 41 cars out of 101 
offerings.) 


BUICK—’52 RM sedan, $1,750. '50 Super 
sedan, $1,000. '46 RM sedan, $250. 


CHEVROLET—’52 SL Deluxe sedan, $1,- 
290. °51 SL Deluxe sedan, $1,075, $1.- 
025; FL Deluxe sedan, $1,075; Bel Air 
$1,405*, $1,460*. '50 SL Deluxe sedan. 
$880, $900, $960, $1,000*. °49 SL De- 
luxe club coupe, $680; sedan, $780, $860. 
’47 SM sedan, $470. '41 SD sedan, $185. 

DeSOTO—’41 sedan, $115. 

DODGE—’50 Coronet sedan, $900. 

FORD—’52 Custom (8) sedan, $1,595. ’51 
Victoria, $1,455*; Custom (8) sedan, 
$1,120*, $1,060. °50 Custom (8) sedan, 
$1,050, $860. ‘49 Custom (8) sedan. 
$720, $715; Custom (6) sedan, $615. '47 
SD (8) sedan, $355, $470. 


KAISER—’48 sedan, $295. 
MERCURY—’51 club coupe, $1,360. ’50 
club coupe, $895. °49 sedan, $865. °'48 
sedan, $460. °46 club coupe, $410. 
OLDSMOBILE—’47 (76) sedan, $175. 
PONTIAC—’47 SL (6) sedan, $425. °46 


SL (6) sedan, $405. 


DALLAS 


(Southwestern Auto Auction. Sale every 
oe Prices are for sale of Apr. 

) 

(Market very slow. Sold 33 cars out 
of 87 offerings.) 


CHEVROLET—’51 SL Deluxe sedan, $1,- 
065*, $865, $1,030; Bel Air, $1,345*. ’50 
SL Deluxe sedan, $855; Bel Air, $1,110. 
"49 SL Deluxe sedan, $730, $780, $725. 


$815. '48 SM sedan, $655. '47 FL aero- 
sedan, $300. ’42 sedan, $160. 
DODGE—’50 pickup, $475. °48 Custom 
sedan, $575. '47 Deluxe sedan, $315. 
FORD—’51 Custom (6) sedan, $950. ‘50 
Custom (8) sedan, $805, $875. '49 De- 
luxe (8) sedan, $560, $365, $515. °'40 


SD (8) sedan, $225. 
MERCURY—’51 sedan, $1,330*. ’49 sedan. 
$725. °46 sedan, $180. 


OLDSMOBILE—’50 (76) sedan, $855. °47 
sedan, $165. 
PLYMOUTH—'51 Concord sedan, $960. '50 


Deluxe sedan, $810. 
STUDEBAKER — '50 Commander sedan, 
$700. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 21) 
(Prices steady, sales slightly higher. 
Sold 223 cars out of 366 offerings.) 


BUICK—’53 Super Riviera 2-dr., $3,115*. 
$2,770*, $2,905*. '52 Super 4-dr., §$2,- 
155*; Special 4-dr., $1,685. ‘51 Super 
Riviera 4-dr., $1.370*, $1,365. '50 Super 
Riviera 4-dr., $1,055. °49 RM 4-dr., 


$730, $715. °48 Super 2-dr., $365. 
CADILLAC — '53 coupe deVille, $5,015*; 
(62) club coupe, $4,600*. ’52 (62) 4-dr., 


$3,105*. "51 (62) sedan, $2,595*. "50 (62) 
4-dr., $2,340*, $2,295*. °49 (62) 4-dr.. 
$1,680*. 

CHEVROLET—'53 Bel Air 4-dr., $2,150*; 
(210) 2-dr., $1,995, $1,975; %-ton pick- 
up, 3 at $1,420; %-ton pickup, $1,345, 
$1,295. °52 SL Deluxe 4-dr., $1,600". 
$1,535. '51 SL Deluxe 4-dr., $1,120, $1,- 
090. '50 SL Deluxe 4-dr., $935. '49 FL 
club coupe, $710. 


CHRYSLER—'53 NY 4-dr., 2 
‘52 Windsor sedan, $2,105*. '50 Wind- 
sor 4-dr., $1.080*, $1,075*. ’49 Windsor 
club coupe, $895*. '48 NY 4-dr., $460. 

CROSLEY—’51 2-dr., $245. 

DeSOTO—’52 Custom 4-dr., $1,405*. 

DODGE—'53 Coronet coupe, $2,295*; 4-dr. 


at $2,770* 


$2,220*; %-ton pickup, $1,550. ‘52 
Meadowbrook 4-dr., $1,200. '51 Coronet 
4-dr., $1,170; Wayfarer 4-dr., $845. '49 
4-dr., $675. 


FORD—’53 Victoria, $2,455*, $2,385*, $2, 
370*, $2,345*. °52 Ranch Wagon, $1, 
845*; Custom (8) 4-dr., $1,750, $1,730 
"51 Victoria, $1,275; Custom (8) 4-dr 
$1,230. '50 Custom (8) 4-dr., $1,000* 
$895; (6) %-ton pickup, $670. '49 Cus 
tom (8) club coupe, $640; %-ton (6 
pickup, $585. 

FRAZER—'47 4-dr., $160. 

HUDSON—’50 PM 4-dr., $610; club coupe 


$595. 

HENRY J— ’52 Corsair (6), $830. '51 (4) 
2-dr., $450. 

KAISER—'52 Deluxe 4-dr., $1,350; Vi 


ginian, $1,350. '49 Traveler, $295. 
LINCOLN — '51 Cosmopolitan 4-dr., 


(Continued on Page 51, Col. 1) 
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605*. ‘49 club 


$205. 

MERCURY—'53 sport coupe, $2,520*. ‘51 
club coupe, $1,250*, $1,235*. ‘50 4-dr., 
$1,030. '49 sedan, $810; 2-dr., $485. 

NASH — '51 Ambassador 4-dr., 
Rambler station wagon, $1,000*. '50 Am- 


4-dr., $890. ‘47 


bassador 4-dr., 760. '46 (600) 4-dr., 
$245. 
OLDSMOBILE ‘53 (98) 4-dr., $3,375*; 


Holiday, $3,310*. '52 (88) 4-dr., $1,815*. 
"50 (98) 4-dr., $1,230*, $1,180*, "49 (98) 
4-dr., $1,010*, $915. 

PACKARD—'49 Clipper 4-dr., $650 

PLYMOUTH—’'53 Suburban, $1,975; Cran- 
brook sedan, $1,970; club coupe, $1,910. 
‘51 Cambridge 4-dr., $1,075. ‘50 2-dr., 
760; Deluxe business coupe, $745. ‘49 
Suburban, $1,040. 

PONTIAC—’53 Catalina, $2,775*, $2,745*; 
conv., $2,635*. '52 Catalina, $1,900*, '51 
Catalina, $1,645*. '50 SL (6) 4-dr., $885. 
’48 Chieftain (6) coupe, $490. 

STUDEBAKER—’53 Champion sedan, §2,- 


110. '51 Champion 2-dr., $970, $905; 
4-dr., $855. '50 Champion conv., $865. 
WILLYS—’53 pickup, $1,680. ‘52 areo 


wing 2-dr., $1,070. 
station wagon, $350. 

MISCELLANEOUS — '51 
4-dr., $1,900. 


MANHEIM, PA. 


(Manheim Auto Sales. Sale every Mon- 
day. Prices are for sale of Apr. 13.) 
(Sold 142 cars out of 216 offerings.) 
BUICK—’53 Super Riviera coupe, §2,- 
970*. ’52 RM 4-dr., §$2,025*; Super 
Riviera 2-dr., $1,910*, °51 Special 4-dr., 
$1,440. '50 RM 4-dr., $1,325*, '49 Super 
2-dr., $860; 
4-dr., $610. 
CADILLAC—’53 (60) 4-dr., $5,000*, ‘52 
Coupe deVille, $4,000*; (60) 4-dr., $3,- 
910*. °51 (62) 4-dr., $2,785*. °'50 (62) 
4-dr., $2,300*. '49 (61) 4-dr., $1,700*. 
CHEVROLET—’53 (210) 4-dr., $2,075*. 
‘52 Bel Air, $1,870*; SL Deluxe 4-dr., 


"49 Jeep, $500. ‘47 


Jaguar Mark 7 


$1,055*; | 


RM 2-dr., $760. '46 Super | 


Used-Car Auction Prices 


(Continued from Page 50) 


coupe, | PACKARD—'52 


| 
| 





$1,400. °51 SL Deluxe 2-dr., $1,250; FL | 


Deluxe 2-dr., $1,200. '50 SL Deluxe 4- 
dr., $1,090*. 
‘48 aerosedan, $600. 

CHRYSLER—’53 NY 4-dr., $3,050*. ‘51 
Imperial 4-dr., $1,650*. °47 Windsor 4- 
dr., $610. °'46 club coupe, $410. 

DeSOTO—’53 Fire Dome (8) club coupe, 
$2,730*. '52 Deluxe club coupe, $1,200. 
*50 Custom 4-dr., $1,110*. °49 conv., 
$1,050. 

DODGE—’53 Diplomat, 


$2,260*; Coronet 


'49 station wagon, $1,000. | 


conv., $2,200*; 4-dr., $2,175*, '52 Way- | 


farer, $1,165. '50 Meadowbrook, $1,000. | 


FORD—’'53 Custom (8) 4-dr., $2,100*; 
Custom (6) 4-dr., $2,035*. ‘52 Victoria 
$2,030*; Ranch Wagon, $1,760; Custom 
(8) 2-dr., $1,540. °'51 Victoria, $1,420*. 
‘50 Deluxe (8) 2-dr., $875. 


HUDSON—’49 Commodore (8) 4-dr., $760; | 


club coupe, $600*. ‘47 Super (6) 4-dr., 


$310. 
KAISER—’51 Henry J (6), $755. 


MERCURY—’53 sport coupe, $2,600*, ‘50 | 


club coupe, $910*. ‘47 4-dr., $390. '46 
2-dr., $395. 

NASH—’52 Ambassador 4-dr., $1,420*; 
Rambler Country Club, $1,360*. ‘50 
Statesman 2-dr., $800*. ‘48 Ambassador 
4-dr., $400*. 

OLDSMOBILE—’53 (88) 4-dr., $2,630*. 
’51 (88) club coupe, $1,550*. ‘50 (98) 


4-dr., $1,070*. '48 (98) 4-dr., $860*, '47 

(66) conv., $325. '46 (76) 2-dr., $510*. 
PACKARD—'51 (220) 4-dr., $1,330*. '50 

4-dr., $865*. '49 4-dr., $725, $720. 

PLYMOUTH—’53 Belvedere, $2,170, §$2,- 
150. °52 Cranbrook 4-dr., $1,310, °51 
Cambridge 4-dr., $1,060. ‘49 SD club 
coupe, $810. 

PONTIAC—’53 Chieftain (8) conv., §2,- 
710*. ‘'52 (8) conv., $2,U25*. ‘51 (8) 
conv., $1,700*. "50 SL (6) 2-dr., $960. 
’48 SL (8) 2-dr., $795*. '47 SL (6) 2-dr., 


$500. 
STUvMEBAKER—’51 Commander (8) 4-dr., | 


$1,000*; Land Cruiser 4-dr., $910*. ‘5U 
Commander (8) conv., $800*; Starliner 
coupe, $715*. ’48 Champion 4-dr., $570*. 

WILLYS—’53 Aerolark 4-dr., $1,650*. ‘48 
pickup, $415. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 

day. Prices are for sale of Apr. 22.) 

(Bidding slow, prices down a litile 
from the previous week. Sold 36 cars 
out of 90 offerings.) 

BUICK—’53 52R Super 4-dr., 
Special 4-dr., $2,275*. ‘52 Super 2-dr., 
$2,290*, $2,250*, $2,025; Riviera 4-dr., 
$2,000. ’50 Super 4-dr., $970. '49 Super 
4-dr., $895, $/90. 

CHEVROLET—’52 SL Deluxe club coupe, 
$1,065. '51 Bel Air, $1,375*; FL Deluxe 
2-dr., $1,070, $1,010; club coupe, $980; 
4-dr., $1,050*. '50 SL Deluxe 4-dr., $890, 
$875; 2-dr., 2 at $850, $885; club coupe, 
$855, $800. 

DODGE—’50 Coronet 4-dr., $950. 

FORD—’53 Custom (8) 2-dr., $1,800. ‘52 
Custom (8) club coupe, $1,850*, $1,840*. 


’51 Custom (8) 4-dr., $1,010*; 2-dr., 
$675. 

NASH—’49 Ambassador 4-dr., $525. 
OLDSMOBILE—’51 (88) 4-dr., $1,650*. 


"50 (98) 4-dr., $1,400*. 
PLYMOUTH—’51 club coupe, $990. 
PONTIAC—’51 SL (8) 2-dr., $1,270*. 


STUDEBAKER—'51 Champion 4-dr., 
$950*; 2-dr., $770. 
CLEVELAND 


(O. K. Auto Auction. Sale every Tues- 

day. Prices are for sale of Apr. 21.) 
(Prices off a little. Dealers still buying 
cautiously. Sold 29 cars out of 60 ouer- 
ings.) 

BUICK—’50 Special 4-dr., $990*, $960. 

CADILLAC—’49 (62) 4-dr., $1,250*. 

CHEVROLET—’51 SL Deluxe 2-dr., §$1,- 
100. ’50 SL Deluxe ‘%-ton panel, $400. 
‘49 FL Deluxe 2-dr., $700. 

CHRYSLER — '51 Windsor 4-dr., $1,450*. 
48 NY club coupe, $425*. ‘47 Windsor 
conv,, $500*. 

DODGE—'51 Coronet 4-dr., $1,200*. ‘49 
Coronet 4-dr., $775*; Wayfarer 2-dr., 
$685°. 

FORD—'53 Victoria, $2,250*. '52 Custom 
(8) 4-dr., $1,550*; Main (6) 2-dr., $1,- 
300. '51 Custom (8) 4-dr., $1,150*. '50 
Deluxe (6) 2-dr., $620. ‘48 SD (6) 4- 
dr., $395. 

OLDSMOBILE—'49 (88) 2-dr., $900°*. 


$2,875°; | 








(300) 4-dr., $1,800*. °51 


4-dr., $1,400*. 


PLYMOUTH—'50 Deluxe 4-dr., $690; SP 
Deluxe 4-dr., $825. ‘49 Deluxe club 
coupe, $595. ‘4S SD 4-dr., $400. 

PONTIAC ‘51 Catalina, §1,.650*. °48 


Chieftain (8) 4-dr., $625*. 


STUDEBAKER —'50 Commander (8) 4-dr.. 
$760*; Champion 4-dr., $670. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 17.) 

(Market dropped about $75 a car. Sold 
121 cars out of 241 offerings.) 
BUICK—’'53 Super Riviera sedan, $3,005*, 

$2,900*. ‘51 Super sedan, $1,650*. ‘50 
Super Riviera sedan, $1,365. 
CADILLAC—’53 (62) conv., $5,315* 


CHEVROLET—'53 (210) sedan, $1,840; 
Bel Air sedan, $2,415*. '52 SL Deluxe 
sedan, $1,365*, ‘51 SL Deluxe sedan, 
$1,155*, $960, $1,230*. '50 SL Deluxe 


sedan, $910; Bel Air, 2 at $1,200. 
DODGE—’'53 Meadowbrook sedan, $1,700; 





Coronet sedan, §$2,240*, $2,005. ‘51 
Meadowbrook sedan, $985. '50 Wayfarer 
sedan, $740. 

FORD—’'53 Victoria, $2,255*,  $2,415*; 


Custom (8) conv., $2,415*. '52 Main (8) 
sedan, $1,400; Custom (8) sedan, $1,- 
600, $1,500, $1,695*, $1,655*, $1,545; 
Victoria, $1,925*. '51 Custom (6) sedan, 
$955; Victoria, $1,400*, $1,385, $1,410*; 


HUDSON—'50 Commodore (8) sedan, $800. 
KAISER—’51 Henry J (4) sedan, $450. 
LINCOLN—’50 Cosmopolitan sedan, $905. 


MERCURY ‘52 Monterey, $2,105*, ‘51 
Monterey, $1,575*. '50 sedan, $985. 


NASH—'51 Rambler club coupe, $1,030. 
‘50 Statesman sedan, $645. 
OLDSMOBILE-—'52 (98) sedan, $2,195". 
PACKARD—'50 sedan, $745. 
PLYMOUTH—'53 Cambridge sedan, $1,610. 
PONTIAC—’52 Catalina, $2,915*; Chief- 


tain (8) conv., $2,225. °'51 Chieftain (8) 
sedan, $1,465; Chieftain (6) sedan, $895. 
STUDEBAKER—’53 Champion sedan, §2,- 
100. '51 Commander (8) sedan, $995. ’50 
Champion sedan, $760. 
WILLYS—'50 station wagon, $790. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 
22.) 

(Market fairly steady with lower- 
priced cars or extra sharp stuff in 
heaviest demand. Sold 64 cars out of 115 
offerings.) 

BUICK—’51 Super sedan, $1,680*; Special 
sedan, $1,460*. '50 Super sedan, $1,090*. 
'49 Super sedan, $950*, $920*; RM sedan, 
$885*, $855*. '47 RM sedan, $480. 


CADILLAC—’'49 (60) sedan, $1,740*. '48 
(62) sedan, $1,350*. 

CHEVROLET—’53 Bel Air, $2,125*. ‘51 
SL Deluxe sedan, $1,110, $1,060; SL 
Special sedan, $970, $885. '50 SL Deluxe 
sedan, $1,100, $1,060, $1,000; SL Special 
sedan, $930. '49 conv., $790; SL Deluxe 
sedan, $760. '47 FM sedan, $515, $470. 


CHRYSLER—’50 Windsor sedan, $1,290", 
$1,180. '49 Windsor sedan, $1,025. 





sedan, $700, '46 Standard sedan, $460. 
DODGE—’51 Meadowbrook sedan, $1,290*. 


*50 Coronet sedan, $1,110. ‘49 Coronet, 
sedan, $925. 
FORD—’'53 Ranch Wagon, §$2,270*, ‘52 


Custom (8) sedan, $1,875*, ’51 Custom 
(8) sedan, $1,410*, $1,340; Custom (6) 
sedan, $980. "49 Deluxe (6) sedan, $650. 
’47 Super Deluxe (S) sedan, $430. 
HUDSON—'53 Wasp sedan, $2,135 
LINCOLN—’51 sedan, 
$1,275. °49 sedan, $770. 


MERCURY—’51 sedan, $1,300", 
’47 sedan, $370. '46 sedan, $380. 
OLDSMOBILE—-’50 (88) sedanet, $1,200*. 
’49 (98) conv., $820*. 
PACKARD—’48 sedan, $450, 
PLYMOUTH—’'53 Cambridge sedan, $1,870. 
’52 Cambridge sedan, $1,380, $1,350; 
Cranbrook sedan, $1,460. °’51 Belvidere, 


$1,435. °50 SP Deluxe sedan, $950. ‘49 
SP Deluxe sedan, $900, $830, $800. 


PONTIAC—'48 SL (8) sedan, $610*. 


STUDEBAKER—’51 Champion sedan, §1,- 
095. '47 LC, $465*. 


2 Fort Gaines (Ga.) Dealers 


Expand Their Businesses 

Morris Motor Co. (Ford), of Fort 
Gaines, Ga., is expanding its floor 
space by opening a paint and body 
shop across the street from the 
main building. 

Childs Motor Co. (Chrysler-Plym- 
outh), of Fort Gaines, owned by 
Carl E. Childs, has purchased the 
eorner brick building in which it 


$1,655*. ‘50 sedan, | 


$1,290°. | 





FLASH-A-CALL | 
Service Gontrol # 


Chee Tee al 


UU OPA Nitsa tery) 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 4 
paid labor sales or you owe 
us nothing. As manufac- j 
turers, we offer you direct, q 
equipment designed for 
this purpose alone, having j 
the highest known standard | 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- | 
pointment with a man that j 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROLSYSTEM Me 


1112 South Wabash Avenue 
Dept. AN-47, Chicago 5, Illinois 


Custom (8) sedan, $1,250*. '50 Custom 


(8) sedan, $900, $705, $840, $900. Custom 








Delco Signal-Seeking Radio 
Completely automatic tuning! Press 
the Selector Bar and the Signal- 
Seeking Tuner travels across the 
dial until it encounters a station 
signal. Another touch of the finger 
and the next station is tuned in 
. . . selection virtually unlimited! 





Delco “Favorite Station” Radio 


Highest development of the auto 
radio science . . . combines push- 
button tuning of any five predeter- 
mined stations with Delco Radio's 
famous Signal-Seeking Tuner. Push- 
button stations easily arranged by 
sliding tabs . . . 





DeSOTO—’52 Custom sedan, 


sedan, $1,150*. ‘48 


easily readjusted. 


$1,600*. '50 


Custom | is located. 


Proof of the outstanding perform- 
ance of Delco Radios is contained in 
the fact that Delcos are selected for 
installation in nearly half of the cars 
and trucks that are currently being 
radio-equipped. For automotive man- 
ufacturers now know they can 
depend on the world’s largest pro- 
ducer of auto radios to provide 
models with unsurpassed power and 
clarity. Whether your customers 
prefer a radio that is manually tuned, 
push-button tuned, or is equipped 
with the famous and exclusive 
Signal-Seeking Tuner, they are assur- 
ed maximum listening pleasure with 
a Delco. Ask your car manufacturer 
about Delco auto radios. 


GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 








Delco Push-Button Radio 
Push-button setting to any five 
predetermined stations, without 
tools... re-setting is equally easy. 

Manual control also provided. Dual- 
purpose tubes afford extra long- 
range performance . . . automatic 
volume control prevents fading. 








Delco Manual-Control Radio 
High in quality . . . low in cost! 
Comparable to the push-button 
radio in performance and tone 
quality, this model Delco provides 
crystal-clear, long-range reception 
. tone control and automatic 
volume control are both included 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 


ALLSTATE — Four — 2-dr. sed. $1.499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1.895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
(Delivered at U. S. ports.) 


BUICK—Special — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43: conv.. $2,553.17. 

-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3.001.59; stat. 
wag., $3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4.030.73; Skylark 
sports car, $5,000. (Dynaflow standard on 
Roadmaster models, optional at $192.50 on 
all others. Power steering standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Alr conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 
only.) 

CADILLAC—Series 62 — 4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
elal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
radeo—conv., $7,750. (Hydra-Matiec stand- 
ard on Series 62, Series 60 Special and 
Eldorado optional at $198.36 on Series 75. 
Power steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optional on all enclosed mod- 
els at $619.55.) 


CHEVROLET — One-Fifty — 4-dr., sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., §$2,- 


010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., 


opt. cpe., 


$1,820; 


$1,874; 
(Power- 


$2,061; conv., 


2-dr. sed., 
$2,175. 








Current Prices on New Cars i 


glide optional at $178.35 on Two-Ten and 
Bel Air models only. Power steering op- 
tional at $177.55 on all models.) 
CHRYSLER—Windsor—4-dr., sed., $2,- 
492.25 (8-pass., $3.433): cl. cpe., $2,471.75; 
stat. wag., $3,288.75. Windsor Deluxe—4- 
dr. sed., $2,721; Newport, $3.025.25; conv.. 
$3.246.75. New Yorker—4-dr., sed., $3.184.- 
50 (8-pass., $4,369); cl. cpe., $3,155.50; 
Newport. $3,522; stat. wag.. $3.932.75. New 
Yorker Deluxe—4-dr.. sed.. $3,327.50; cl. 
cpe., $3.298.50; Newport, $3,687.75: conv.. 


$3.980. Custom Imperial—4-dr., sed., $4.- 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed.. $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 


$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.10 on Windsor Deluxe and at $236.50 
on Windsor. Power steering standard on 
Crown Imperial. optional at $177.35 on 
other models: not available on Windsor cars 
with standard transmission. Wire-spoke 
wheels optional at $290.25 on all models.) 

DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome \V-8—4-dr.. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3.- 
‘81. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 -on V-Ss only. Power 
steering optional at $177.35 on all cars 
equipped with special transmissions. Power 
brakes optional at $36.55 and wire-spoke 
wheels at $290.25 on all models.) 

DODGE—Meadowbrook 6—-4-dr. sed., §2,- 
024.75; cl. cpe., $1,983; stat. wag., $2.201.- 
25. Coronet 6—4-dr. sed., $2.136; cl. cpe., 
$2,109. Coronet V-8—4-dr., sed.. $2.244.50; 
el, cpe., $2.223; Diplomat. $2.385.59; canv.. 
$2,519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matie optional at $131.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only. Wire-spoke wheels optional at 
$290.25 on all models.) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 


2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1.782.69; 2-dr. sed., $1,733.79; cl. 
epe.. $1,743.29. Mainline 8—4-dr._ sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
|line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
| $1,809.45: cl. cpe.. $1,819.50: stat. wag.. 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv.. $2.229.92; stat. wag.. $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04: Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed.. $1,695; Consul conv., 
$2.075 (power top, $150 extra): Zephyr 


Six 4-dr. 
$2.425. 
entry.) 
HENRY J—Corsair Four—2-dr. sed., $1,- 
499. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 
HUDSON—Jet—4-dr. sed., $1,858. Super 


sed., $1,890: Zephyr Six conv., 
(Delivered at New York port of 





Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe.. 
$2.310.87. Super Wasp — 4-dr. sed.. $2,- 
465.84; 2-dr. sed., $2,413.28: cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., §$3,- 
047.50. Hornet—4-dr. sed., $2,768.86: cl. 


epe., $2.741.99; Hollywood, $3,095.15; conv., 
$3.342.05. (Hydra-Matie optional on all 
models at $178.03.) 


JAGUAR—Mark VII—4-dr. sed., $4,170: 


Mark VII 4-dr. sed. with Borg-Warner 
automatic transmission, $4,450; XK-120 
cpe., $4,065: XK-120 cpe. with modified 


equipment, $4,460; XK-120 conv.. $4,039: 
XK-120 conv. with modified equipment, $4.- 
434. (Delivered in New York City.) 


KAISER — Carolina — 4-dr. sed., §$2.- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76; 4-dr. Trav- 
| eler, $2,755.36. Dragon—$3,923.91. (Hydra- 
Matic standard on Dragon, optional at 
3178.55 on other models. ) 


LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., §$4,- 
930.50. (Hydra- Matic standard on all 
models. Power steering optional at $198.90 








on all models, power brakes at $43 and 
Power seat at $69.90.) 


MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed.. $2.193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 


hardtop, $2,451.50; conv., $2,609.50: 8-pass. 
stat. wag., $2,825.50. (Mere-O-Matie op- 
tional at $189.81 on all models.) 

MORRIS and MG—Morris Minor — 4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv.. $1,- 
465. Morris Oxford -saloon, $2.150; stat. 
wag., $2,385. MG/TI)—standard conv., $2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 

NASH—Rambler Super — Suburban, §2.- 
002.60. Rambler Custom — Hardtop, §2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2.143.55. Statesman Custom— 
4-dr. sed., $2.331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador: power steering at 
$192.40 on Ambassador only. LeMans en- 
gine optional at $192.59 on Ambassador.) 

OLDSMOBILE — Detuxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed.. $2,261.62. Super 88 
—4-dr. sed., $2,461.71: 2-dr. sed. §2,- 
395.25; hardtop, $2.673.39; conv., $2,852.59. 
Classic 98—4-dr. sed.. $2,785.82: hardtop 
$3,021.75; conv., $3.228.84; Fiesta sports 
ear, $5,715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 
all other models: Hydra-Matic, $178.35; 
steering, $177.49: power brakes, 
$35.50.) 

PACKARD—Clipper—4-dr. 
club sed., $2,534; Deluxe 4-dr. sed., §2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, §$3.268; 
conv., $3,476; Patrician 4-dr. sed., $3.735; 
Caribbean conv., $5.200; formal sed., $6.- 
526; executive sed., $6.895; corporation 
lim., $7,095. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on other models. Power steering optiona! at 
$195 on all models; power brakes at 


$39.45.) 
PLYMOUTH—Cambridge—4-dr. sed., $1,- 


sed., $2,588; 


765; cl. sed., $1,727.25; bus. cpe., $1,617.50: 
stat. wag., $2,064. Cranbrook—1-dr., sed. 
$1,872.50; cl. cpe., $1,842.50; Belvedere 
$2,064; conv., $2,220; stat. wag., $2,207.25 
(Hy-Drive optional at $145.80 on all models. 
wire-spoke wheels optional at $290.25.) 


PONTIAC — Chieftain 6 Special — 4-dr 


sed., $2,014.64; 2-dr. sed., $1,956.34 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53 
2-dr. sed., $2,060.28; conv., $2,444.21 
Chieftain 8 Special—4-dr. sed., $2,089.62. 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, §2,- 
304.30; Custom 6, $2,370.43; Deluxe 8. 
$2,370.99; Custom 8. $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61: 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35. power 
steering at $177.40. Autronic Eye at 
$53.65.) 

ROOTES—Hiliman Minx—4-dr. sed., §1,- 
699; California hardtop, $1,899; conv., $1.- 
899; stat. wag., $1,938. Humber—Hawk 
sed., $2,395; Hawk touring lim., $2,640; 
Super Snipe sed., $3,295; Super Snipe tour- 
ing lim., $3,580; Super Snipe Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2.685: 
conv., $2,911; Alpine sports conv., $2.999. 
Rover—Sed., $2,897. (Delivered in New 
York City.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83. 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal — 4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe.. 
$1,954.55; hardtop, $2.115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. OCom- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion 
$243.08 on Commander. Power ateering 
optional at $161.25 on Commander ' 


WILLYS — Aero Lark — 4-dr. sed., $1,- 
732.10; 2-dr. sed., $1,645.70. Aero Falcon 
—4-dr. sed., $1,860.61; 2-dr. sed., §1,- 
759.97. Aero Ace — 4-dr. sed., $2,038.43; 
2-dr. sed., $1,963.11. Aero Eagle (hardtop) 
— $2,156.79. Station wagons — 4-cyl., $1,- 
862.22 (four-wheel drive, $2,304.03); 6-cyl. 
$1,948.75. 
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PAD Continuation Urged 


Agency Still Needed for 


Mobilizing Oil Supplies, 


U.S. Official Tells API Parley 


KANSAS CITY.— Despite a re-| 
laxation of tension in the world 
crisis, the Petroleum Adminis- | 
tration for Defense is still needed 
as an agency to help mobilize pe- 
troleum supplies, according to R. 
E. Nelson jr., PAD director of 
supply and transportation. 


Nelson spoke at the products 
pipeline conference sponsored by 
the division of transportation of 
the American Petroleum Institute. 


Nelson predicted a shrinking of 
the Petroleum Administration as a} 
result of increased supplies of | 
critical materials such as_ steel, | 
copper and aluminum. 

“Most materials controls can be 


dropped on June 30,” he de- 
clared. “Only direct defense 
needs and the needs of the 


atomic-energy program are ex- 

pected to continue to hold priori- | 
ties. The oil and gas industries, 
along with all the other defense- 

supporting industries, will simply 
have to take their competitive 
chances in an open market come | 

July 1.” 

Nelson said that PAD’s reason 
for existence always has rested on | 
two factors: (1) Russia’s aggressive | 
policies posed a grave threat to this 
country’s security and made mobi- | 
lization for defense in all ghaaen | 
of the national life essential, and | 
(2) in the mobilization there were | 





Galveston Dealers | 
To Display Cars 
At Home Show 


GALVESTON, Tex. — At least 
eight Galveston new-car dealers 
will show their 1953 offerings at| 
the annual Galveston Home Show 
to be presented at the Municipal | 
Pleasure Pier this week, May 6-10. 
Most expect to garner on-the-spot | 
sales as well as leads for seal 
strations later. 

Billy Russell (Dodge-Plymouth), ! 
said he expects an overall attend- | 
ance of 100,000 at the home show, | 
which is sponsored by the Galves- 
ton Junior Chamber of Commerce. 

Accent on the new sport models | 
will be apparent. Martin Belcher | 
(DeSoto-Plymouth) will show a} 
DeSoto Sportsman as well as the) 
four-door sedan. G. C. Myrick| 
(Studebaker) will highlight a Star- | 
liner coupe in his display. Russell | 
will show a hardtop with conti- 
nental trimmings. 

H. L. Robinson (Pontiac-Cadil- 
lac), will use a prewar Cadillac 
Fleetwood Special to demonstrate 
his sales point that this car was the | 
prototype of the best postwar de-| 
signs. He will also show a 1953 
Coupe deVille, and a custom Pon- 
tiac Catalina. 

Other participating dealers in- 
clude Tremont Motors’ (Nash), 
George Spiker (Lincoln-Mercury), | 
Texas Motors (Oldsmobile) and 
McElwaine Motors (Chrysler- 
Plymouth). 


Buyers i in lowa 
Poll Shows 70,000 Families 


Want New Car 


DES MOINES.—The Iowa Poll, 
conducted by the Des Moines | 
Register and Tribune, reveals that | 
approximately 70,000 Iowa families 
have definite plans to buy a new 
car in 1953. The figure represents 
9 percent of all Iowa families. Eight 
percent were undecided about buy- 
ing. 

The survey also indicated that 
Iowans will probably buy their pro- 
portionate share of new cars in 
relation to the national output. The 
auto industry has indicated a goal 
of 5% million cars in 1953, and 
Iowa’s share of this production— 
based on its population—would be 
approximately 1.7 percent, or 93,- 
000 cars. 

Last year, Iowa residents bought 
about 72,000 new cars, including 
those for business, and about 95,000 
were bought in 1951. 

Since 70,000 families have already 
indicated plans to buy, the survey 
said, it appears likely that the 
state’s share of 93,000 will be made 
up from the undecided list and 
from cars purchased for business 
purposes. 





not enough of the materials needed 
to make the nation strong, and so 


there had to be some sort of equi- | 
| table 


distribution of what 


available. 

“By June 30,” Nelson said, 
probably will be down to something 
of a_ skeleton organization, and 
plans for a reduction to that level 
are now being drafted.” 

Nelson predicted there will be 
an organization, though, if pend- 
ing legislation to extend many 
provisions of the Defense Pro- 
duction Act of 1950 is approved. 
Assuming that the mobilization 
program itself continues, he said, 
he believes there must be an 
agency that can help in the 
mobilization of petroleum sup- 
plies. 

The chief reason for continuing 
| PAD, according to Nelson, is “the 
continuing shortage of high-octane 
aviation gasoline, principally for 
the military.” 

In encouraging the production of 


! 
| 








NEWS, MAY 4, 1953 





was | Le 


“we | 





Benson Celebrates 35th Year— 
Charles Benson, owner of Benson Motor Co. (Kaiser-Frazer), Winfield, Kans., observed 


his 35th year as a dealer. 


He has been a civic leader in his community. Chatting 


with Benson is Robert Harris, a mail carrier, who has been driving K-F cars ever 


since Benson started selling them in 1947. 


special Navy fuel oil and jet plane 
fuel, as well as in meeting other 
needs, PAD’S principal work will 
be related to defense planning, 
Nelson said. Such planning can 
save weeks or months of mobi- 
lization time, he declared. 
Operation of an unattended 





booster station on an oil products | 
pipeline, by means of a remotely 
controlled telephone dialing system, | 
was outlined in a paper presented 
by F. B. Neptune, of Phillips Pe- 
troleum Co. 

The booster station described 
in the paper, written by G. P. 
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Jennings and M. E. Worlow, both 
Phillips engineers, is the Boise 
City station which represents in- 
creased capacity at a minimum 
in investment, the authors said. 

In another paper presented, it 
was reported that oil fires can be 
extinguished or controlled by a 
process which forces the cooler 
liquid from the lower part of an 
oil tank to the burning area at 
the surface. 

H. Archer Ashton, 
Vacuum Oil Co., Inc., Paulsboro, 
N. J., described the process as an 
“agitation” method that uses the 
| liquid itself to extinguish or con- 
|trol the fire that the liquid’s vapor 
is supporting. 


of Socony- 


Hudson Savannah Motors 


Files Bankruptcy Petition 

A bankruptcy petition has been 
filed in Federal Court by Hudson 
Savannah Motors, Inc., Savannah, 
Ga, The petition lists liabilities 
of $67,857.71 and assets of $24,- 
973.45. 

Donald S. Polk is listed as 
president of the concern, which 
went out of business Feb. 28. It 
was chartered in 1951. The pe- 
tition was filed by Casper Wise- 
man. 





Y CHECK YOURCAR! CHECK ACCIDENTS! 


Bee a ce la le SMe elie alll ¢ 
Safety Committee, National Safety Council, other Safety Organ- 
izations and Public Officials to promote the May “Vehicle Safety 
Check Campaign” 





Wake Brake Sernuice 4 Regular Motoring Habit! 
V Advertise and Promote Your Brake Service Department 

V Use The Barrett Pedal Checker On Every Car That Drives In 
V Pull A Wheel and Sell A Complete Brake Job 





BARRETT EQUIPMENT COMPANY - 2ist & CASS - ST. LOUIS 6, MISSOURI 
The Worlds. Finest Brake Serutce Equipment 
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Red Charges Labeled 
Bunk by Wall St. 


N°? FOREIGN propaganda can 
4% convince America’s rank and 
file that Wall Street prefers war 
to peace, according to Keith Fun- 
ston, president of the New York 
Stock Exchange. 

The stock market, says Fun- 
ston, will always respond to sud- 
den news developments. He re- 
called that in mid-1950, when the 
Korean War broke out, prices 
slumped “much more _ severely” 
than they did earlier this year. 
Funston’s comments, in the May 
issue of The Exchange magazine, 
were made to counter Communist 
accusations that the U. S. thrives 
on war. The charges followed 
market declines coincident with 
Russian peace overtures. 

+ * * 
N THE 164 years since George 

Washington was president, Fun- 
ston noted, the U. S. has been at 


war about 10 percent of the time. 

“We did not build a great 
country because of those years 
that we were at war—but in spite 
of them,” he declared. 

Funston said that whether people 
who sold their securities 
March-April market break used 
good or bad judgment will be de- 
cided in the future. 

. * * 
‘Bp .. one thing is indisputable,” 
he said. “They were doing 
something that no citizen of a to- 


Waukesha Dividend 


The board of directors of Wauke- 
sha Motor Co. has declared a quar- 
terly dividend of 25 cents per share. 
It is payable July 1 to stockholders 
of record at the close of business 
June 1, 1953. 


in the} 


‘Investment Net 


| Consolidated net income of As-| 


talitarian state can ever do—they | 
were using their personal freedom 
to make their own decisions affect- 
ing their possessions.” 

Funston concluded: 

“My conviction is that the vast 
majority of Americans are too in- 
telligent and too well-informed to 
permit even the most. skillful 


| propagandist to beguile them into 


believing that American business is 
so intent on self-destruction that 


|it prefers war to peace.” 


330% Gain Listed 


In Associates 


sociates Investment Co. and sub- | 
sidiaries for the three months 
ended March 31, was $3,369,837 
after provision for Federal income} 
taxes, according to Robert L. Oare, | 
chairman of the board. 

The 1953 first-quarter net income 
was 33 percent greater than the 
$2,531,814 reported for the first 
quarter of 1952. 

After preferred dividend re- 
quirements and based on 3,125,472 
shares of common stock outstand- 
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Referred to as a “vest pocket” 
auto, this open-air three-wheeler 
was put on the British market in 
the early ’20s. 


ing, first-quarter earnings this 
year equaled $1.04 a share, com- 
pared with 78 cents for the like 
period of 1952. A 3-for-1 stock split 
was declared March 10. 


Gross receivables acquired in the 
three months totaled $258,783,263, 
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an increase of $21,728,505 over the 
$237,054,758 of receivables purchased 
jin the first quarter of 1952. Un- 
earned discount and_ insurance 
|premiums continued at a high 
|level, Oare said. 


| Sales, Profits Rise 
At Timken Axle 


Timken-Detroit Axle Co. reports 
sales of $66,492,640 for the thre: 
months ended Mar. 31, as agains 
sales of $63,927,003 for the corre- 
sponding quarter of 1952. 


Sales for the nine months ended 
Mar. 31 amounted to $182,855,045, 
compared with sales of $169,402,749 
|for the nine months ended March 
|31, 1952. 

Net profit after provision for 
depreciation and taxes, but subject 
to year-end inventory and audit 
adjustments for the three months 
ended March 31, amounted to $1,- 
799,666, equivalent to 80 cents per 
share. This compares with net 
profit of $1,787,653, or 79 cents per 
share, for the three months ended 
March 31, 1952. 

The net profit for the nine 
months ended March 31, 1953, 
amounted to $5,223,132, equivalent 
to $2.31 per share, and this com- 
pares with $4,841,248 equivalent to 
$2.15 per share, for the nine months 
ended March 31, 1952, the com- 
pany said. 


2. &. Rubber Sets 
Sales Record 


United States Rubber Co. has 
established a record of more than 
$225 million in sales during the 
first quarter of 1953, and earnings 
are estimated to be at least $7 
million, 12 percent ahead of the 
same quarter in 1952, according to 
H. E. Humphreys jr., board chair- 
man. 

“Sales volume for the rest of the 
year will remain high,” Humphreys 
said. “Later quarters may not quite 
come up to the first. However, 
sales for the whole year will prob- 
ably surpass the record set in 1952. 

“We expect the industry to sell 
93 million civilian automotive tires, 
this year an increase of 13 percent 
over 1952,” Humphrey said. He also 
looks for increasing demand for 
foam rubber mattresses and 
cushioning, rubber footwear, chemi- 
cals and plastics. 

7 x * 


Record-Breaking Backlog 


Reported by Soss Mfg. 


Soss Mfg. Co. started the current 
year with the largest backlog of 
unfilled orders in its history, ac- 
cording to Charles J. Soss, board 
chairman. 

“This backlog has since increased, 
and it currently totals about $3,- 
250,000,” Soss said. “Operations have 
been stepped up since the final 
quarter of 1952, and today we are 
at peak production,” he said. 

* * o 


Stewart-W arner 
Nets $1,076,344 


Stewart- Warner Corp. had net 
profit carried to surplus for the 
first quarter of 1953 of $1,076,344, 
equal to 80 cents per share of $5 
par value capital stock, according 
to James S. Knowlson, board chair- 
man and president. 

Net profit for the same period of 
1952 was $956,097, equal to 75 cents 
per share. First-quarter sales in 
1953 were $33,964,599 and for the 
first quarter of 1952 were $31,254, 
451. 


* * * 


Canadian Boom Spurs 


Payment of Car Loans 


OTTAWA.—Canadian finance 
companies are feeling the effects of 
continuing high employment and 
generally good business conditions, 
with installment payments on loans 
for cars reportedly more prompt 
than during the first quarter of 
1952. 

Finance firms forecast a large 
volume .of business during the 
second quarter, possibly bigger 
than the 1952 volume, should com- 
ditions of the first quarter co- 
tinue, it was said. 


The back pages of every issue of AUT- 
MOTIVE NEWS contain the WANT D 
section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 
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| seasoned manager before you start 
bringing in young men. 
I secured 








By J. B. Van Tassel 
Dealer Business Consultant | 
Epitor’s Note: This the_ sec- 
ond of a two-part series discuss- | 
ing the need for an increased | 
sales force. 

ACK in 1930 we had, to a large | 

extent, the same factories and 
capital in our business that we have 
today, but in that 
year our factories 
were laying idle 
and nobody was 
working and 
spending. Today, 
these same facto- 
ries are turning 
out the world’s 
greatest produc- 
tion because busi- 
nessmen and the 
public are seeing 
the wisdom of 
supporting production by spending. 

In the auto dealer business, we 
need a greater expansion in sales 
manpower than we have ever | 
needed before —not necessarily 
experienced salesmen, but sales- 
men who can and are willing to 
work hard. 

It has been my observation that 
many of the experienced salesmen 
in business today are still trying to 
ride the gravy train. What we need 
is new, inexperienced, youthful men 
with ambition, determination and | 
vision who are willing to learn and | 
work hard while learning — men) 
who are physically fit to pound the} 
pavement and make a lot of con-| 
tacts, door-to-door calls, and come | 


J. B. Van Tassel 
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Chemist Reports 
Plastic for Mass 


Production Cars 


CHICAGO.—A plastic that is suit- 
able for auto bodies, and can be}! 
used in mass production, has been 
found, it was stated here by Dr. | 
Gustav Egloff, research director of 
Universal Oil Products Co., Des | 
Plaines, Ia. 

The material is a resin-laminated | 
glass fiber, is strong and light-| 
weight, and will not dent or rust, | 
he said. The plastic is derived in| 
part from petroleum. 

To show the difference in weight, | 
Egloff said that a bathtub con-| 
structed of the material, would| 
weigh about 15 pounds, as com-| 
pared with 150 pounds for a tub of | 
enamel-covered steel, and about 300! 
pounds for enameled-cast iron tubs. 

Eglo pointed out that petroleum 
is the source of raw materials for | 
more than 5,000 products at the} 
present time. He said that the| 
netro-chemical industry now pro-| 
duces more than 25 percent of total | 
chemical requirements, and pre-| 
dicted that the figure will increase 
to 50 percent by 1962. 





Plant | Brigades 


Cut Fire Losses 


NEW YORK.—Nine out of 10 in-|} 
dustrial fires can be controlled by | 
a cormbination of trained personnel, 
backed up with adequate portable 
fire-1ighting equipment, reports the | 
Fire Protection Institute, 670 Fifth 


Ave. 
This conclusion, the institute | 
says, is based upon a survey of | 


fire-fighting results by safety di-| 
rectors in charge of an industrial | 
cross-section of nearly 500 large | 
factories. 

Safety directors reported that 87 | 
percent of the 1,759 fires on their 
properties last year were put out} 
while still small, by plant fire} 
brigades and trained plant person- 
nel armed with fire extinguishers 
and other portable equipment. In 
only 83 cases were municipal fire de- | 
partments needed to extinguish the | 
blazes. Sprinkler systems were} 
credited with putting out 35 fires. | 

As a result, safety directors| 
stated, the reporting factories had | 
an exceptionally low loss of only) 
one life and property damage of | 
less than $1.5 million. This compares 
with a loss of $39 million tabulated | 
by one statistical agency for 88 
smaller factories having large-loss 
fires in 1952, 


Dealer Business Counsel 


Young Salesmen, Under Capable Management, 
Provide Basis for Volume 






in every day with requests for dem- 
onstrations and appraisals. 
* * * 


Sound Direction Needed 
F COURSE, this kind of an am-| 
bitious program calls for high- | 
grade and experienced sales man-| 





agement and direction—the kind of |Monroe Reps Get Final Pep Talk— 


a sales manager who can really} 
train and inspire young men, 

The day of advertising for ex- 
perienced salesmen in this busi- 
ness is just about over. The 
market has dried up, and so have 
many of the oldtime salesmen. 
There is only one thing to do, and 
that is to advertise for young in- 
experienced men to enter and 
learn how to sell in the greatest 
selling business in the world. 
There is no industry that can of- 

fer young men more opportunity 
to make money and be successful 
than can the auto industry. Mail 
letters out to your customers in- 
viting them to send in young men 


| 1953 sales program. 


A group of Monroe Auto Equipment Co.'s special representatives prepare to take | 
| off from the plant in Monroe, Mich., after completing a two-week course on the firm's 
Joe Bickel (extreme right), sales manager of Monroe, gives the | 


men their final pep talk. From left are Warren Ellis, new special representative for | 
New York and New England; Howard Goll, sales engineer for the central states; Bill | 
Norvell, southeastern representative; Joe Lee, sales engineer for the southern states, | 
and John Biddle, new representative for the Pennsylvania territory. 


who want to get into the auto busi- 
ness; do the same with your em- 
ployes and friends. Contact high 
schools, colleges, night schools and 
churches in your neighborhoods. 


However, before you start a cam- 
paign to hire young salesmen, be 
sure you have a qualified sales man- 
ager who is capable of being a 


leader of men as well as a good 
organizer, Manager, instructor, 
| driver and checker. 

* * * 


Able Managers Scarce 


fan type of sales manager can- 
not be hired cheap and they are 
hard to find, but, as I see it, you 
must first get an experienced and 


A short time ago, 
about 125 college graduates for 50 
dealers, and in less than six 
months, all but seven had quit. 
In most cases, they had been 
handed an order book, catalog 
and price book and told to go to 
work, 

Also, many of them were practic- 
ally forced out of their jobs by the 
older salesmen, The latter could not 


| compete with the younger men, and 


figured it would be better for them 
to get rid of “the young punks” 
quickly before they themselves were 
looking for another job. 

This industry, especially at the 
retail level, badly needs young blood 
-the kind that can give as well as 
take. Don’t forget, 2 percent of 
something is much better than 0 
percent of nothing. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 





Burke Gets Appointment 


L. A. Burke has been appointed 
sales manager of the Capital 
Motors, Ltd., Ottawa. 








Marion Hoists are designed to operate at a 


low uniform oil 
cycle... even 


conditions. 


pressure throughout the dumping 
under the most severe dumping 


Many ordinary hoists require a peak oil pres- 
sure of 1100 pounds per square inch to handle 
the same job that a comparable Marion Hoist, 
with patented lifting arms, does at only 615 
pounds per square inch. 


Consequently, Marion Hoists actually do their 









A complete line 


BODIES AND HOISTS 
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job easier — hydraulic systems last longer, are 
more efficient and dependable, and, in the long 
run, more economical to own and operate. 


Ask your nearby Marion Distributor for the 


convincing details . 
factory — today! 


Deeigued on the Got 


or write direct to the 






MARION METAL PRODUCTS CO. 


Marion, Ohio, U.S.A. 


of standard and special Hydraulic Hoists and Dump Bodies for heavy-duty service 
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(Continued from Page 22) 


been roughly 50 percent ahead of 
a year ago. 

“Used passenger car sales _ in- 
dicated a smaller but still sizable 
gain. In the past month, used-car 
trade has been running moderately 
ahead of a year ago—less than 10 
percent.”—(Sanford Markey.) 

+ + +. 


Buffalo 


New-car sales in the Buffalo area 
during February scored a sizeable 
increase over the corresponding 
1952 month, according to figures 
released by the Buffalo Automobile 
Dealers Assn. 

February, 1953, sales totaled 
2,987, compared with 2,377 in 
February, 1952. January, 1953, 
sales were 2,854. Sales for the 
first two months of this year 
were 5,841, compared with 4,740 
in the similar 1952 period. 

Commercial-vehicle sales in the 
Buffalo area in February totaled 
234, compared with 203 in Febru- 
ary, 1952. Commercial-car sales for 





Plan Your Sales : 


Scientifically 


Every pinpoint on a map... 
every sales area... can be 
accurately measured in the 
automotive industry because 
actual sales statistics are avail- 
able. No other industry can 


gauge market potentials .. . 





the first two months of the 


year 
were 496, as against 458 for the 
1952 period.—(George E. Toles.) 


* * * 


Pittsburgh 

Used cars are moving with im- 
proved weather, but every trans- 
action is made in a_ buyer's 
market, dealers report. Even the 
sale of prewar cars has picked up. 
On the other hand, the used- 
truck department of a new-truck 
dealership suggests that customers 
make their own deal with “any 
reasonable offer accepted.” 

Buick dealers’ new cars remain 
in short supply. 

Meanwhile, business activity in 
general in the Pittsburgh dis- 
trict slumped during the week 
ended Apr. 4, according to the 
Bureau of Business Research of 
the University of Pittsburgh. The 
bureau’s index of business 
tumbled to 161.0 percent of the 
1935-39 average, by far the 


lowest figure reported in 1953. 


TOTAL CAR 
AND TRUCK 
REGISTRATIONS 
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establish sales quotas . . . de- 


termine advertising so ac- 
curately . . . or merchandise 
its products as efficiently be- 


cause actual car and truck 


registration 


available—and compiled for 


you. 


R.L. 


Branches: New York ¢ Chicago * Philadelphia ¢ Cleveland ¢ St. Louis ¢ Cincinnati 


statistics 


are 





TEES 


tures, and potentials .. . 


The index was 191.7 a month 
earlier and 205.9 at the beginning 
of February. 

A severe drop in industrial pro- 
duction resulted when a strike was 
called on one of the railroads 
whose service is vital to a large 
part of the steel industry. With- 
out this service, steel mill oper- 


lations and blast furnace activity 


fell sharply. Furthermore, bitumi- 
nous coal production was greatly 


| reduced, and freight shipments de- 


creased. 

Retail sales showed a_ small 
counter-seasonal decrease, and 
new-car registrations fell de- 
cidedly. However, gross sales of 
Pittsburgh department stores were 
5 percent larger in the four weeks 
ended Apr. 4 than in the same four 
weeks last year. 
fingwell.) 


Nutt Heads Civic Group 


Clifford T. Nutt, head of the 
Packard dealership for the Mon- 
rovia (Calif.) area, has been made 
chairman of the Central Citizens 
Committee of Monrovia and Duarte 
residents. He will direct the com- 
mittee’s campaign for the Mon- 
rovia- Duarte High School bond 
issue, 


(Leon M. Lef- | 





Are you getting your full portion of the market? 





Studebaker Trucks for Indian Army— 


This is a view of some of the approximately 2,000 Studebaker trucks which have 


|been delivered to the Indian Army by Studebaker’s distributor-assembler for India, 


Hindustan Motors Ltd., Calcutta, according to R. A. Hutchinson, Studebaker vice- 


president. 





Webb Gets Hudson Deal Conferee Assails 


Elmer Webb has returned to the 
automobile business and will oper- 
ate a Hudson dealership at 419 N. 
Barron St., Eaton, O. 





How many cars and trucks are registered there? 


ENTER YOUR OWN 
SALES INFORMATION 
IN THESE COLUMNS 
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OWN BUSINESS 





Now, to its invaluable registration information Polk has added a new 
service ... has devised a special printed form showing: 


—number of cars and trucks in operation as of July 1, 1952 
—for each urban post office town; arranged by county and state. 


—printed on 10” x 14” sales-control worksheets with column head- 

ings under which you ean post your own sales figures, expendi- 
comparing each city and county 
instantly with basic registration facts for that specific market. 


Write, wire or ‘phone for the complete story on how this new Polk 
service can fit into YOUR sales picture. 


sei asians 


Sewing the Aulemolive lndualey anid ttt Dealers since 923 


OLK=s 


MOTOR STATISTICAL DIVISION 
431 Howard Street ¢ Detroit 31, Michigan 


ALSO 


CO. 


PLANNED DIRECT MAIL PROMOTIONS 
CONSUMER RESEARCH 

CITY DIRECTORIES 

AUTOMOTIVE STATISTICS 

POLK BANK DIRECTORY 

MAILING LISTS 

CONTEST MANAGEMENT 


Global Juggling 
Of Rubber Prices 


AKRON.—“Divorce international 
politics from the rubber business, 
and natural rubber will seek its 
own level of demand,” said William 
O'Neil, president of General Tire 
& Rubber Co., as he outlined his 
position last week before leaving 
for a meeting of the International 
Rubber Study Group at Copen- 
hagen. 

Commenting on the buffer-stock 
proposal—slated to be a major 
topic on the meeting agenda— 
O’Neil lashed out at rubber specu- 
lators and “price peggers.” 

“You can’t erase’ speculators 
from the market, but the U. S. 
rubber industry has had enough 
bitter experience with ward-heeling 
on an international scale to want to 
force politics completely out of the 
natural-rubber picture,” said 
General Tire’s founder. 

O'Neil cited the tremendous 
strides in synthetic rubber made 
by private industry, and said the 
time has arrived when both rubber 
companies and producers are no 
longer faced with the gamble of 
the plunging and_ skyrocketing 
price structure of natural rubber. 


“For sound economic reasons 
alone, our industry simply can’t 
afford to exhibit even token 


partiality for a commodity which 
has been bumped up to $1.26 a 
pound and bumped back to eight 
cents a pound, all within the same 
year, by international politics,” he 
declared. 

O'Neil said he forsees a sizable 
reduction in the current demand 
for natural rubber, and a slight 
decrease in price. “But,” he admit- 
ted, “natural rubber will always 
have a place in the American 
economy, particularly in specialized 
cases where it is definitely superior 
to its synthetic cousin.” 

In discussing President LEisen- 
hower’s recent recommendation to 
sell Government synthetic plants to 
private industry, O’Neil declared 
that “now we can begin operating 
like normal people, not as poor re- 
lations. Government in any 
business is bad, and its invasion of 
the rubber business was no ex- 
ception.” 





Turnpike Truck Deaths 
Reach Alltime Low 


HARRISBURG, Pa. — (UTPS) 
—Motor truck traffic established 
an alltime low fatal accident 
record on the Pennsylvania 
Turnpike during the first 2% 
months of 1953, according to the 
| Pennsylvania Motor Truck Assn. 


The Accident Prevention Con- 
ference of the group stated that 
only one of the 12 fatal accidents 
on the superhighway during the 
period through March 16 wa: 
caused by a truck. One persor: 
died in the truck accident out 
of a total of 20 persons who losi 
their lives in the 12 accidents. 
Another 29 were injured. 


There were 11 fatal accidents 





on the turnpike during the sam 
period last year, in which 14 per - 
sons were killed and six injure:'. 
Trucks caused four of the -i 
fatal accidents last year whic! 
was the previous alltime low f2- 
tal accident rate for trucks. 
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MIAMI, Fla. — Florida used-car 
dealers have expressed alarm over 
proposed State legislation which 
would provide for compulsory in- 
stallation of automatic turn signals 
on all cars offered ffor sale, 
whether new or used. 

“If the law is enacted in its pre- 
sent form,” said Stacy Rowell, 
president of both the Miami and 
state used-car dealers associations, 
“every used-car dealer would be 
up against an expense that could 
prove disastrous.” 

= + + 


Dealers Organize 
Associations in 


Two Texas Cities 


SAN ANTONIO. — Over 60 in- 
dependent automobile dealers here 
have organized the San Antonio 
Independent Automobile Dealers 
Assn. The following were elected 
as Officers: 

O. C. Tindall, president; E. R. 
Bailey, vice-president, and R. T. 
Betts, secretary-treasurer. Direc- 
tors are Jennings Anderson, Henry 
Callahan, C. H. Carpenter, R. R. 
Coleman, Bill Heil, Dave Hernan- 
dez, Joe Lubel, E. C. Mahurin, Paul 
Montalbo, Tom O’Leary, Mack 
Reeves, Fred Roy, Fred Stanaland, 
Cc. F. Timm, and Nolan Wilson. 

The association adopted a code 
of ethics and a membership plaque 
and are embarking on a newspaper 
advertising campaign to acquaint 
the public with its aims and ideas. 

Also organized recently was the 
Waco Independent Automobile 
Dealers Assn., Inc. Dick Smith, 
former president of the Texas In- 
dependent Automobile Dealers 
Assn., Inc., was elected president, 
while O. O. Owens, was elected 
vice-president and A. J. Mehaffey, 
director of TIADA, was elected 
secretary-treasurer. Directors ap- 
pointed were Frank Weaver, Ru- 
dolph Klatt, Cliff Cole, J. B. John- 
son, and W. A, Terry. 

The Waco dealers intend to em- 
brace all of the independent 
dealers in the surrounding 
territory, working under a code of 
ethics and conforming to the by- 
laws of TIADA, 


New Pa. Group 
Elects Officers 


ALTOONA, Pa.—Used-car dealers 
of Blair County have formed the 
Independent Used Car Dealers 
Assn. The following officers, were 
elected: 

Robert Rossman, president; M. | 
Lingenfelter, vice-president and 
secretary, William Ferro, William 
Ausley, Richard Brumbaugh, Fred 
Lilly and Bernard Shapiro, di- 
rectors. 

The aim of the association, Ross- 
man said, will be to provide the 
public with accurate market values | 
on used cars, to inform the public 
of reliable used-car dealers; to} 
protect the used-car buyer gener- 
ally, and to promote fair and hon- | 
est dealing. 

The association also will aim to 
provide buyers with better cars at 
lower financing rates, more ade-| 
quate insurance and better pro- 
tection. 





— 





R. I. Councilman, 


Used-Car Dealers 
Indicted in Thefts 


PROVIDENCE.—A_ Providence 
councilman, a used-car firm and at | 
least four used-car dealers were 
among 22 firms and _ individuals 
linked last week by the Federal 
Bureau of Investigation and local 
police with a nationwide auto theft 
ring. 

The theft of at least 25 late-model 
cars, 20 of which have been re-| 
covered in Providence, allegedly | 
has been cleared up by the whole- | 
sale indictments. 


Many of the defendants, some of 
them hailing from as far away as | 
Florida and California, have already | 
been arraigned in Federal District | 
Court here, and have entered inno- | 
cent pleas. 

The modus operandi, according 


Used-Car Notes 





to police, was to repaint the stolen 
vehicles at a Providence garage, 
and alter the serial numbers. Some 
cars, Officials charge, were sold to 
dealers in Providence; Lewiston, 
Me., and Fall River, Mass., while 
others were kept by members of 
the ring for personal use, 


The councilman indicted was 
Ernest C. Monroe, who pleaded in- 
nocent to a charge of receiving and 
concealing a stolen car. 


Indicted on conspiracy charges 
were Bren Motors, Inc. (used cars), 
formerly of 1075 N. Main St.; Max 
Gitman, 32, president of Bren Mo- 
tors, and now of Miami; Joseph A. 
Badessa, 29, treasurer of Bren Mo- 
tors; John F. Sowa, 36, and his 
brother, Philip M. Sowa, 50, Fall 
River used-car dealers, and their 
cousin, Matthew A. Sowa, 35, of 
Providence, a bartender. 

Another used-car dealer, Earl J. 
Resnick, 37, of Providence, also was 
indicted on a conspiracy charge. 

Following his arraignment in 
Federal court, where he was given 
permission to return to Florida un- 


A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 


a Sensimatic will do. 








Hered ht 


der $5,000 bond, Gitman was ar- 
rested in connection with a Rhode 
Island Superior Court action 
brought by the Pheonix National 
Bank of Providence. 

A year ago, the bank was award- 
ed a judgment of $9,791 against 
Gitman in connection with an ad- 
vance loan on conditional sales, and 
Gitman subsequently was directed 
to pay $10 a week on the judgment. 
He left Providence after making 
only one payment, it was said. 

Returned to Superior Court after 
his Federal court appearance, Git- 


man was released on $10,000 bail. 
* * * 


Nowak Opens in Buffalo 


BUFFALO. — Leonard J. Nowak 
has opened a used-car lot at 2290 
Bailey Ave. A veteran of 15 years 
in the automobile business, Nowak 
took a lease on property owned by 
foeekman Used Car Sales. He| Packard Promotion—Texas-Style— 
ormerly was sales manager for 
South Park Chevrolet here. 





A week-end sale conducted by Chessher Packard Co., San Antonio, Tex., attracted a 

* e¢ crowd of 2,652 visitors during the three promotion days and resulted in the sale of 
Boli Sells Busi 24 new and 25 used cars. The promotion was one in a series of sales tests now being 
oling Sells usiness conducted under the direction of Fred J. Walters, Packard marketing vice-president, 
WALLA WALLA, Wash.—I. L.|to establish patterns of successful merchandising. A program of 44 radio spots, five 


Boling has sold his used-car television spots and 14 newspaper ads was worked out by Earl Powell, Chessher sales 
business to Vickerman Motors, | manager, and V. E. Doonan, zone manager. Walters said that an analysis of the 


Inc., 2101 Seventh Ave., Lenora. | results would be made available to all Packard dealers. 


IT DOES THESE JOBS—AND MORE! 


Accounts Receivable Ledgers 
and Statements * New-Car Deposits 
Monthly Financial Statement 
General Ledger * Payroll 
Accounts Payable © Age Analysis 
Revenue Distribution 






No other accounting machine is so universally useful— 


There’s practically no limit to the number of accounting 


can do so many accounting jobs with such speed, 
such ease... at such a saving! 


Now there ate five ! 


problems your Sensimatic can solve! Its most Sensimatic 500 with 19 totals 


remarkable feature—the sensing panel or “mechanical 
brain”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 
effort . .. make it simple to learn, easy to use! 


Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 


Sensimatic 100 with 2 totals 


Why not see for yourself how much more Sensimatics 
can do for you? Simply call your nearby 
Burroughs office, listed in the yellow pages of the 
telephone book. Burroughs Adding Machine Company, 
Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 
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salesman for February. 
was awarded the most 


Ford 


Foster Tops Salesmen 
Foster 


R. C. Foster, a salesman for 
Milo Brooke, Inc. (Ford), 4655 
Washington Blvd., Chicago, was 
named the nation’s outstanding 


points among salesmen of 6,400 
Ford dealers in the United States, 
for leadership in sales of new and 
used cars and trucks. 


1 TRUCK or 
a FLEET... 
DEKALE 


is the ONE BODY 
LINE that meets 
ALL your 

requirements 
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maximum efficiency, payload capacity, roadability, 
safety and economy. DEKALB bodies are 
JIG-BUILT for precision, ALL WELDED 
for endurance and have TUBULAR 
STEEL FRAMES for strength 
and lighter weight. 





JIG-BUILT CONSTRUCTION 


To give you greater strength and a variation 
of dimensions, DEKALB tubulor steel frames 
are welded in a jig as o unit... assuring last- 
ing strength. No bolts to loosen, no unneces- 
sory rattles and no maintenance headaches. 


Write TODAY for FREE Brochure on the com- 
plete DEKALB Line for ‘53. 


BODY CORP. 





~WHEN BUFFALO PEOPLE 
GO SHOPPING .... their cars fill 


the parking spaces 
both downtown and 
in 30 shopping dis- 
tricts and plazas. 

Over 942% of all families 


in the Buffalo City Zone read 
The Buffalo Evening News. 











> > Pp Pm SELL THE NEWS READERS AND YOU SELL THE 
WHOLE BUFFALO MARKET OF OVER 1,400,000 PEOPLE 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 
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Dealers Vie for New-for-Old Government Trades... 


Giveaway Circus in Arkansas 


By Inez McDuff 

Staff Correspondent 
LITTLE ROCK, Ark.—Ernest 
3ailey, Cabot, Ark. Chevrolet 
dealer who recently shocked the 
|}auto industry with a new-for-old 
auto trade deal with the Arkansas 
Highway Department, took on a 
new customer last week—the city 
of Little Rock. 
Nineteen’ of 
cars with varying mileage were 
traded even up for the same 


| 

the 
| number of new Chevrolets, Bailey 
| 

| 

| 

| 


city-owned 


has the right to make the same 
trade again before Aug. 1, and 

| receive the same cars in return 
that he recently delivered to the 
city. 

The trade resulted after the city 
appointed a committee to investi- 
gate the possibility of obtaining the 
|Same terms for the city that had 


| recently been accepted by Bailey | 


| for the state highway department. 
| In late March, Bailey traded 78 


eee — 


Reo Now Making 


‘Smaller LPG 
Engine for Trucks 


| LANSING. Production of a 
|smaller Gold Comet engine, de- 
| signed for liquefied petroleum gas, 
| has been announced by A. L. 
|Struble, sales vice-president of Reo 
| Motors. 

The new power plant, with a 
| 255-cubic-inch piston displacement, 
|is the second LPG engine put on 
|the market by Reo. The company 
jentered the natural-gas field last 
|year with a 331-cubic-inch Gold 
| Comet engine. 

The new engine is available as 
|an option in Reo’s Model F-20 truck 
| series, Struble said. It develops 100 
| horsepower at 3,400 revolutions per 
|minute and 182 foot pounds of 
| torque at 1,600 r.p.m. 

“The new 255-engine is the only 
jengine in 


LP-gas,” the Reo announce- 
“This makes the LPG- 


for 
ment said. 


completely factory-built vehicle of 
its size and type.” 





iness Bureau, in an effort to stop 


alleged “false and misleading” ad- | 
vertising by used-car dealers here, | 
has asked 350 Baltimore dealers to} 


sign pledges of fair advertising. 

Pledges were sent out to all 
new and used-car dealers in the 
Baltimore area, asking that they 
support the bureau’s 10-point fair 
advertising program. 


The pledge requests that adver- | 


tised cars be available for sale at 
the pene and terms } qeetes, that 





—_ 


Hudson Adds Dealer— 


Willim A. Hutchinson (left), 


its displacement range | 
specifically designed and produced | 


powered F-20 the only available, | 


new Chevrolets to the state agency 
for 78 used-cars owned by the 


department, with the _ stipulation 
that the department will make the 
same trade again about July 1. He 
has extended the same offer to 
other state agencies. 

Meanwhile, other area dealers 
have joined what the newspapers 


here term “a fantastic giveaway 
circus of new cars.” Many of the 
offers are not as generous, but 
when other state departments of- 
fered competitive bids for sale or 
trade on cars now owned by the 
state, the response was very large, 
it is reported. 
Spvivev Chevrolet 


Co., Benton, 


Ark., offered the best deal to three | 


of the state institutions for a total | 
of five cars, when it offered to | 
trade new cars for old and pay a| 
cash bonus of $50 a car. The in-| 
stitutions were the McRae Tu-| 
berculosis Sanatorium, 
Confederate Home 
Negro Boys Industrial School. 
State Purchasing Agent 
Walker handled the transaction. 

The state hospital for nervous 

diseases negotiated with the 

Spivey firm to trade two cars on 

the same basis, but withdrew the 

advertisement for bids because 
the used cars on hand had very 
low mileage, Walker said. 

“We got some fantastic offers 
from five dealers after advertising 
these cars for sale or trade,” Walk- 
er said. “The offers showed wide 
variance, but the Spivey Co. sub- 
mitted the lowest and most favor- 
able bid under the specifications 
iset up by this office.” 

Some other bids, offered to the 
|Aleohol Beverage Control Board 
and rejected because thev did not 
meet specifications stated 
iad, were as follows: 

Bale Chevrolet Co., Little Rock: 
To trade 11 new cars for 11 used 
|ears, with the ABCB to pay $2,000 
in addition. 

Dutch O'Neal Co.. 
|Plvmouth dealer: To trade 11 new 
| Pivmouths for 11 used cars, plus 
a $5 bonus to the state on each 


| car. 


Critz Chevrolet Co., Little 





| U.C. Ad Pledge Asked 


BBB Urges Baltimore Dealers to Adhere 
To Fair Business Practices 
BALTIMORE.—The Better Bus-| taxi and demonstrator cars be ad- | 


vertised as such, and that tradein | 
not | 


allowances be bonafide offers 
“bait.” 


| manager, said: 
gram is designed to produce great- 
}er public confidence in automobile 


Arkansas | 
and Arkansas | 


E. A.| 


in the} 


N. Little Rock | 


| 


E. M. Lockhard, bureau general | 
“The bureau’s pro- | 


| advertising through the voluntary | 
| observance by dealers of a reason- 


| able and workable standard.” 

A survey conducted in April, 
according to the bureau, showed 
seven of the most widely adver- 
tised used-car lots employing mis- 
leading advertising practices, 
One lot, which advertised nine 

cars for sale in the morning, had 
none of them available later in the 
day, 
described the 
being wrecks, former taxicabs and 
junkers. On another lot, the bureau 
reported, seven cars were priced 
higher than as advertised and re- 


contrary to the advertisement’s 
cioownpayment” statement. 


‘Back Jewish Appeal 

| NEW YORK.— Manhattan and 
|Bronx automotive executives met 
|last week in support of the 1953 
| Joint Defense Appeal campaign, it | 
| was announced by Adolph Schnur- | 
macher, of East Side Chevrolet | 
| Corp., JDA division chairman. 





it was said, and a salesman | 
cars advertised as/| 


quired a substantial downpayment | 
“no 


N.Y.C. Automotive Leaders 


The automotive and accessories | 
|industries are helping JDA raise | 


|New York City’s share of the $5} 


|million necessary to finance the 


Hudson-Duluth, Duluth, Minn., a veteran of| Committee and the Anti-Defama- 
27 years in the auto business, signs his|tion League of B’nai B'rith. JDA} 


new Hudson franchise as E. J. Carroll, 
Minneapolis zone manager, looks on. 


|is the fund-raising arm of AJC 
}and ADL. 


owner of | activities of the American Jewish | 





Rock: An even trade of 11 new 
cars for 11 used cars, and a 
second trade of new cars for the 
currently offered cars on June 10. 


Spivey Chevrolet Co., Benton 
Ark.: An offer to trade 11 new 
cars for 11 used cars, with the 
state to pay an additional $2,840 


on the deal. 

Bailey Chevrolet Co., Cabot, Ark.: 
An even trade of 11 new cars for 
11 used cars, and a second trade 
for the cars currently offered on 
or before July 1. For that trade, 
Bailey would also pay the ABCB 
a bonus of $51 on each car. 





DOLLARS WORTH 
IN THE AUTO ACCESSORIES 
FIELD! 
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Las-Stik—sales leader for over 25 years 
in the polishing cloth field—offers a 


Joaati KING SIZE 


POLISHING CLOTH 


Heavy flannel, wax-treated, 
stitched edge. Double the size of 
the — 60c seller. FULL 

_«, YARD WIDE, put up 
in re-usable plastic 
bag that snaps open 
and shut. Priced to 
sell, at full mark-up, 


\ for only 5 joo 


ORDER NOW FROM 
YOUR JOBBER 


baw» OU 


TD hit 
ts “pli r 
5 — 









LAS-STIK MFG. CO.. HAMILTON, O. 








Everything for 


Station Wagons 


PARTS ano useo 
Refinishing Kits 


Doors, Seats, Hardware, Etc. 





Quick Service on 


REPAIRS & REFINISHING 


CANELL_ 


616 Communipaw Ave. 
Jersey City, N. J. 
DE 3-6898 and DE 3-1275 


Hevicrome Name Plates 


Zine die-cast with heavy chrome 
plate-— NO DIE CHARGE 


Quality chrome — EXTRA HEAVY 
Small orders filled 

Available in original designs 
Prompt delivery assured 


For complete details send for fre: 
illustrated brochure and quotations 


3420 MARKET ST. PHILA. 4, PA 
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Dealers 





‘Continued from Page 3) | 


cannot continue to use an au- 
tomobile without a place in 
his locality where automo- 
biles are sold and serviced. 


This situation puts a heavy 
burden of community respon- 
sibility upon the local auto- 
mobile dealer. Motor car 
transportation can be consid- 
ered as the life blood of the 
social body we call a com- 
munity. If motor cars do not 
move freely, the result is 
much the same as if the cir- 
culation of blood in a human 
body is impaired, slowed down 
or stopped. By the very na- 
ture of his business, the auto- 
mobile dealer becomes a kind 
of public servant with an ob- 
ligation to bring to his com- 
munity the maximum advan- 
tages of motor car ownership 
at the very minimum of cost. 
The life, vitality and growth 
of his town depends in large 
measure upon how the auto- 
mobile dealer meets this re- 
sponsibility. 

Most communities are 
served by more than one 
automobile dealer and 
often by many other sources 
of motor cars and motor 
car service. One does not 
have to be a franchised 
representative of an auto- 
mobile manufacturer to sell 
used automobiles, acces- 
sories, or repair and re- 
placement service. So the 
local automobile dealer has 
no monopoly. 


But properly and univer-| 


sally, he is regarded as the 
most responsible source of 
automotive transportation. 
The ultimate test of his qual- 
ifications rests with the people 
of his community. The good- 
will of those who deal with 
him is the priceless factor in 
his success. 


* * * 
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| School Safety 


Detroit Boy Wins Ist Prize 


In Poster Contest 


WASHINGTON.—A Detroit 
schoolboy, 14-year-old Herbert Olds 
jr., emerged as victor over 6,051 
entrants in the ninth annual school 
| safety poster contest sponsored by 
|the American Automobile Assn. 

: Young Olds, a newspaper carrier, 
@jisubmitted a poster in which a 

|child’s face, alert for traffic dan- 
sea 


Tell Me 









trained, experienced, skilled) 
and responsible mechanical | 
men, competent shop super- 
vision and a full general office 
staff. 


The payroll of automo- 
bile dealers in America to- 
day is more than two and 
one-half billion dollars an- 
nually. Most of the sum is 
for labor 


| gers, is framed against the back- 
|ground of an open umbrella. “Be 
| Extra Alert on Rainy Days” was| 
the theme, 

For winning the grand prize, Olds! 





in the service 
department of the business ‘3 CG | 
—keeping the wheels turn- “4 
ing so that everyone may “Sq! 


fully enjoy the higher 
standard of living, learning |§ 
and social contact that au- |S 
tomotive transportation 
brings to the entire family. ; : : 
ar Mildred Robbins directs service oper- 
A vast number use their | ations from the control tower of Johnston, 
icars to get to and from the Inc. (Oldsmobile), Trenton, N. J. She also 
| job daily, and to many others | is enrolled in a course in automotive me- 
fest . chanics and intends to make her career 
driving rs _ = much . in the auto service business. 
part of the job as the service) — ———$_—_——— 
at cn cas dee been elected to public posi- 
. tions of trust and power. 


Today the great majority of | ‘This is the kind of man who| 
|people make holiday and va-\i, pytting his shoulder to 
jcation trips in the family| our wheel today. He is sin- 
automobile. = ‘cere in his feeling of respon- 

_The responsibility to know |sibility to you and the other 
his business and how to man- |motorists in his trading area. 
_age his business lies squarely |Go to him for counsel, friend- | 
upon the local automobile|}y cooperation, and all your) 
dealer. The very lives of those motoring needs. He is an-| 
/he serves depends upon the/|chored deep in your commun-| 
(care, skill and dependability jty. He has invested his| 
of the men he employs and|money and his future in his| 


‘the supervision he gives to home town—in you and the| 


|Trenton Calling— 





~ 


every detail of his service! other motor car owners whom | Og 

ee. ees he seeks to serve. ee" - 

TPYODAY’S high speeds de-|r7\HE cars he sells and the j —N\Z 

| mand mechanical integ-| I service he renders are not ba Tete 

rity in every detail of the car things you buy, use up and ie: ‘ i f ' ' f f ' 

and dependable responsibility forget about. Your automo-| 53 ees Nee 
in every service operation. | pije will always be a vital part) === 


Y * s | . . 
|; our automobile dealer is not |of your daily life, the partner 
| just “drumming up business 


‘in your work and play, the 
\when he urges you to have | willing servant of your need, | 


|the car checked frequently|the link between you and all) 
| and to bring it in for service} 


the pl fi 
at the first sign of trouble. food cay nla ee * 
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| will receive $350 for an art scholar- 
|ship and $25 for taking first place 
in his slogan class. 


Cash prizes totaling more than 
$2,300 were offered this year, 

The first 10 winning posters will 
be distributed to elementary 
schools each month next year. 


Normoyle Joins Remmer 
Ed V. Normoyle has been ap- 


pointed general manager of Rem- 
mer & Jordan Pontiac in Oakland, 
Calif. The announcement was made 
by Bill Remmer, president of the 
East Bay Pontiac dealership. Nor- 
moyle was just recently released 
from the Army. 





OVER 2,000 Shops 


ARE INCREASING PAINT SHOP PROFITS 
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{ 
HE automobile dealer is|| ‘fr 
considered by some asj|ing” is one way he can meet 
only another merchant. But| his responsibility to his com-| 
an examination of his opera- | Munity. 
tion will show him to be very | Over the nation gener- 
different from the store-| ally the franchised automo- | 
keeper. The principal business| bile dealer measures fully up | 
of a department store, a pro-| to the requirements of his 
vision store or most any other| responsibilities. He is a re- 
store is selling things to! sponsible, civic-minded citi- 
people. The principal business; zen who gives freely of his 
of the automobile dealer is| time, energy and money to | 
servicing the thing which he the support of his commu- | 
sells. Nobody needs more than nity. Records show that last 
a vacant lot or a tent or a| year automobile dealers in 
showroom to sell an automo-| the United States gave 
bile. | $47,000,000 to religious, 
But to be responsible to charitable and educational 
that purchaser for constant) organizations in their com- 
and permanent satisfaction in| munities. Much more was 
ownership of the car he| given which was not re- 
bought, demands a heavy in-| corded. 
vestment in buildings, shop) In many communities auto- 
equipment and tools, ample| mobile dealers are leaders in 
stocks of all necessary re-|clubs and community prog- 
placement parts, a staff of|ress activities. Many have 











MAKE UP TO $50 PER ORDER — Nothing to Buy! 


Every car and truck dealer, rental service, garage 
or parts distributor is a good customer for our 
complete line of high-selling, specially designed, 
personalized Christmas Cards featuring authentic, 
beautifully colored reproductions of “old-timers” 
including early models of Buick, Cadillac, Chev- 
rolet, Chrysler, Ford, Hudson, Nash, Oldsmobile, 
Packard, Pontiac and Studebaker. 

Show our sample line . . . make the SURPRISE 
BONUS OFFER and take the order. Each card 
will be imprinted with firm or individual name. 


Act fast . . . Write today for FREE SAMPLES and complete details. 
AUTOPRINTS, 220 E. 46 Street, New York 17, N. Y. 








“Preventive car condition-| pyt the care of your car| 


into the hands of the one man | 
in your community who is 
really prepared for that great | 
responsibility — the Automo- 
bile Dealer. 


As an automobile dealer, 
we recognize and accept the 
obligation to provide all 
modern facilities for the 
economical operation and 
maintenance of automotive 
vehicles. Our investment of 
capital in buildings and 
equipment, parts, materials 
and labor is for the sole 
purpose of making it safe, 
inexpensive and profitable | 
to own and operate a motor | 
ear in this community. | 

Here you will find at all) 
times a place where responsi- | 
ble, intelligent, courteous mo-| 
tor car service can be ob-| 
tained at the lowest cost that | 
modern methods and equip- | 
ment make possible. 

You are invited to make 
this your car’s home. Drive in 
any time for counsel, infor- 
mation or any required serv- 
ice. Our interests are mutual. 
Our services give you more 
of the benefits of car owner- 
ship. Your goodwill secures 
the future of our business 
here. 


DEALER’S NAME 
Street Address Phone No. 
City State 





FOR A DEMONSTRATION 
IN YOUR SHOP 


More Dry Quick baking equipment is in 
use in auto paint and body shops than all 
other makes combined, and the reason is 
not hard to find. It’s because Dry Quick 
Baking Panels bake both spot and all-over 
jobs faster, producing smoother, wrinkle- 
free finish with less operating cost and 
with no bulbs or sockets to replace. 




















Let us show you with an actual demonstra- 
tion right in your own shop with your own 
personnel how the Dry Quick Infra-red 
equipment will double your volume and 
profits with no increase in shop space 
or overhead. No claims; no prom- 
ises. You see what the Dry Quick 
Baking Panel will do before you 
buy it. Remember—you can do 
it for as little as $100 down. 


Ue La AY 
TO BURN OUT 


eM age eal a a 
EXPENSE 





GREENSBURG 
’ ’ Un Y, 
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On West Coast: Dry Quick Sales Co., 4710 Crenshaw Blvd., Los Angeles 







DAILY 
DIVIDENDS! 









With regular American Airfreight 
shipments, you reduce overtime 
by gaining production time. Thus 
you earn a worthwhile daily 
“dividend.” 












For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17,N. Y. 











Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


RLAP PRICES 





Here’s Good News for You 


Prices are down! What’s more, you can build 
your long-term automobile cushion program on 
Bemis Burlap—as you prefer it — because 
everything points to a long continuation of the 
favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis & 


General Offices—St. Louis 2, Mo. 


Detroit ¢ Brooklyn © Chicago @ Indianapolis @ Boston 
New Orleans @ New York 


erate 
PRODUCTION 


Sgn a 
GREY IRON “GASTINGS 
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FOUNDRY SDIVISION 


MAIN OFFICE MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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| FTC May Enter Inquiry .. . 


Car-Financing Racket 


Stirs Up Baltimore 


BALTIMORE.~— Efforts are 
|underway to investigate this city’s 
|alleged used-car financing racket, 
| according to R. Bruce Livie, head 
of an auto sales firm here. 

Livie reported that the Federal 
Trade Commission, at the request 
of Gov. McKeldin, would definitely 





| 
| a 


Textileather Head 
Says Business Has 


Learned to Behave 


TOELDO. —If most of the legal 
| compulsions and restraints imposed 
|/on business during the last 50 
| years were removed, business would 
still follow its present enlightened 
course because “it has learned that 
this is the better way,” Jules D. 
| Lippmann, president of Textileath- 
er Corp., said in an address here. 

Speaking on “The Industrial Pat- 
tern, Old and New,” Lippmann 
traced American industrial history 
from the period of its most rapid 
expansion after the Civil War, 
when thoughtless exploitation of 
natural resources and labor were 
common. 

Lippmann said the _ industrial 
barons of the late 19th and early 
20th centuries “accumulated wealth 
that has since been used to scatter 
colleges and universities through- 
out the land and to create scientific 
institutions and medical foun- 
dations, staffed with men who have 
been given the leisure to search for 
ways in which life is being made 
better for all. 

“Business has learned,” the 
speaker said, “that workers are 
the best market, because mass pro- 
duction, with its many benefits to 
industry, is impossible without 
mass consumption.” 


Market Advisors 
Named by API 


WASHINGTON. — Establishment 
of a marketing research commit- 
tee as a new service unit of the 
American Petroleum Institute was 
announced last week by Robert 
M. Bartlett, API vice-president for 
the division of marketing. 

Nelson H. Seubert, of Standard 
Oil Co. (New Jersey), was elected 
chairman of the new committee at 
its organizational meeting. 

Scope of the committee’s activi- 
ties was outlined as follows: 

1. To recommend existing tech- 
niques and to work on new mar- 
keting research techniques for 
solving or assisting with the solu- 
tion of marketing problems. 

2. To act in an advisory capacity 
to existing Federal and state in- 
dustry bureaus by helping them 
with various marketing problems. 
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Protecting the Protector— 


This group of school patrol guards 
models some of the raincoats presented 
to guards of Lockport, Wilson, Gasport, 
Barker and Middleport, N. Y., by the Auto- 
mobile Dealers Assn. of Lockport. Standing 
in the second-to-last row (from left) are 
Mayor Maillet; Claude Flagler, Newfane; 
Floyd A. Halstead, Middleport, and Clar- 
ence O. Bailey, president of the as- 
sociation. In the last row are Al Morgan, 
chairman of the dealers’ raincoat com- 
mittee; and Police Chief Franklin J. Tracy. 





study complaints received about 
used-car dealers being involved in 
interstate commerce. 


Its decision to investigate came 
on the heels of a report by the 
Baltimore Better Business Bureau 
that it receives daily complaints of 
excessive finance charges for used- 
car purchases, and the calling for 
legislation by Chief Magistrate 
William Laukaitis, which would 
clearly define the limits of auto- 
mobile finance charges. 


Edwin M. Lockard, general 
manager of the privately 
sponsored Better Business 
Bureau, reported that some of 
the complaints involved rates 
representing over 50 percent of 
the unpaid balance of the 
purchase price of a second hand 
automobile. 


Lockard added in his report that 
in the absence of a Maryland law 
limiting auto financing rates, the 
Better Business Bureau is trying 
to educate buyers against signing 
sale contracts until they know how 
much they are being charged. In 
many cases, reported the bureau, 
buyers found a different price on 
their contracts from what they 
were told by salesmen. 


Chief Magistrate Laukaitis, dis- 
cussing a hearing which involved 
an interest charge of $203 on a 
balance of less than $700, said some 
contracts are “just as clear as 
mud.” 


William J. Meyers, president of 
the Baltimore Auto Exchange, 
1708 N. Charles St., who had 
been called into court to explan 
why he should not be charged 
with usury, explained via his 
lawyer that interest and finance 
charges are determined accord- 
ing to financial risk, 


Magistrate Laukaitis said that 
he had studied the law pertaining 
to the case, but had found it “very 
vague.” “My opinion,” he said, “is 
that the present laws are _ in- 
adequate, and I hope that Legis- 
lative Council will consider the 
passing of adequate legislation 
which will clearly define the limits 
of interest, charges and/or service 
for financing charges. 


Oil Firm Head 
Urges Strategic 


Reserve for U.S. 


DETROIT.—Speaking on “Oil in 
World Strategy” before the Eco- 
nomic Club of Detroit last week, 
B. Brewster Jennings, president of 
Socony-Vacuum Oil Co., Inc., said 
that one major goal of the U. S. 
should be “to assure oil for any 
military emergency, and for the 
continued building of the economic 
strength of the U. S. and its 
friends for many years to come.” 

He said a long-term policy on oil 
should embrace an adequate supply 
of domestic oil for U. S. armed 
forces and economic needs, without 
jeopardizing present oil reserves, 
and should at the same time main- 
tain this country’s access to over- 
seas sources of oil. 

One of these overseas areas, the 
middle east, contains nearly two- 
thirds of the free world’s proved 
reserves of oil, Jennings pointed 


out. The U. S., he said, has only a 


third of the world’s reserves but 
consumes two-thirds of all the oil 
produced outside the iron curtain. 

Jennings explained that the stra- 
tegic implications flowing from 
the present makeup of the world 
oil industry fall under three head- 
ings. First, he said, the free world’s 
11-to-1 superiority over Russia and 
her satellites in oil production is 
one of the great deterrents to war, 
and the free world’s access to 
middle east oil is an important 
factor in this superiority. 

Second, the speaker asserted, re- 
lations among western oil compa- 
nies and countries of the middle 
east are generally friendly, Third, 
oil revenues are as important to oil- 
producing nations as the oil itself 
is in the economic and military re- 
building of the _ oil -consuming 
nations, notably western Europe. 















Industrial Activity Rise 


Noted in New England 


BOSTON.—The New England 
Purchasing Agents Assn, has 
reported that a poll of its 
members shows increasingly 
better business in New England 
during the first three months of 
1953. 

Of 106 companies, 36 percent 
described production as _ better 
than in February, In January, 
only 22 percent said production 
was better. The survey also 
showed improvement in new 
orders and employment, the as- 
sociation said. 
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SHORTSTOP 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 

Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 
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National advertising volume in 
newspapers established a new rec- 
ord of $526,058,000 in 1952, it was 
announced last week by Stuart M. 
Chambers, chairman of the board 
of directors of the bureau of adver- 
tising of the American Newspaper 
Publishers Assn., at the organiza- 
tion’s annual convention in New 
York. 

Chambers pointed out that the 
figure covers only measurable na- 
tional newspaper advertising, and 
does not include the many mil- 
lions of dollars invested by nation- 
al advertisers in cooperative 
space, which is partly paid for by 
distributors and dealers. 

A breakdown of the advertising 
expenditures by Media recerds 
shows that total automotive adver- 
tising, including aircraft, was sec- 
ond only to total grocery adver- 
tising. The automotive total was 
$97,874,000, compared with $120,825,- 
000 for groceries. 

However, the highest volume ad- 
vertisers listed within any of the 
groups in the Media Report was 
new passenger cars. A total of $52,- 
699,000 was expended by auto man- 
ufacturers during the year. 

Other members included in the 
automotive total were aviation, 
$834,000; gasolines and oils, $13,- 
107,000; parts and accessories, 
$553,000; tires and tubes, $5,023,- 
000; trucks and tractors, $6,161,- 
000, and miscellaneous automo- 
tive, $19,497,000. 

The national figure for 1952, 
Chambers said, “makes last year 
the seventh consecutive one in 
which newspapers have reached an 
alltime high in national advertising 
revenue. Our total advertising rev- 
enue, too, has moved along to new 
heights, exceeding the two billion 
dollar level for the second year in 


a row.’ 
* * *x 


Quick Discontinued 


Quick magazine will be dis- 
continued with the issue dated 
June 1 and will be merged with 
Look, Cowles Magazine has an- 
nounced. 

“The decision to discontinue 
Quick was not an easy one to 
make,” said Gardner Cowles, 
president of the publishing firm, 
“Quick is unusually popular with 
its readers, as proved by its 
steady circulation growth to more 
than 1,300,000. 

“But its abnormally small page 
size, while proven effective for 
some advertisers who used it in- 
geniously, has proved also to be 
too great a hurdle for many ad- 


vertisers.” 
* ok * 


New Records for Look 


Look Magazine has announced 
that both circulation and advertis- 
ing revenue in the first quarter of 
1953 were the largest of any first 
quarter in history. 

__ Advertising revenue for the | For the last two years Marker revenue for the 


Affecting Factories and Dealers... 


Auto Advertising 








first quarter of 1953 totaled $4,- 
443,000—up 5.2 percent over the 
first-quarter revenue in 1952 and 
up 236.1 per cent over the first- 
quarter revenue in 1946, the first 
full postwar year. 

Circulation for the first quarter, 
averaged approximately 3,400,000— 
up roughly 103,000 from the simi- 
lar period of 1952 and _ 1,104,000 
from the first quarter of 1946. 


* * * 


Radio Outiook 


“Radio’s wounds from TV have 
healed rapidly in most cities, and 
as a result radio will do substanti- 
ally more business this year than 
in any previous year,” Kevin B. 
Sweeney, vice-president, Broadcast 
Advertising Bureau, Inc., told Ok- 
lahoma City advertisers ‘and agen- 
cies. 

“The clue to what is happening 
or will happen all over the coun- 
try is in what has already hap- 
pened in Los Angeles and New 
York,” Sweeney told the two 
groups. “After five years of max- 
imum TV competition with seven 
TV stations in each market, Los 
Angeles and New York radio sta- 
tions are still prospering, with 
many reporting their highest bill- 
ings in history. But nine of the | 
14 TV stations are still in the 
red.” 

The BAB vice-president took is- 
sue with the idea that other media 
were going unscathed from TV, 
pointing out that New York City 
newspapers distributed 500,000,000 
fewer copies than they should have 
during 1952. “The New York City 
dailies lost a quarter billion copies 





a year through circulation decline 
in the past two years when they 
should have had a circulation in- 
crease of a quarter billion due to 
the increased number of families,” 
Sweeney said. 

* * 


C-E iia Chalmers 


William A. Chalmers has been 
named vice-president and _ di- 
rector of radio and television for 
the Campbell-Ewald advertising 
agency, Henry G. Little, presi- 
dent, announces, Chalmers will 


make his headquarters in De- 
troit. 
From 1947 to 1951, Chalmers 


was associated with Kenyon & 
Eckhardt, Inc., first as account 
executive on the Ford Motor Co. 
account and later as vice-presi- 
dent and director of radio and 
television. For the last year and 
a half, he had been vice-presi- 
dent and director of radio and 
television for Grey Advertising 
Agency, Inc. 
* + 


Chrysler Movie Boss 
Appointment of Thomas P. 





Marker to the public relations staff 
of Chrysler Corp. has been an- 
nounced. He will be in charge of 
motion picture activities. 

For the last two years Marker 


had been on a tour of duty at the 
Navy’s photographic center in 
Washington, where he made train- 
ing and public release films in the 
United States and Korea. 

Prior to World War II, he was 
a film writer and taught English 
at the University of Notre Dame, 
from which he was graduated in 
1940, 

* * + 
Top Prest-O-Lite Drive 

With the theme “Prest-O-Lite be- 
lieves in the battery wholesaler,” 
Prest-O-Lite Battery Co. has 
launched what it describes as the 
greatest ad and sales promotion 
campaign in its history. 

The program, including the ex- 
panded ad campaign with a pro- 
football tiein, was outlined to dis- 
trict managers during a_ recent 
meeting in Toledo by A. A. Feld- 
man, sales manager. 

Feldman declared that the ad- 
vertising this year would be the 
greatest in history on both the 
trade and consumer levels. 

Double-page, two-color ads in 
leading trade publications having 
a total circulation of 383,000 will 
feature dealer testimonials, Spe- 
cial ads are being planned for 
fleet publications. 

Other promotional pieces slated 
for this year include direct mail to 


dealers, dealer prospects and fleet | 
“Highlights of Pro-Foot- | 


owners; 
ball,” a 28-page booklet by Grant- 


land Rice; and the Prest-O-Lite Hi- 


Level Battery News. 


National advertising will be di- | 
rected at an estimated 52 million | 


car owners through a dozen maga- 
zines, including Look, Saturday 
Evening Post and Collier’s. 
advertisements, concentrated dur- 
ing the peak battery sales season 
from July to December, will feature 


the Prest-O-Lite tiein with football. 
7~ * | 


ea 


Ad Parley to Hear Price 


Hickman Price jr., president of 
Willys-Overland Export Corp., will 
be moderator of the hard-goods 
panel to be conducted during the 
afternoon session of the Fifth In- 
ternational Advertising Convention 
on May 7 in New York’s Plaza 
Hotel. 

During World War II, Price 
was a member of American eco- 
nomic missions that delved into 
the trade problems of Africa and 
the middle east, and since 1945 
he has held high-level posts in 
the auto industry, most of them 
in the international field. 

James A. Farley, chairman of 
the board of Coca-Cola Export 
Corp., will make the main address 
at the convention at luncheon, 

Speakers preceding him at the 
morning session will be Dexter 


|Keezer, director of the department 


of economics of McGraw-Hill Pub- 
lishing Company; Howard S. Tier- 
ney jr., operations vice-president of 
E. R. Squibb & Sons International; 
Eldridge Haynes, publisher of 
Modern Industry and Tide, and 
William Robert Kapp, market an- 
alyst of Pfizer International Serv- 
ice Co., Inc. 
7” * *~ 


N. Y. Trib Streamlined 


The Herald Tribune says it is 
the first standard-size newspaper 
in New York to streamline its 
proportions while simultaneously 
modernizing its makeup. 

All headlines are now briefer, 
simpler, airier and better spot- 
lighted. One caption, below each 
picture, does the work formerly 
done by two. News items of re- 
lated nature are coordinated. The 
size of each page is more com- 
pact, more comfortable to hold 
and to fold. 


* ® x 


Denham Adds New Office 


The addition of an _ industrial 
news office to provide television, 
radio and the other media with 
news on industrial and technical 
developments has been announced 


: |by Athel F. Denham, president of 


Kilburn's Grand Opening Really a Circus— 


When Stanley S. Kilburn (Chrysler-Plymouth), Bayside, N. Y., opened its new show- 
room at 209-01 Northern Bivd., it brought a circus to its parking lot, with perform- 
ances free for everyone. Besides the elephants, there were other animal acts and, of 
course, clowns. Stanley S. Kilburn provided the finale by driving up in a 1953 Chrysler 
Imperial and announcing that Sita, the 1,750-pound elephant, would walk alone 
through the back doors of the car. Sita did—gracefully and unaided. 


Denham & Co., Detroit industrial 
advertising agency. Paul L. Stewart 
jr.. former newspaper editor and 
radio continuity department head, 
has been selected to head the 


office. 
~ * + 


Joint Ads for TWA, Avis 


Trans World Airlines is the 
second major airline to cooperate 
with Avis Rent-A-Car System in 
promoting plane-auto travel in a 
joint advertising program. The first 
of a series of such full-page ads 
appeared in the Apr. 20 issue of 


The | 








Newsweek. American Airlines was 
the first to unit with Avis in the 
joint promotional campaign. Ruse 


& Urban, Inc., Detroit, is the 
agency for Avis. 
> * + 


Baseball Opener 

White Motor Co. held its annual 
baseball opener luncheon and 
ball game party” for Cleveland 
newspaper and radio personnel at 
the Union Club and Stadium. 
President Bob Black continued 
the company’s policy of limiting 
speech-making at the affair to 


just 60 seconds. 
+ + 


* 

‘Cars’ to Publish Ads 
Fawcett Publications, Inc., New) 
York, has announced that effective | 
with ‘the September issue, advertis- | 


ing will be accepted in Cars maga- | 
zine, Originally published in Janu- | 
ary as a bimonthly, the magazine | 


is now on a monthly basis. 
According to W. H. Fawcett 
Jr, President of Fawcett Publi- 


| Bldg., 





61 


cations, the editorial policy of 
Cars will be dedicated to serving 
“everybody who has any interest 
at all in cars—the whole car 
| public instead of any small 
| Specialized segment.” 
| The editor is Arthur Unger, edi- 
tor of several Fawcett Publications’ 
annual automotive books. 
* * * 


| Parade’s Net Color Rate 


| Another move toward uniformity 
in the syndicated Sunday magazine 
field will take effect July 12, when 
Parade changes to a net rate for all 
| color advertising—no longer includ- 
spe production costs in its color 
space rates. This is in line with 
| present practices of The American 
Weekly and ante Week. 


+ 


Joins Tribune Office 


Robert E. Agnes has been added 
to the Chicago Tribune’s Detroit 
| | advertising office at 1761 Penobscot 
according to Wallace E. 
Bates, manager of the office. 








ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 


Dean of Automotive Sales Trainers 


A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 


W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 


FULLY IN TRAINING OVER 50,000 


No. 5—The Techn 


AUTOMOBILE SALESMEN. 


No. 1—The Eight Automotive Success Fundamentals. 
No. 2—The Automotive Selling Process. 
No. 3—Eighty Ways to Find New Prospects. 
No. 4—Personality—the Key to Leadership. 

| of Used Car Salesmanship. 
No. 6--Beveleping and Testing Your Sales Talk. 


PRICE 


$1.50 EACH 


Postpaid 


Be sure to specify which Manuals are wanted, or buy all SIX for 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 


CHICAGO 4, ILL 





Here’s 


Delta Pressure Gun 


Save time and money—use 


“cold steam” 


Delta Pressure Gun. Cleans motor parts and 
chassis; pressure clean your equipment in shop. 


$9.95 each. 


Delta Degreaser Concentrate 


Use one part of this rapid working concentrate with 6 to 
8 parts kerosene to remove old grease, dirt, and oil FAST. 
All the advantages of steam cleaning without its unpleas- 
antness and expensive setup. 





GUARANTEED SATISFACTION 


Initial orders are shipped on 


a thirty-day trial basis, subject to 


our regular open terms. Make your own extensive tests. If not sat- 
isfactory, you are authorized to return at our expense the unused 
portion, and the material used in the trial will be at no cost to you. 


| 
| Delta CHEMICAL COMPANY « 682 So. Cox St. - Memphis, Tenn. 





| C0 Please ship AT ONCE 30 Gal. Drum of Delta Degreaser Con- | 
centrate at special price of $2.35 per gal. I will receive Delta 
| Pressure Gun FREE of extra charge. | 
| O) Ship the 15 Gal. Drum of Delta Degreaser Concentrate at | 
| $2.45 per gal. I will receive the Delta Pressure Gun for $5.00 | 
(half regular price). F.O.B., MEMPHIS. 
| FIRM . Te | 
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— Coming Events= 





Dealer Conventions 


May 3-5—North Carolina Automobile 
we” Assn., Carolina Hotel, Pinehurst, 
N.C. 


May 4-5— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 12— Automobile Merchants Assn. ot 
New York, Inc., Waldorf-Astoria Hotel, 
New York. 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston, 

May 14-15 — Illinois Automotive Trade 
Assn. and Chicago Automobile Trade 
Assn. (jointly), Palmer House, Chicago. 

May 14-15 — Nebraska New Car Dealers 
Assn., Fontenelle Hotel, Omaha, Neb. 

May 21-23 — Washington State Auto Deal 
ers Assn., Davenport Hotel, Spokane, 
Wash 

June 11-14—Spring Meeting, Directors and 
County Vice-Presidents, New York State 
Automobile Dealers Assn., Thousand 
Islands Club, Alexandria Bay. 

June 25-27—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Mich. 

— 23-26—Automobile Dealers Assn, of | 

est Virginia, Greenbrier Hotel, White | 
Sulphur Springs, W. Va. 

Sept. 9-10—N.H.A.D.A. Granlidden Hotel, | 
Lake Sunapee, N. H | 

Sept. 10-12— Maine Automobile Dealers | 
Assn., Samoset Hotel, Rockland, Me. 

Sept. 13-14—Colorado Automobile Dealers | 
Assn., Broadmoor Hotel, Colorado 
Springs, Colo. 






Austin-Healey 


Aims 99 Pct. of 
Output at U. S. 


DALLAS.—Approximately 99 per- | 
cent of the production of the new 
Austin-Healey sports car will be 
slated for the U. S. market, it was 
revealed here by Donald M. Healey, 
head of the English firm that builds 
bodies for the sports car. 


Healey is on a cross-country trip 
to introduce the new car, which he 
says will sell for less than $3,000. 
He conferred here with Clarence 
Talley, regional Austin distributor. 

According to Healey, the low- 
slung car cruised at 80 to 90 miles 
per hour on its maiden trip and 
obtained a mileage of 25 to 28 
miles per gallon. 

Production in quantity is ex- 
pected to start in May. Healey 
believes there will be a market for 
about 5,000 cars in the U. S. 

A feature of the car is optional 
use of an overdrive which auto- 
matically is activated by an electric 
arrangement connected with a hy- 
draulic clutch. 












— 13-15 — New York State Automobile 
eal 


ers Assn., Saranac iInn., Saranac 
Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 
marck, N. D. 

Sept. 17-19—New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Ky. 


Sept. 21-22—Wisconsin Automotive Trades 
Assn.. Hotel Schroeder, Milwaukee. 


Sept. 21-22—Minnesota Automobile Deal 
ers Assn., St. Paul Hotel, St. Paul. 


Sept. 24-25—New Jersey Automotive Trade 


Assn., Hotel Traymore, Atlantic City, 
N. J. 
Sept. 26-29—Arkansas Automobile Dealers 


Assn., Inc., Convention, Arlington Hotel, 
Hot Springs, Arkansas. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 3-5— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27 — Florida Automobile Dealers 


Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-14— Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 
Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 
Nov. 9-I1— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 

mond. 
Nov. 18-19 — Oklahoma Automobile Deal- 


ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id 

Dec. 3 — Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


. . * 


Dealer Auto Shows 
March 13-21, 1954—Chicago Auto Show, 
International Amphitheater. 
* * * 


General 
i ap.0e —— Seuthonst Automotive Show, 
iami, Fla, 


Sept. 21- a hein Body and Equipment 
Assn. Inc., annual convention and dis- 
play, Sheraton-Gibson Hotel, Cincinnati. 
Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention 
Plaza Hotel, San Antonio, Tex. 


Nov. 9-12—American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 
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New Fork Truck Model— 


A “functional” fork truck, X-70, will be 
unveiled by Clark Equipment Co. at the 
National Materials Handling Exposition to 
be held in Philadelphia May 18-22. It is 
explained that the new model has a 
lighter frame which provides exceptional 
accessibility to the engine compartment. 
The 7,000-pound capacity, gas-powered 
| truck has Hydratork Drive torque converter 
and no clutch pedal. The driver can 
change power from forward to reverse, or 
vice versa, without coming to a complete 
stop. The truck has extra large rear steer 
wheels to facilitate operation and prolong 
its life span. 


| Spring Fir irm Bowe 
To FTC Order 


WASHINGTON.—Harris & John- | 


|son Auto Spring Co., Detroit, in ac- 
|cordance with a stipulation signed 
by the Federal Trade Commission, 
last week agreed to discontinue the 
following practices, charged against 
the firm by FTC: 

1. Offering for sale, any auto- 
mobile spring which is composed 
lin whole or in part of previously 
used parts unless information to 
| this effect is permanently stamped 
|or fixed on each such spring, print- 
|ed or marked on the box, carton, 
wrapper or other container. 

2. Representing, by failure to re- 
veal or otherwise, that an automo- 
|bile spring composed in whole or 
{in part of previously used parts 
|is composed entirely of new and 
previously unused parts. 





f AUTO MART LTD 
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Honolulu Lot Features ‘‘“GREAT’’ UMBRELLA on Radio... 


Byron O. Easley, President of Auto-Mart, Ltd., Honolulu, Hawaii, says: 
two weekly radio shows, as ‘The lot with the big umbrella. 


“‘We advertise our umbrella on our 





It has paid for itself many times over and we | Plant, 


are more than pleased."’ The McFarland ‘‘GREAT’’ Umbrella (21 foot spread) and ‘‘WHIRLABOUT" the | 


“GREAT” Umbrella that turns will help attract more customers to your lot. 





DETROIT. — Federal excise tax 
payments on new trucks are head- 
ing for an alltime high in 1953, the 


Automobile Manufacturers Assn. 
said last week. 

First-quarter reports, AMA 
stated, show that truck excise | 


being collected at an 
annual rate of approximately $200 
million, or more than $12 million 
above the record reached in 1952. 

Total Federal, state and local 
truck levies in 1952 reached $1.4 
billion, or about 35 percent of all 
special highway-user taxes. 

The excise taxes paid by U. S. 
truck owners have grown some 
3,000 percent since 1935, when col- 
lections totaled slightly more than 
$6% million. 

Part of this increase can be at- 
tributed to a higher tax rate, which 
now stands at 8 percent. But, AMA 
pointed out, a major factor has 
been the tremendous’ postwar 
growth in truck production, Truck 
output of the last 7% years ex- 
ceeds the total number built from 
1900 to 1937. 

More than 9.1 million motor 
trucks came off U. S. assembly 
lines from mid-1945 through the 
first two months of 1953, vom- 
pared with a total of 8.8 million 
turned out by the end of 1936. 
Postwar production equals about 
two-thirds of the total number of 
trucks built in the entire prewar 
era, starting with the first crude 
motor wagon, 

The record-breaking pace of 
motor vehicle manufacture fol- 
lowing the end of World War II, 
AMA statisticians said, has vir- 
tually doubled the size of Ameri- 
ca’s truck fleet. 

Truck registrations climbed from 


taxes are 


about 4.8 million at the end of 1945 | 


to a present total of some 9.2 
million. This fleet outnumbers the 
trucks in all the rest of the world 
combined. 

As an indication, annual tonnage 
handled by for-hire_ interstate 
motor carriers rose more than 125 
percent from 1945 to 1951. 

Total annual mileage traveled by 
all trucks in the country has 
climbed from 45 billion to 95 billion, 


and the volume of freight hauled | 
has reached anvproximately 10} 


billion tons, or about 75 percent of | 
the nation’s total freight tonnage. | 


Trucks on farms increased from 
nearly 1.5 million units to about 
2.4 million. 

The number of truck drivers 
in the country has grown from 
2% million to five million, This is 
only a segment, however, of the 
total employment resulting di- 
rectly or indirectly from truck 
transportation. 

The U. S. not only has the 
greatest total number of trucks in 
the the world, but also the highest 


K-F Payroll Ranks 
Fifth i in Michigan 


WILLOW RUN. — Kaiser-Frazer, 
with four plants in Michigan em- 
ploying more than 20,000 persons, 
has become the state’s sixth 
largest employer and has the fifth 
largest pavroll, according to the 
Michigan Employment Security 
Commission. 

K-F’s $100 million annual payroll 
in the state is exceeded only by 
those of General Motors, Ford, 
Chrysler and Briggs Mfg Co., the 
commission said. Michigan Bell 
Telephone Co. is the only other 
company employing more people. 

In its eighth production year, 
K-F has more than 17,000 workers 
at Willow Run producing auto- 
mobiles and two military aircraft, 
the Fairchild C-119F Flying Boxcar 
and the Chase C-123B assault 
transport. 

The remainder of K-F’s Michigan 
workers are at the Detroit Engine 
which manufactures and 
assembles Kaiser automobile 
engines and Wright R-1300 aircraft 


In addition to its sales and | engines; at Dowagiac, which fabri- 


advertising power the “GREAT” Umbrella provides shade and shelter for cars, salesmen and customers C@teS aircraft engine components, 
—a pleasant place to do business, make more sales and money. For new full color illustrated booklet | 
that gives complete information on the McFarland ‘‘GREAT" Umbrella and ‘“‘WHIRLABOUT," wire, write | 
or call, The McFarland Great Umbrella Company, Division of the McFarland Awning Corporation, 742 | 


$.W. 8th Street, Miami, 


Fla.—(Phone 2-8153.) 


;and at the Jackson parte depot. 


Vacuum Firm Sonne 


BOSTON.—Pullman Sales Corp., 
31 Allerton St., ha. changed its 


!name to Pullman Vacuum Cleaner 


Corp. The firm manufactures com- 


mercial vacuum cleaners, 


Truck Exeises Hit Peak 


First-Quarter Collections Indicate Federal Levy 
Will Reach Record $200 Million 





| rectors. 


‘Board of Com- 






ratio of trucks per capita. There 
now is one truck for about ever) 
16 persons in the country. For com- 
parison, the ratio in Great Britain 


}is 1 to 54; in Russia, approximately 
1 to 120. 
AMA $s statisticians also have 


figured out that the nation’s truck 
fleet piles up a total of about 2.5 


| billion vehicle work days a year. 
|which is equivalent to 16 days of 


truck service for every person in 
the country, or 56 truck work days 
per family. 


Profit Split Helps 
Ga. Dealer Reap 
Employe Goodwill 


AUGUSTA, Ga.—A profit-sharing 
plan, instituted by the manage- 
ment three years ago, has won 
much employe goodwill, Henry 
Darling (Chevrolet), reports. 

Each year, 80 employes of the 
company receive profit-sharing 
bonuses approximating seven 
weeks’ pay. Every worker, from 
the lowest to the highest-paid, is 
awarded a proportionate bonus. 

Employes of the dealership are 
placed on the profit-sharing rol! the 
moment they start work for the 
firm, and each person shares in the 
total by the percentage that his 


| pay forms of the total payroll for 


the company. 

“Tneir efforts have made this 
possible, and it is only right that 
they should have their share,” says 
Henry Darling, president of the 
company. At Darling’s, he adds, 
the profit-sharing plan is not a 
substitute for low pay scales and 
substandard working conditions. 

In addition to the profit-sharing 
plan, the firm each year presents 
an incentive bonus to department 
heads for exceptional cooperation, 
productivity, skill and discharge of 
responsibility. 

“All we expect is the individual’s 
best efforts,” declares Darling. 

Employes are made to feel that 
they are part of the organization. 


| Problems and suggestions are dis- 


cussed for better operation of the 
business, and an employe who 
wishes to attend any school ap- 
plicable to the business is sent 
there by the company, with all 


| expenses paid. 


‘U.S. Chamber 


Elects Romney 


WASHINGTON —The U. S. 
Chamber of Commerce last week 
announced the election of George 
Romney, execu- 
tive vice-presi- 
dent of Nash- 
Kelvinator Corp., 
to its board of di- 


The Detroit 


merce had pro- 
posed Romney a 
year ago as a 
candidate to 
represent the 
Fifth Election 
District, composed of Michigan, 
Ohio, Indiana and Kentucky. He 
was elected without opposition. 
Romney was installed as a new 
director at the meeting of the U. 
S. Chamber last week with Presi- 
dent Eisenhower as guest speaker. 
Another highlight of the annual 
sessions was the Michigan Congres- 
sional Dinner, when some 400 Mich- 
igan businessmen were hosts to the 
Michigan congressional delegation. 
Henry Ford II was the speaker. 





George Romney 


Indiana Vehicle Fees Top 


$9 Million for Month 


INDIANAPOLIS.—A check for 
$9,209,223 was sent by the Indi- 
ana Bureau of Motor Vehicles to 
the State treasurer for the month’s 
business ended March 24, The total 
was almost as much as its cash 
volume for the entire year of 1942 
Officials said. 

Director William Wilkinson esti 
mated cars and trucks increasec 
by 78,618 during the past year 
while the dollar volume was $1, 
093,701 more than the same perio 
in 1952. 
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But Dealers Watch Used-Car Inventories . . . 





New Orleans Mark ket Active 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS. — With a few 
exceptions, new-car dealers here 
are doing a fine business. Cars in 
the low-price field are still selling 
as fast as they are received, while 
dealers in the medium-price range 
have an unbalanced inventory. 

The used-car market has picked 
up considerably, but used merchan- 


dise is still retarding new-car sales | 


with some dealers. 
Dealers are giving plenty of 





Wholesaler Group Opens 


New Offices in Ottawa 


OTTAWA.—The Canadian Auto- 
motive Wholesalers & Manufactur- 
ers Assn. has moved its executive 


| time and attention to used-car 
| inventories, As a matter of fact, 
| most dealers are setting their 
new-car sales tempo in accord- 
ance with their used-car stock. 
Some dealers expect used-car 
|prices to drop and therefore are 
| trading at the lowest market value 
| because they do not want to over- 
| stock on used cars. 
| The present movement of used 
lears is at its best since the turn 
lof the year, although the market 
has been very sluggish up to now. 
| While it is true that dealers have 
more used units than ever, sales 
are greater now than during the 
| past 90 days. 
| The chief complaint from new- 


parison with the sale of new cars. 


;During the first quarter of this 
|year, new-car sales amounted to 
/4,219 units against 2,897 in the 


|corresponding period of last year. 
Regarding the overcrowded 
| used-car situation, one dealer 
| said that straight sales are fast 
disappearing and more units are 
being traded on used cars, thus 
leaving a longer washout period. 

Finance companies are not help- 
ing the situation. They have 
tightened up on used-car deals for 
the past several months. A few 
are turning down as many deals 
as they accept. Finance companies 
will put little or nothing in °46 
through °48 models. Many late- 
model deals are lost because the 
buyer is unable to come up with 


offices into larger quarters at 227|car dealers is that used cars are |tpe necessary cash to bridge the 


W. Laurier Ave., Ottawa 4. 


‘not moving fast enough in com- 


THE EXTRA-COMFORT SEAT CUSHIONING 
"S$ LEADING CARS 


IN THE NATION 
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RESULTS! 


HOOPER 


214 FISHER BLT 


USE 
THE 
OREGONIAN ... 


... largest circulation newspaper in Port- 
land and the entire Oregon Market*, both 
Daily and Sunday. The Oregonian is First 
in automotive advertising and First in 
sales. For assured sales results in Oregon 
. . . BUY THE OREGONIAN! 


* All Oregon and 7 Southwest counties of 


Washington 


the Oregonian 


PORTLAND, OREGON 


225,421 Daily — 283,744 Sunday 
REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 


GOING UP IN COLUMBUS! 
~~ New, Larger WHITE ~- 


‘ Truck Headquarte 





COLUMBUS—Nearing completion 
in Columbus is this spacious, new 
home of Perry Fay Motors, Inc., 
White Truck distributor for Cen- 
tral Ohio. Complete sales and 
service facilities will be provided 
in this modern building which 
more than doubles the size of this 


more WHITE sares: 








ose 






progressive White Distributor. 

“It’s the franchise with a 
FUTURE,” President Perry S. Fay 
says. ‘We have the greatest line 
of White Trucks in history and 
the best sales tools in the indus- 
try. Our sales reflect these two 
things,”’ he says. 







One of the modern WHITE fleets in the Columbus, 
Ohio area is operated by Hill Distributing Co. Two of 
their modern White 3000’s are shown above. 


THE WHITE MOTOR COMPANY - Cleveland 1, Ohio 


difference on the down payment. 

Service and parts business con- 
tinue to be exceptionally good. A 
few dealers report new dollar- 
volume records for the past 
month. Many dealers are forced to 
turn down service work in the 
midmorning, being unable to turn 
out jobs in a single day. 


Georgian Wins 
Pontiac Parts 
Contest Award 


PONTIAC.— For “exceptional 
sales achievement” during 1952, 
Pontiac has named Lester E. 
Martin, of Ryman Pontiac-Cadillac 
Co., Dalton, Ga., winner of the na- 
tional championship “Belt of 


Champions” award. 


He was selected for top national | 
honors at the same time Pontiac | 
named zone champions in the an-| 


nual dealers’ parts and accessory 
| merchandising program. 

| Basis for the award includes 
management, promotion, inventory 
| control, display, customer service, 
|neatness, efficiency and initiative. 


lacross the country, and from this 
|group came the zone and national 
| selectees. 

Zone winners included: 

Radcliffe Smith, Hartford, Conn.; 
Henry G. Bauer, Washington; Mel- 
j|vin Richardson, Toledo; J. W. 


| Freidag, Chicago; L. A. Thibodeau, 
Minneapolis; Chester Ludlam, 
Wichita Falls, Tex.; Bill Mein, 
| Alameda, Calif. 


J. Pinto, Buffalo; Louis H. Olson, 
Akron; Edward Rustick, Madison, 
Wis.; Kenneth Kinsey, Kansas 
| City; John Phillips, Sherman, Tex.; 
| Art Gonzales, Los Angeles; Dean 
| Bailey, Colorado Springs, Colo. 


Louisville; Martin Mullen, New Or- 
| leans; Clyde Wilcox, St. Louis; Gib 
|Lang, Norfolk, Neb.; Charlie 
Springer, Houston; Clarence Arms, 
| Grants Pass, Ore. 











‘Mathews Heads Alumni— 


Robert Mathews (left), of Beasley-Math- 
ews, Athens, O., was elected president of 
the Central Region Alumni of Ford's Mer- 
chandising School during the group's an- 
nual reunion in White Sulphur Springs, W. 
Va. With him is Paul Larson, Ford central 
regional sales manager. Presidents elected 
from other districts in the region were 
David Holmes, Battle Creek, Mich. (Detroit); 
Harry E. Meyers, Indianapolis; Cameron 
Bills, Warren, O. (Cleveland), and George 
| Gaines, Stamping Ground, Ky. (Louisville). 


| A total of 1,125 winners was named | 


| Fuller jr., Raleigh, N. C.; Philip K. | 


Ray Henning, Bronx, N. Y.; Leo} 


Leon Guida, Harrisburg, Pa.; John | 
| Kerner, Pittsburgh; Bruce Weimer, | 


| 
| 
| 
| 





D. C. Dealers Take Slap 


At Insurance Curbs 


WASHINGTON. — The _ board 
| of directors of the Washington 

Automotive Trade Assn, passed 
| a resolution last week to record 
its “unqualified disapproval” of 
any act restricting auto dealers 
from serving as insurance 
agents. 

The resolution also called for 
members to take all steps with- 
in their power to oppose the 
enactment of such laws. A copy 
of the resolution was sent to 
the National Assn. of Insurance 
Commissioners, the U. S. Com- 
missinoer of Insurance, NADA 
and all members of WATA., 








West End Motors Appoints 


Smith General Manager 

West End Motors, Inc. (DeSoto- 
Plymouth), of Baltimore, has ap- 
pointed Ralph B. Smith as general 
manager. Smith was for several 


years a director of the Auto Trade 
Assn, of Maryland and the group’s 
secretary-treasurer in 1952. 

The dealership also announced 
the appointment of William Stehle 
as service manager. 


| 
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When your customers come to 
you with sludge and varnish 
deposits or other stop-and-go 
driving troubles, Quaker State 
Special Detergent Additive is 
your easy answer. No guess- 
work to it! When added to a 
good quality motor oil, it pro- 
vides all the PLUS-qualities 
needed, and gives the exact 


QUAKER STATE OIL REFINING CORP., 
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|Hudson’s School | 
For Shop Men 
‘Starts Jet Classes 


DETROIT.—Hudson’s service 
school has opened its 1953 training 
classes for dealer service managers, 
|shop foremen and mechanics with 
an intensive program on the re- 
|cently introduced Hudson Jet. 
| Now in its fourth year, the school 
has graduated more than 1,000 
|students. It also trains field repre- 
sentatives on the mechanical 
features of new models. 
| Students receive 80 hours of in- 
{struction on automatic trans- 
| missions, carburetion, tuneup elec- 
trical systems, clutch, rear axles, 
overdrive, front-end alignment, lu- 
brication and body service. During 
the two-week course, students are 
required to tear down and build up 
every unit of a Hudson car under 
the supervision of Chief Instructor 
Del Borgsdorf. 

Classes are limited to 24 students. 
Seventeen classes are scheduled 
this year. 

The school was founded in 1949 
by Walter S. Milton, service di- 
rector, and Glen S. Potter, service 
manager. 











@ Pivccen Piston rincs 
©) STICKING HYDRAULIC VALVE LIFTERS 


ARNISH DEPOSITS 


@} SLUGGISH VALVE ACTION 









Qu, or? 
XR stare on merinine © 
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degree of detergency desired. 
Couldn’t be easier to use— 
or more profitable to sell! 


ATTENTION ! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker State 
distributor now. Get all the facts 
about this amazing product—and 
directions for its use! 





OIL CITY, PA. 
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Truck Show Plans 
To Fete Industry 
On Fiftieth Year 


LOS ANGELES. ~— A tribute 
luncheon to the American trucking 
industry on its golden jubilee year 
will precede the 1953 National 
Truck, Trailer and Equipment 
Show to be held here June 18-21 
at the Pan Pacific Auditorium. 

The luncheon will be held at the 
Statler Hotel on June 17. 

Honored guests will be top execu- 
tives, designers and engineers of 
every major manufacturer of 
trucks, trailers and allied equip- 
ment. 

W. K. Stevenson, president of 
the Los Angeles Automotive Coun- 
cil, which is sponsoring the show, 
said that the exposition last year 
drew more than 30,000 fleet opera- 
tors, executives and others inter- 
ested in trucks, trailers and equip- 
ment. 

“This show,” Stevenson added, 
“offers an outstanding opportunity 
for exhibitors to display their prod- 
ucts, and for potential buyers to 
see and compare nearly every 
model and make of truck and trail- 
er on the market. 

“Also included in the show will 
be dozens of displays of special 
equipment, safety devices, tools, re- 
placement parts and accessories.” 

Following is a preliminary list of 
exhibitors: 

Aero-Coupling Corp.; Aluminum 
Body Corp.; Aluminum Co, of Amer- 
ica; Buda Co.; Butler Mfg. Co.; 
Cambria Brake & Spring Co.; 
Champion Compressor Co.; Chev- 
rolet; Cook Bros. Equipment Co.; 
Defrosto Mirrors; Degen-Fiege Co.; 

Diamond T Truck Co.; Diamond- 
U_ Products; J. F. Dixon Co.; 
Dodge; 
Edelmann & Co.; 


Ellis Manifold Corp.; E. 
Ford Dealers 























NEW! 


POAT 


LUM MIETE 


MUFFLERS 


GRAND ‘‘QUIET TONE’’ 

DUAL TYPE MUFFLERS 

engineered for use in 
eo] UF NG riko saree 


desianed 


GRAND DUAL SYSTEMS AND 


GRAND DUAL HEADER 


All Grand Dual System equipment 
is specifically designed and manufactured 
to insure proper fit and ease of installation. Every 
Dual System is properly packed in a specially designed 
extra strong carton for safe shipment with even the rough- 


est of handling. 


Spun and double locked 
end caps . . 


AUTOMOTIVE NEWS, MAY 4, 





‘ : Ms j 
: eat Paid FP : 4 
"A / er 

yoo 


ap 


fe 7 ‘g 


mt oe es 
Le Bie 


Big Assignment for Nash Rambler— 

Cookie, elephant of the Denver Zoo, meets representatives of the Press Photograph- 
ers Assn. of the Rocky Mountain area as they test a Nash Rambler station wagon 
which was given away at the group's annual dance. The Rambler was selected as the 


use. According to association 
and the catwalk top makes 


ideal car for amateur and professional photographers’ 
members, the Rambler has ample space for equipment, 
a good spot from which pictures can be taken. 


of $1,728,836 for Federal 
net income totaled $810,825. 


vision 
taxes, 


Advertising Assn.; Four Wheel 
Drive Pacific Co.; Fruehauf Trailer 
Co.; GMC Truck & Coach; Gorman 


& Co. dividend requirements at the rate 

Industrial Steel Tank & Body |0°f $2.25 a share on the preferred | 
Works; Kay-Brunner Steel Prod., shares, net income amounted to 90) 
Inc.; Kelite Products, Inc.; Lam-|cents per share on the 785,000 
bert Co., Ltd.; Lighthouse, Inc.; | Common shares outstanding. Earn- | 
Magnaflux Corp.; Pennzoil Co.;|ings for the first quarter of 1952) 
Pike Trailer Co.; Reo Motors;| “ere 52 cents per share. 


Riker Mfg. Co.; Six Wheels, Inc.; 
Studebaker; Transicold Corp.; U. S. | 
Porcelain Enamel Co. 


1954 Plastics Exposition 
'To Be Held in Cleveland 


be held here the week of June 6,) 
1954, in the Cleveland Auditorium. | 
|The event is sponsored by the) 
| Society of the Plastics Industry. 
The exposition will be open to 
representatives of business, in- 


head Co.; Western Parts Co.; 
Wheel Industries, Inc.; White Mo- | 
tor Co., and Win Ward Co. 


Houdaille-Hershey 
Earns $810,825 


Sales of Houdaille-Hershey Corp. 
and its subsidiary companies for| mittee, is Harry Grunnagle, 
the quarter ended March 31| Westinghouse Electric Corp., Pitts- | 
amounted to $23, 229, 382. After pro- | burgh. 


be open to the public. 





GRAND TONE MUFFLERS 
are the result of 
thorough scientific 
research, development 
and testing by one of the 
country’s foremost 
research laboratories... 
GRAND TONE MUFFLERS 
are scientifically 
engineered and 
designed for tone. 
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Spun and double locked 
end caps . . . gas tight? 
and blowout proof. 


Corrosion heat resistant 
high lustre aluminum 
finish . . . to help retard 
rusting and chemical 
action. 















3 Special Venturi rings. 
increase the velocity of 
the exhaust gases, 
thereby reducing 

back pressure. 


Self cleaning holes in 
highly perforated high 
frequency filter 


~ 









Screened heat resistant 
steel shavings. 
Packed to uniform 
density for filtering 
and deadening sound 

woves. 


















« gas tight 
ond blowout ye 












Flow control cone. 


Tone chamber. 
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SYSTEMS 


WRITE TODAY FOR ILLUSTRATED CATALOG 


GRAND AUTOMOTIVE PRODUCTS CO. 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 
2055 Ruby St., Melrose Park, Illinois * Factory and Warehouse at 2501 W. 24th St., Chicago 8, Illinois 


Allowing for the regular annual | 


U. S._ Spring & Bumper Co;) GLEVELAND. — The Sixth| 
Utility Trailer Sales Co.; Utility | National Plastics Exposition will | 
Truck Distributors, Inc.; Weather- | 


| dustry and the military. It will not | 


Serving for the second time as | 
chairman of the exposition com- | 
of | 


1953 
$62 Million Is Involved . . 





Willys Deal Completed 


R! By Kaiser-Frazer 


(Continued 
of vehicles was up about 2 percent 
over 1952. 

* + 

|| KAISER emphasized that the au- 
tomotive products of each com- 
pany will continue to be marketed 
and serviced through separate ex- 
isting K-F and Willys dealers and 

| distributors. 
In that connection, Charles San- 
difur, of Sandifur Motors, Spokane, 
| was in Toledo last week represent- 


ing 52 Willys dealers on the West} 


Coast. 

Sandifur has served as a liaison 
between the dealers and their fac- 
tory for the past year, and said 
he had arranged a meeting with 
Edgar Kaiser because the dealers 
he represents “are concerned over 
the purchase.” 

Sandifur is reputed to be the big- | 
gest volume merchandiser of Willys | 
vehicles in the nation. 
| * oo oo 
| By Monday, the Reconstruction 

Finance Corp. received payment 
of $15,000,000 to reduce K-F’s debt 
| to that agency to about $33,000,000. 

| RFC said that K-F borrowed more 
|than $68,000,000 from it since the| 
| company was formed in 1945. 
Almost simultaneous with its 
acquisition of Willys, Kaiser- 
| Frazer last week reported a net 
loss of $4,711,876 on its 1952 op- 
erations, despite the fact that its 
subsidiary, Kaiser Mfg. Co., en- 
joyed a net profit of $4,914,510 on 
defense work. 

Moreover, Kaiser told K-F stock- 
holders to expect a deficit of more 
| than $3,000,000 in the first quarter 
'of 1953. However, Kaiser said he 
did not think this would be indica- 
|'tive of operations in succeeding 

quarters. 

The following comprise the new 


o 
Bearings Canned 
Timken Devises New System 
For Packaging 
| CANTON, O.—Rust and corrosion 
|of tapered roller bearings through 
| long storage periods, long a prob- 
| lem with the Defense Department 
/and large industrial firms, has 
| finally been solved here after two 
| years of exhaustive tests, according 
to Timken Roller Bearing Co. 


Timken officials announced last 
week that the company has devised 
a new packaging system which has 
proven to be a superior means of 


preserving bearings. It is called the | 


“canning method.” 


When roller bearings are taken | 


from the end of the production 
line, they are cleaned of all foreign 


matter—even fingerprints. They are | 
then placed on a line where they | 
canned,| 
sealed, spray painted, dried in an| 


are greased, wrapped, 


infra-red oven, imprinted with | 
| proper identification, packed in in- 
termediate cardboard containers 


jand placed into specially lined 
| wooden shipping crates. 
| Special precautions are taken 


when placing the bearing in the} 
can. A neutral dunnage material is | 
placed between the bearing and the | 
|/can to prevent possible damage by 
movement of the bearing. The dun- 
nage material used is free of acid | 
and will not react to the bearing, | 
the can nor the grease in which} 
the bearing is packed. Hermetically 
sealed, the painted can locks out 
air and moisture. 


Omaha Dealers Find 
Show Site — It’s TV 


OMAHA.—Local dealers, anxi- 
ous to hold an automobile show 
this year but stymied for a place 
to stage such an event, have 
settled on a temporary expedi- 
ent—television. 

This year’s Omaha show will 
be a two-day affair, May 7-8, 
consisting of a half-hour of TV 

| each evening at 9:30 p.m. Other 

| attractions have tied up exhibi- 

| tion halls, and Omaha’s $5 mil- 

lion civic auditorium won’t be 
ready until 1955. 








from Page 1) 





K-F Dealer in Florida 
Adds Willys Franchise 

ST. PETERSBURG, Fla.—Eu- 
gene Rose, who bought a K-F 
dealership here last February, 
announced last week he was 
forming Rose Motors, Inc., and 
adding Willys vehicles to his 
operation. Willys sales and serv- 
ice have been on a temporary 
basis here since Sunshine Motors 
was dissolved. 





board of directors of Willys Motors: 
Brouer McIntyre, of Monroe Auto 
Equipment Co.; Rausch, William 
|E. Paris, Leland Lord, Henry J. 
| Kaiser, Edgar F. Kaiser, E. E. Tre- 
| fethen jr., Walston S. Brown, Allan 
E. Schwartz, Sheldon P. Coons, 
Theodore V. Hauser and Webb 
| Wilson. 

| McIntyre, Rausch and Paris 
formerly served on the Willys-Over- 
land board, while Lord is a new 
j;addition. All the rest are said to 
represent the Kaiser interests. 


George M. Ritter, who served as 
vice-chairman and executive vice- 
president of Willys-Overland, will 
have no connection with the firm 
under the new ~~ 


Wichert to Direct 
DeSoto Ad Setup; 
Mix, Bath Shifted 


DETROIT.~— Appointment of 
James L. Wichert as director of 
advertising and sales promotion of 
DeSoto to suc- 
ceed the late 
Karl H. Bronson 
was announced 
last week by J. B. 
Wagstaff, sales 
vice-president. 

At the same 
time, Wagstaff 
announced that 
E. G. Bath will 
succeed Wichert 
as Detroit re- 
gional manager, 
while Clyde G. Mix was named to 
replace Bath as Omaha regional 
manager. 

Wichert joined DeSoto in 1946 as 





J. L. Wichert 








C. G. Mix E. G,. 


Bath 


| district manager in the Detroit 
| region. He was named Detroit re- 

gional manager in 1948. 
| Bath joined DeSoto in 1947 as 
| district manager in South Bend 
| and was appointed Omaha regional 
| manager in 1952. Mix, who joined 
| DeSoto in 1948 as district manager 
jin Flint, was named Detroit city 

| manager last year. 


Reo Quarterly Net 
Up to $802,131 


Reo Motors, Inc., has reported 
for the three months ended Mar 
31 a net profit of $802,131, equal tc 
| $1.49 per share on the 539,252 
}common shares outstanding. Th 
jearnings figure is after provisior 
| of $2 million for Federal incom: 
}and excess profits taxes. 

These figures compare with 
| 1952 first-quarter net profit of $690 
| 000, equal to $1.40 per share o 
[the 492,355 shares outstanding a 
| that time. 

Joseph S. Sherer jr., Reo pres 
|dent, reported 1953 first-quarte” 
|sales of $40,294,000, compared wit 
| $37,206,000 last year. 


| 





The AUTOMOTIVE NEWS ALMANAC 
a year-long friend. Use it often for stat 
| tics, buyer information and personnel dat 
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lradeins Still a Problem... 


New-Car Sales Hold 
Ata High Level 


(Continued from Page 1) 


dealer had on hand will be thrown|/there is no market for the “rough- 
on the market at cut-rate prices. | ies.” 


This means more_ competition, 
dealers in the larger cities pointed 
out, and every customer is needed 
in the days ahead. 


* * * 


,ACTORIES 
sales are 
than similar periods for last year. 
First quarter sales this year 
are more than 100 percent above 
the same period a year ago, Nash 
Motors has reported. 
R. C. Somerville, Dodge sales 
vice-president, recently told a press 


are reporting that 


considerably better 


Automotive News wholesale 
index showed that more cars 
were offered at the auctions last 
week, but that there was no in- 
crease in the percentage of cars 
sold, The former week’s level of 
61 percent held. 

Some of the auction operators 


|a car, but added that bad weather 
|had held down attendance at the 
| sale. Retail activity in at least two 
|areas was reported to be down a 
| little. 


conference here that retail sales | 


were 50 percent better than they Fruehaut Reports 


were a year ago. 

Joseph E. Bayne, Lincoln-Mer- 
cury general sales manager, re- 
ports that L-M sales this year are 
more than 50 percent above the 
similar period last year. Lincoln 
sales, he said, are up 61 percent 
while Mercury demand has _in- 
creased by 56 percent. 


L. L. (Tex) Colbert, president of 
Chrysler Corp., recently told stock- 
holders that “the rate of current 
retail car sales is 52 percent ahead 
of what it was last year at this 
time.” 

* + + 
AUCTION operators reported last 
~* week that there is no break in 
the wholesale market. Prices still 
appear to be declining, and dealers 
are buying very cautiously. Clean, 
late model cars are in demand, but 


Bauman, Reddig, 
Fries Elevated 
To White Board 


CLEVELAND.—White Motor Co. 
has named three new directors, all 
vice-presidents of the company, it 
was announced 
last week by 
Robert F. Black, 
president. 

Elected were J. 
Nevin Bauman, 
sales vice - presi- 
dent; V.W. Fries, 
manufacturing 
vice-president, 
and Edward S. 
Reddig, finance 

, vice-president. 
4. N. Bauman Bauman has 
been with White 31 years, starting 
out as an apprentice transporta- 
tion engineer. He has been sales 
vice-president since 1935. 


Fries joined White in 1924 Start- 
ing as a technical apprentice, he 
subsequently served as a sales and 
transportation engineer, retail 
salesman, and sales manager of 
the company’s Cleveland district. 
He was a member of the W. Averell 
Harriman mission at the U. S. 
Embassy in London before return- 
ing to White in 1943 as manu- 
facturing vice-president. 

Reddig has been with White 
since 1937. He became controller of 
White in 1944 and was named vice- 
president and controller in 1947. 
Since May, 1950, he has been fi- 
nance vice-president. 





Dealers Alerted 


Car-Switching Racket Hits 


Cities in Florida 
POMPANO BEACH, Fla.—Police 


have alerted Florida dealers to be | 
on guard against the automobile- | 


switching racket, successfully per- 
petrated here and at other cities 
on Florida’s east coast. 


Police said a smooth talker 


persuaded a car dealer here to let} 


him “try out” a used car. The man 
never returned with the auto. In- 
stead he drove to Fort Lauderdale. 


$7 Million Sales 


Rise in Quarter 


DETROIT.—Fruehauf Trailer 
Co.’s deliveries of commercial trail- 
ers in the 
amounted to $35,687,877, an in- 


| its opening session here last week 


‘In Arms Output 


| said that prices were off $25 to $50 | 


‘Viewed by Kyes 





1954. Chicago Show 
Set for March 13-21 


CHICAGO. — March 13-21 has 
been set as the date for next 
year’s Chicago Automobile Show, 
according to the Chicago Auto- 
motive Trade Assn, 


The show will again be held 
at the International Amphithea- 
ter. The date was picked after 
a poll of manufacturers and 
dealers had shown that all were 
satisfied with sales results of the 
1953 exhibit, CATA said. 





‘Greater Economy 


| | swepacise 
WASHINGTON.—Roger M. Kyes, | =" 
deputy secretary of defense, told 


the U. S. Chamber of Commerce at 





that the Eisenhower administration 


| intends to review the whole mu-'| Nash Trophies for Jaycee Golfers— 


| nitions picture and eliminate high- 


first quarter of 1953) 


crease of $7,340,523 over the first | 


quarter of 1952, Roy Fruehauf, 
president, and Harvey C. Fruehauf, 
chairman of the board, said in the 
quarterly report to shareholders. 
Net earnings for the quarter, 


after Federal taxes, were $1,846,292. | 


With preferred dividends deducted, 


this is equivalent to $1.18 per share | 


on the 1,459,614 shares of common 
now outstanding. Comparable earn- 
ings last year were $1,611,173, equal 
to $1.03 on the 1,459,147 shares then 
outstanding. 


“The high level of 


| 
| 


customer | 


orders reached last September has | 


been sustained,” 
“and our commercial 
schedules are higher than 
have been at any time in recent 
years, with the exception of the 
accelerated period around the time 
of the Korean hostilities 
through early 1951.” 


The current backlog of defense | 


orders was estimated at $75 mil- 
lion. 








There, he asked permission to try | 


out a 1953 model, left his older car 
as “security” and disappeared with 


the new car. A check with police | 


showed his “security” belonged tc 

the Pompano Beach dealer. 
Robert Willis, 

victim, said the same racket had 


been going on in West Palm Beach. ' - 


the Pompano} 


On March 31, net working capital 
amounted to $43,339,458, an increase 
of $516,563 for the quarter. Sales 
for the three months ended March 
31 totaled $48,293,644, compared 
with $48,634,509 in the first quarter 
last year. 

The company also reported that 
it has acquired a small plant at 
Westfield, Mass., which will effect 
substantial savings in delivery 
costs to customers in the eastern 
market. It is anticipated that the 
plant will be in production by 
July 1. 


N.Y. Registrations 
At Record High 


ALBANY. 
trations in New York State last 


the report said, | 
production | 
they | 


in 1950) 





Motor-vehicle regis- | 


year set a record at 4,132,815, Motor | 


Vehicle Commissioner 
MacDuff has announced. 


James R.| 


At the end of the year, 5,705,187 | 


driver licenses were in force, in- 
cluding 4,362,285 operator licenses, 
1,256,562 chauffeur licenses and 
86,340 junior-operator licenses. 

Motor - vehicle fees grossed $91,- 
583,575. The net amount, after al- 
lowing $1,551,263 for county clerks’ 
issuing fees and $77,698 for re- 
funds, was $89,954,614. 





Buick to Be Sponsor 


Of Berle TV Show 


FLINT. — The Milton Berle 
television show will be sponsor- 
ed for the 1953-54 season by 
Buick, according to Ivan L. 
Wiles, general manager. 

The show, which will con- 
tinue over the NBC-TV network 
Tuesdays from 8 to 9 p.m. two 
out of each three weeks, will 
begin its new season Sept. 22. 


Goodman Ace will continue to 
write the show. 
This more than doubles 


Buick’s time on television. Last 
season, Buick sponsored an- 
other show each fourth week 
of this time period while Berle 
was on holiday. 





| Horton Smith (left), PGA president, and Don Neer, national sports director for 
the U. S. Junior Chamber of Commerce, inspect the trophies to be presented by Nash 
at the eighth annual Jaycee International Junior Golf Tournament at Ann Arbor, Mich., 
| Aug. 17-22. Some 21,000 teenage golfers will start out in June and July to qualify 
| for the national title in more than 1,000 local and state tournaments. Nash also will 
furnish transportation for the five top boys in each of the 48 states and District of 


cost arms plants. 


Kyes rejected, on the grounds of 
technological progress, the theory 
that large quantities of military 
goods should be produced now and 


sae tes Columbia t d fr the tournament 
Kyes’ address contained the ee Se ee Z 


sharpest criticism of the Truman | le ; i 
regime’s rearmament program yet | Mobilization is ae ae | Touslee Motor Promotes 
to come from the Administration.|@ Minimum stockpile of material. ’ 

“Fantastic.” he called some of | We must maintain a careful | Netzer to General Manager 


the planning done by the Truman | Palance between weapons that are Erwin J. Netzer, 29, has been 


regime. | immediately required if war occurs, named general manager of the 

At the same time, his statements | Produce aden ‘wenguun a Touslee Motor Co. (Ford), 111 So. 
a tas ee ee ee a oo se ey a vast ty tea @ = _ 
sharp difference of opinion between readily available capacity.” pe a ee 


the Department of Defense and Netzer came to Atchison in 1949 
the Office of Defense Mobilization. The back pages of every issue of AUTO-| to take a position with the Com- 


Kyes added: MOTIVE NEWS contain the WANT AD | merce Acceptance Co. He was dis- 


7. ‘ i section. Others are profiting from AUTO- ‘ 
“An effective base for industrial| MOTIVE NEWS WANT ADS! Are You? | count manager when he resigned. 
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ed quality and lowere 
a caer car sales. Every buyer who 


The 
will surely want a set. 
so why not order a set of luggage 


ACCESSORY .-- " 
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pe his sparkling new Contempo lu 
eason is starting now, 
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atched Luggage for Men. .-- 
So finest Top Grain Cowhide, 
d. Each bag solidly 

trength. Dust 


The WESTLEIGH .. - 
Extra-roomy “He-Man s 
with improved wi! 

tructed on ove 
3 moisture-proot Brass hardware. 


Matching lvggege tags included. 
INTERIORS . . . Designed for 
quick, easy packing. Special 
laundry pocket. 2 hangers in 
2-sviter; 4 hanaers in 4-suiter. 


899...21” Weekender 
@ Size: 21 x 14 x 7” 





99... 24” 2-Suiter 


FOR THE BIG MAN 2 
@ Size: 24 x 18 x 7%” 


499 . . . 26" 4-Suiter 
9” 





Colors: Smooth Suntan or 
Ginger Top-Grain Cowhide. 


CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10, 


@ Size: 26 x 19 x 








MEN’S Please ship the following numbers. 
FITTED (0 [enclosing check) C0 (Ship C. 0. D.) 
CLUB () (Ship Open Account. Bank references attached) 
Dealers’ . ‘ 
BAG No. Item Color Quontity, —— tei fed. ton 
Full 20” Size 


35-00 


899 


21” Weekender 
20” Club Bag 


DORE CUE ania cssicncsssssesns Sikitiiouas 
with 8 grooming essentials, in gleaming chrome. Strong " P 
double handles, buckles and straps. Top-Zipper closing, \ OSS Re : a State 
brass lock, suede lining. } : 4 on a 
Colors: Smooth Sunton or Ging-r Top-Grain Cowhide. © Sigmateere............-cussnccsossnssnseeneeerensenssinee sesessenssnnecussansnns itle..... -f 





Finest Aniline Top-Grain Cowhide. Zipper section fitted 








XL 
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Car Production Cramped, Too... 





Gear Strike May Rip 
Ford Truck Output 


(Continued from Page 2) 


transmissions from the company’s 
own transmission plant at Cin- 
cinnati. 

UAW-CIO headquarters reported 
that only slow progress was being 
made in negotiations aimed at set- 
tling the Muncie strike. Some 5,500 
members of UAW Local 287 left 
their jobs Apr. 20 in a dispute over 
production standards. 

* * * 

ALKS also were being carried 

on in connection with an un- 
related UAW strike at a new Borg- 
Warner plant in Wooster, O. There, 
240 workers walked out March 20 
when agreement could not be 
reached on an original contract to 
cover the newly unionized group. 


At last word, a threatened strike | 
by UAW Local 424 at a Chevrolet | 
plant in Buffalo was held up pend-| 


ing talks on job assignments involv- 
ing women workers. 

Coincident with an _ election 
campaign at UAW Local 400, 
workers twice walked off the job 
for a few hours at Ford’s High- 
land Park (Mich.) plant. One 
work stoppage idled 900 workers, 
and the other, 500. 

Meanwhile, on top of these major 
and minor labor difficulties, auto 
makers were faced with forebod- 
ings of another nature: Increased 
steel costs. Steel companies last 
week were to announce a series of 
price hikes on items of specially 
produced shapes or composition. 

+. * * 

LTHOUGH several steel com- 

panies had boosted “extras” and 

others were preparing to do so, no 
increase in the base price of steel 
appeared imminent. 

Steel spokesmen indicated that 
any across-the-board price 
changes must await the outcome 
of negotiations with the CIO 
United Steelworkers, which last 
week announced that an unspeci- 
fied wage increase would be 
sought for 1,250,000 members be- 
tween now and October. 

The steel industry’s net profits 
dropped substantially last year, and 
producers feel it is high time that 
some of the higher costs they have 
been absorbing should be passed 
on to steel users. 

With cost studies still going on, 


U.S. Acts to Avert Strike 


Of Cleveland Mechanics 

CLEVELAND.—Federal Concili- 
ator T. W. Robertson was making 
last-minute efforts to forestall a 
strike of more than 1,300 AFL me- 
chanics and garagemen that could 
tie up work in the service depart- 
ments of 60 auto dealerships in the 
Cleveland area. 

With the strike scheduled to 
start Friday (May 1), Robertson 
had called disputants together in a 
special session as Automotive News 
went to press Thursday. Mechanics 
were seeking a 50-cent boost in 
their hourly pay scale of $2. 


Jones & Laughlin Steel Corp. raised 


|certain extras $1 to $5 a ton, and 





|}had been 
| General 


Colorado Fuel & Iron Co, increased 
the base price of rails $6 a ton and 
track supplies $3 a ton. 


+ + * 


XTRAS also were boosted by| 
Bethlehem Steel Corp. and Re- | 


public Steel Corp. Similar action 
was planned by U. S. Steel Corp., 
the biggest steelmaker of 
Armco Steel Corp., 
town Sheet & Tube Co, Further 
increases by Jones 
were contemplated. 

Meanwhile, the 
ecutive board met last week and | 
discussed a possible new ap- 
proach in the union’s efforts to | 
gain revision of its contracts | 
with the auto industry. 

There was no immediate an- 
nouncement as to what decision 
reached. Talks with 
Motors, bellwether for | 
labor agreements in the industry, | 
were scheduled to be resumed 
shortly. 

A million auto workers 





have | 


;}seen their pay drop two cents an 


hour as a result of declines regis- | 
tered in the Government’s “old- 
style” cost-of-living index, which 
the union wants to discard as a| 
basis for the escalator clauses in| 
current contracts in favor of a 
new-type index. 
* * * 


Sy Walter P. Reuther, CIO and} 
UAW president, said in a tele-| 


vision interview that unions were 
“not disturbed” by the pay re- 
ductions. He said that the contracts 
were drawn up 


we’ve been working for.” 


President Eisenhower’ wrote 
Reuther a letter advising him 
that the Administration was 


working energetically to ascer- 
tain that “the stupidity of mass 
unemployment never again visits 


this land.” Reuther had asked the | 


President to call a_ full-em- 
ployment conference as a means 


of averting a slump in case of | 


large-scale cutbacks in defense 
production. 

Charged with refusing to bargain 
in good faith with the AFL Inter- 
national Assn. of Machinists, three 
Colorado Springs (Colo.) new-car 
dealerships last week were found 
guilty of contempt. Along with five 
company officials who also were 
convicted, they were fined a total 
of $3,250. 

* * * 

HE contempt citation was 

brought by the National Labor 


Relations Board, and the case was | 
heard in the 10th U. S. Court of | 


Appeals in Denver. It stemmed 


from a dispute which started about | 
three years ago after elections in| 


which the IAM was named as' 
bargaining agent for employes of 
the three concerns. 

Defendants were: 

Conover Motors and Paul Con- 








Discuss U. S. Role in Road Building— 


Highway leaders confer in Washington on the part of the Federal Government in 
highway construction. They testified at hearings of the House subcommittee on roads, 
which is headed by Rep. J. Harry McGregor, Ohio Republican. Shown (from left) are 
Rep. George Fallon, Maryland Democrat, ranking member of the subcommittee; Gen. 


Eugene Reybold, executive vice-president of the American Road Builders Assn.; 


Rep. 


George Dondero, Michigan Republican, chairman of the House Committee on Public 


Works; Francis V. duPont, commissioner for the U. S. Bureau of Public Roads, 


McGregor. 


and 


all; | 
and Youngs-| 


& Laughlin| 
| 


“in good faith” and | 
that lower living costs were “what | 
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London Times Ready for Emergencies— 


The vans (top) bearing the name of the London Times are equipped to print the 
| paper in case of emergency. They house a complete printing plant and can run more 
than 12,000 copies an hour. Bottom photo shows the presses set up, a job requiring 


| six men two hours. Entirely self-contained, 


the unit includes a rotary press which can 


| print an eight- page edition in reduced = size. —AU.P. Photo) 





over, both found guilty of civil 

and criminal contempt and fined 

a total of $750. 

Phelps Bros., with W. Field 
Phelps convicted of civil and crim- 
inal contempt and fined $500; J. F. 
| Phelps, fined $250 for civil con- 
/ tempt, and Robert W. Phelps, fined 
$250 for civil contempt. 

The Strang garage and H. D. 
|McDonald, fined a total of $1,500 
|for civil and criminal contempt. 

* * * 

N GRAND RAPIDS, Mich., Uni- 

versal Car & Service Co. (Ford) 
obtained a temporary injunction 
which halted picketing by IAM 
|Lodge 1573. The picketing had 
been continuous since Apr. 30, 1952. 

The court order also estopped 
the union and three of its of- 
ficials—A. P. Nabozny, Carl 
Cederquist and J. VanderMolen 
—from further alleged attempts 
to coerce employes of the dealer- 
ship into joining the union. 


*  * 

| Coast a Clarify 

| Status of NLRB Case 

| SANTA BARBARA, Calif. —The 
Tri-County Employers Assn. last 


week brought out facts to clarify a 
National Labor Relations Board 
decision involving new-car dealer- 
ships in this area. 

The NLRB announcement had 
stated merely that certain 
dealers were ordered to stop in- 
terfering with the organiza- 
tional rights of service de- 
partment employes. Charges had 
been filed by the AFL Inter- 
national Assn. of Machinists. 

However, according to Thomas 
B. Flynn, manager of the em- 

| ployers’ association, the decision 
| could not be construed as a victory 

| for the union. 
Late in 1951, Flynn explained, 
!union employes went on strike at 
|four dealerships where they previ- 
ously had been working under 
union-shop contracts, and _ also 
walked out at a fifth dealership. 

After a time, Flynn said, the 
men began to drift back to work, 
and the dealers offered the union 
a proposal previously rejected by 
the IAM, but this time without a 
union-shop clause, The union 
backed down in its strike, Flynn 
said, and the employers made the 
provision that men who had been 
replaced would not be able to re- 
turn to work until vacancies 
occurred in their jobs. 

In subsequent NLRB proceed- 
ings, Flynn said, the dealers were 
vindicated on two important issues 
when it was decided (1) that the 
strike could not be attributed to 
unfair labor practices and (2) that 
the employers could change their 
position with regard to the union 
shop, and insist on an open shop, 
during the course of negotiations. 

Three dealers, who were not 
members of the employers’ associ- 
ation, became involved in the case, 
Flynn said, when NLRB officials 








Makers ¢ to Meet 
Parts Wholesalers 
During ASI Show 


CHICAGO. — Parts wholesalers 
planning to attend association con- 
ventions in December will have an 
opportunity to discuss their 
problems with factory executives 
during the same week, according 
to D. H. Teetor, chairman of the 
joint operating committee of the 
Automotive Service Industries 
Show. 

For the first time, the committee 
will conduct an executive booth 
conference sponsored by the three 
trade associations. The Chicago 
conference will run concurrently 
with conventions of the National 
Standard Parts Assn., Motor & 
Equipment Wholesalers Assn. 
scheduled for Dec. 7 and 10, and 
the Motor & Equipment Manu- 
facturers Assn., whose meeting also 
| will be held Dec, 10. 


; The conference, planned for Dec. 
8-9 at Navy Pier, will permit no 
exhibits of merchandise and will 
provide conveniences for whole- 
saler discussions with top-level 
factory personnel only. 
Contracts for conference space 
| will be mailed soon and are to be 
|returned not later than July 1. 
Those received after July 1 will not 
be eligible for the space drawing, 
but will be assigned whatever 
| booths may be remaining after the 
| drawing. 





O’Brien Adds British Ford 


R. J. O’Brien, used-car and 
Renault dealer, of 1009 Central Ave., 
St. Petersburg, Fla., has added the 
English Ford, distributed in Florida 
by Duval Motor Co., of Jackson- 
ville. 





jalso deepen 





New Regroov er 


Follows Original 


Tire Tread Design 


DETROIT.—What is dine tc 
be the first practical machine ever 
devised for regrooving worn auto- 
mobile tires has been developed by 
Ellis Co., of 9810 Phillip Ave. 

Called the Unicut Tire Regroover 
the machine is being built by Ellis 
specifically to service used-car 
dealers. The company says it not 
only will restore original tread de- 
signs to smooth tires but, because 
its flexibility makes it possible to 
follow the old tread design, it will 
with accuracy the 
worn grooves on tires which are 
not completely smooth. 

The regroover was conceived 
and developed by J. H. Ellis, of 
Detroit, a former auto dealer who 
says he himself has_ regrooved 
many tires by hand. 

Ellis explained that for years 
tire regrooving has been done al- 
most entirely by hand. It has been 
done with a tool which resembles 
an electric soldering iron with a 
looped metal blade attached to the 
heating unit. This heated metal 
blade is pushed by hand through 
the tread rubber. 

But, according to Ellis, hand re- 
grooving is hard work and too 
often the finished job leaves much 
to be desired because there are 
some original tire tread designs 
which are difficult if not impossible 
to duplicate accurately by hand. 

Because of its flexibility, the 
company says, this machine will 
cut grooves from the very small 





UNICUT TIRE REGROOVER 


zigzags found on the outer edges 
of many popular tread designs to 
the larger zigzags of varying sizes 
in the center of many tread de- 
signs. It will also cut straightline 
grooves. 

Speed is another advantage 
claimed for the regroover. Time 
required for regrooving the aver- 
age tire on this machine is said 
to be about five minutes, although 
the time varies with the tread de- 
sign to be restored and with the 
skill of the operator. 

The machine will regroove tires 
from size 5.50 through 8.20 on 15 
or 16 inch wheels. Weight of the 
machine is approximately 400 
pounds, and it can be used either 
as a stationary installation or 
mounted in a truck and taken to 
the used-car lot. 

The regroover is made available 


‘to dealers on a lease basis. 





© teome 


King-Size Check from K-F Dealer— 


Monte B. White, of Monte White K-F Motors, Inc., Omaha, arrives at the Kaiser- 
Frazer Willow Run plant with this giant check in payment for his 100th Henry J 2f 
1953. The stunt was the result of a sales wager with Edgar F. Kaiser, K-F preside it. 
From left are William Hughes, White sales manager; T. A. Bedford, general manag 2r 
of the K-F automotive division; White, and John Everett, 


Omaha district manag ©. 


charged them with refusal to hire | Twelve feet long and four feet high, the plywood check is a scale replica of a Her ‘y 


strikers. 


| J Corsair. 
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Detroit Is First Choice... 


Nash Plugs 
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for Revival 


Of National Show 


(Continued from Page 2) 


show and about the automobile 
industry as a whole are bound to 


be greater in this news-center 
atmosphere. 

“Each maker’s individual con- 
tributions to the motoring 


public’s comfort and enjoyment 
could best be dramatized in such 
a setting.” 

Additional important consider- 
ations for Detroit, according to 
Doss, involve community and em- 
ploye relations. 

“Within the metropolitan 
of Detroit,” he says, 
trated the greatest number of 
people active in the automobile 
business. Their interests would be 
best served if they had a local 
opportunity for becoming informed, 
on a broad scale, about the in- 
dustry in which they participate.” 

* * * 


HE Detroit area, too, he adds, | 
is the most strategically lo-| 
cated from a standpoint of draw-| 


ing visitors from the four corners |“ 


of the nation. | 
“They could,” he _ suggested, | 


area | 
“is concen- | 


Automobile Show than has existed 
jup to now.” 

| * * * 

“7 industry ought to get to- 
| gether, spend a little money 
lon fixing up the Michigan State 
Fair Grounds, and hold a show in 
| Detroit next year, It’s neither too 
|late, nor too early, to start plan- 
|ning now,” he added. 

Doss believes the holding of a 
| National Show would reap the 
industry invaluable benefits by 
way of better employe relations. 
| In that connection, too, he thinks 
| it might be well for the auto in- 
| dustry’s workers and dealers if 
|makers’ generally start gearing 
| their model changeovers to the fall 
lof the year. 

| Labor relations, he said, is a field 
|in which no effort should be spared 
|in building a foundation that will 
weather the strain of changing 


economic conditions. 
* cd * 


HERE may come a time,” he 
said, “when it will prove wise 


to have planned so that our 





|Safety Meeting in Pennsylvania— 


Participating in a recent meeting of the safety committee of the Pennsylvania | 


Automotive Assn. in Harrisburg were (from left) R. H. Erny, general chairman of the 
Philadelphia County advisory committee of official Pennsylvania motor vehicle inspec- 
tion stations; John B. White, president of J. B. White, Inc. (Ford); Col. C. M. Wilhelm, 
State Police commissioner; T. Elmer Transeau, director of the Bureau of Highway 
Safety; Maj. Earl Henry, State Police; A. A. Martin, president of A. A. Martin, Inc. 
(Pontiac); Earl Hoffman, chief of the inspection unit of the Department of Revenue, 
and M. B. Janes, vice-president of John F. Daly, Inc. (Ford). All the dealers are from 
| the Philadelphia area. 


Fla. Dealers Defeat Bills 





Curbing Credit Sales 


| ORLANDO, Fila.—Two bills con- 
|sidered adverse to the interests of 
|dealers and the public have been 


“combine their pleasure and their| workers are insured taking home| killed, and requested amendments 


business with personal inspection | 
of automobile facilities existent no| 
place else in the world.” | 
Despite his own enthusiasm, | 
Doss holds little hope that the | 
auto industry will get together | 
and schedule a national show in | 
time to display 1954 models. 
“But,” he insists, “from a sales | 
standpoint, there is nothing better | 
for a good product than competi-| 
tion. And, certainly greater num-| 
bers would have a chance to ‘look 
at them all’ in a Detroit National 


Chicos Would Tie 
License Plates 


To Car Inspection 


COLUMBUS, O.—Rep. Barton has 
introduced a bill in the Ohio House 
to keep unsafe motor vehicles off 
the highways and to require an 
inspection before automobile tags 
are issued. 

Barton also has introduced a bill 
to require 30 days notice from in- 
surance companies on impending 





expiration of liability and collision | 


policies. The registrar of motor 
vehicles also would have to give 
30 days notice of expiration of oper- 
ator’s and chauffeur’s licenses. 
Another bill would require that 
new motor vehicles sold after Jan. 


1, 1954, be equipped with direc- 
tional signals. 
Rep. Devine, of Columbus, has 


introduced a bill that would re- 
quire special license plates on auto- 
mobiles owned by the State or local 
governments. 

Another bill would prohibit the 
sale of automobile mufflers without 
interior baffle plates, and also pro- 
hibits “straight-exhaust” pipes on 
cars. 


(Patent Pending) 
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Sta. A’, Box 1037. Cleveland 2, Ohio 





full pay envelopes’ around 
Christmas time.” 

And, on model 
regards dealers: 

“Although Nash was one of the 
many exceptions, it is no secret 
that a few lines of dealers were 
so busy cleaning up old models 
at low profit margins last year 

they had little time to exploit 
their new models.” 

Doss’ pessimism about the auto 
industry uniting in time to 
| schedule a National Automobile 
| Show in 1954 undoubtedly eman- 
|ates from the results of a meeting 
|of factory sales chiefs held Apr. 3 
|at the Automobile Manufacturers 
| Assn. headquarters in Detroit. 

* * * 

| A LTHOUGH declining comment 
+4 on anything that took place at 
that meeting, Doss did confirm that 
he was the only sales chief to ab- 
strain from voting on a resolution 
to not schedule a national show 
anywhere in 1954. 

AMA’s board of directors will 
vote on that resolution within 
the next couple of months, prob- 
ably early in June, and the out- 
look is that they will approve it. 
(AUTOMOTIVE News learned, and so 

reported in the Apr. 13 issue, that 
| at the sales managers meeting, GM 
| was joined by other makers in an 
adverse appraisal of New York 
| facilities for a national show, but 
|that GM provided the major op- 
| position to a plan for fixing up the 
| Michigan State Fair Grounds in 
| Detroit.) 

Doss, emphasized last week that 
jit is his opinion, too; that there 
presently exist no real adequate 


changeovers as 





| facilities for staging the best possi- | 


| ble National Automobile Show. 

| “But,” he said, the important 
consideration is that we hold a 
show, and keep the idea alive. 
What’s the difference if each maker 
might be able to display only two 
jor three cars, rather than 20?” 


GM on the Air 


Radio Systems Installed 


At Test Grounds 
DETROIT.—Two complete two- 
| way radio-telephone systems have 
been installed at the General Mo- 
tors Commercial and Military 


Proving Grounds near Milford, 
|Mich., according to Charles A. 
|\Chayne, GM vice-president in 


| charge of engineering staff. 

One system provides for com- 
munication between vehicles 
undergoing tests, while the other 
system comprises nine receiver- 
transmitters placed on the com- 
mercial and military test grounds, 
and receiver-transmitters in the 


plant protection car and a mainte- 
nance car. 
The nine units throughout the 





in weatherproof boxes. Opening 
the door puts them in operation. 
The gate house can contact GM 
divisions in Pontiac, Flint and 
Lansing. 


|to the proposed qualification law 
|for insurance agents have been 
made in the Legislature, according 
|to the Florida Automobile Dealers 
Assn. 


Bills relating to finance paper 
and requiring itemization of all 
charges, including interest and 
reserves, were defeated in com- 
mittee in both the House and 
Senate. The association objected 








to these proposals on the grounds 
that they would seriously curtail 
installment selling. 

Also killed in the Senate was the 
self-insurers’ bill, known as _ the 
Pooling bill, which would have af- 
fected the present workmen’s com- 
pensation self-insurers’ plan. 

A companion bill is still pending 
in the House, according to the 
association, but escaped defeat only 





because of the committee’s ad- 
journment. 
| The association also has an- 


|}nounced that all its requests for 


commercial ground gate house, a/| 


grounds are permanently mounted | 


Through the years 
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New York Passes Law 
Against Slow Drivers 

ALBANY. — Slowpoke drivers, 
who creep along the highway 
and cause traffic jams, will be 
lawbreakers in New York State 
after July 1. 

Gov. Dewey signed a bill mak- 
ing it a traffic offense to drive 
unreasonably slow. 

The measure was recom- 
mended by the Joint Legis- 
lative Committee on Motor 
Vehicle Problems, which said 
“drivers who crawl along at 15 
miles an hour” in 50-mile zones 
block traffic and may cause 
fatal accidents, 





amendments to the insurance 
agents’ qualification bill have been 
granted. As it is now written, it 
does not change dealers’ status in 
writing physical damage insurance. 

The Motor Vehicle Department 
has agreed with the association 
on some changes in the title 
certificate law to remove certain 
provisions described as unwork- 
able, 

The association also reports that 
the motor vehicle commissioner is 
supporting its 1/12-tag idea for 
trucks, and that such a bill is now 
being prepared. 

Finally, the association has come 
out in support of a bill to be in- 
troduced which would require a 
stamp on the certificate of title 
of all motor vehicles not for pri- 
vate use, stating that the vehicle 
has been used as a taxicab, for-hire 
or as a U-Drive-It. 


Yeager Adds U.C. Lot 
Yeager Motor Co. (Buick), South 
Bend, has added another used-car 
lot to its business at 1126 S. Michi- 
gan St. 


Montp elier has been working hand in hand 


with all truck manufacturers and dealers 


MONTPELIER URBAN—Available 
in load space lengths of 8, 10, 12 
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MONTPELIER 
BAKERY, DAIRY and LAUNDRY Publi- 
cations adapting trucks to more voca- 
tions to create better and more efficient 
product distribution. : 
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. helps YOU make the sale 


MONTPELIER, by giving your customer what he needs and 
wants in a body and chassis—engineered and built as a unit 
for his specific vocation—not only helps YOU make a sale— 


MONTPELIER—Gives You, the Dealer, full cooperation and 
help on sales. MONTPELIER gives the dealer and the customer 
the benefit of their many long years of engineering and manu- 
facturing “know how". For one vehicle or a fleet—the 
MONTPELIER “assistance” is the same. 

You contact MONTPELIER—the firm with a background of 
twenty-five years of successful experience, who will submit to 
YOU a complete proposal including recommendations for both 
assis, which will give 
features he needs to help him 


‘our customer the specific 
ve his delivery problems. 

















(Continued fr 


sion. We purchased a 1948 Willys 
Station Wagon last fall from a re- 
liable dealer. His bill of sale was 
that of a 1948 and the motor num- 
bers checked with the book as a 48. 

Now, this party who purchased 
it from us claimed it was a "46 be- 
cause he found the serial number 
in back of the front seat and two 
numbers were partly rubbed out by 
the seat rubbing against the plate 


In the Letterbox 


om Page 4) 
ufacturers’ as well, which is my 
reason for this letter. 

For your information, I have been 
in the truck and truck equipment 
business since World War I (am 
now just past 60 years of age), and 
since the beginning of 1948 I have 
seen it go from bad to worse, 
every year, except for a short while 
during the Korea boom. 

In analyzing the why for, one 


and that is what he based his case 
on. He wanted us to refund him 
the difference in price from ‘48 to 
’46 ($325). 

We explained this to the OPS, 


thing stands out above all others 
—the truck business is probably 
the largest, and certainly one of 
the most important, which does 
not have state or national associ- 


showed them our bill of sale, etc., 
and they said to forget about it 
and then they sneaked in the law-| 
suit before they closed their Provi- | 
dence office.—Lree R. Kap.an, Econ- | 
omy Auto Sales, Inc., Providence. 
* * + 

Safety Belt 

I read with interest Harry M.| 
Taylor’s letter to Automotive News 
about safety belts. 

Apparently he did not know that | 
Nash in 1949 came out with such} 
an item as standard equipment on | 
one model. The people who pur-| 
chased those cars were shown the| 
item and the usual comment was, | 
“Yes, that is a nice feature.” 





ations. NADA has all it can do in 
the passenger car field, does not 
even have a section devoted to 
trucks to my knowledge, and I 
was a member for years. 


A few years ago I sent out a 


‘letter to all the dealers represent- 
ing the same manufacturer as my- 


self, and got a very fine response, 


all agreeing that the industry need- | 


ed an exclusive Association for 


Motor Truck Dealers, and I might | 


add that many of them were also 
car dealers. 


To give you some idea of present | 


conditions in the industry, 1953 
model trucks are being sold at $50 
to $100 under dealer’s cost every 
day, and “at cost” sales are com- 


on have noted ae ee eae pall mon. The same thing applies to the 

of those cars we sold, equipment that goes on them. This 

slipped down behind the seat and condition is not a local one, since 

is forgotten completely. |I believe that the same thing exists 
Nash has since discontinued the | in every state in the union. 

item. Evidently people still believe | 

“It can’t happen to me.’—A. D.) 
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proposition were laid before the 
dealers of this country. 

I have always considered AUTo- 
MOTIVE News as being for the best 
interests of the automotive dealers, 
and I believe that you can and 
would lend your support to any 
move which might improve a very 
serious situation. 

As for myself, I would be glad 
to devote my time 100% for such 
time as necessary to get an organ- 
ization started.—R. F. Kayser, pres- 
ident, Dealers Truck Equipment 
Co., Shreveport, La. 

- a 


Like °53 Almanac 

I have received the copy of your 
1953 Automotive News Almanac and 
am very interested in looking 
through it. I am sure it will be very 
|useful during the year, as past is- 
|sues have been.—C. W. McKINL-ey, 
|chief engineer, AC Spark Plug Di- 
| vision. 


* 


« * * 


You certainly are to be congratu- 
|lated on this outstanding publica- 
tion.—Wa.ker WILLIAMS, vice-presi- 
dent of sales and advertising, Ford 
| Motor Co. 
* 
The 1953 Automotive News Al- 
manac again rings the bell and 
“sounds off” as another in a long 
list of successful issues. The won- 
der is that somehow you manage 
to improve it each year, in spite 
of perfection attained in each 
previous year. 
Here’s a challenge to the 1954 
Almanac equaling that of 1953.— 
A. G. Herreshoff, executive engi- 


neer, Chrysler Corp. 
” - 


* * 


* 


I have been looking over the 1953 | 
Automotive News Almanac and, as 


It is my firm belief that lack of usual, you have done a fine job— 


perhaps better than ever before. I 





| Ford's 'New' and ‘Old’ in Racing— 


William Clay Ford, who will drive the 1953 Ford convertible pace car at the Indian 





apolis 500-mile auto race May 30, takes the high side of a curve against the late 
Henry Ford's famous “Old 999"' race car. Ford, grandson of the founder of Ford 
Motor Co., is shown driving one of the 2,000 pace car replicas which will be displayed 
soon by Ford dealers as part of the company’s 50th anniversary celebration. ‘‘Old 
999,"' shown with Kenneth Schwartz of the Henry Ford Museum at the tiller, will be 


displayed at the Indianapolis 
| Indianapolis. 


refer to it many times during the 

course of the year.—J. M. Rocue, 

general sales manager, Cadillac. 
* * * 


| It is a splendid production and 

you are to be congratulated.—H. C. 

Doss, vice-president of sales, Nash 
| Motors. 

* 

I look forward to reading this 

with interest.—L. L. Colbert, pres- 


ident, Chrysler Corp. 
* * + 


* . 


I am looking forward to reading 
it with keen interest.—D. H. KE tty, 
vice-chairman, Electric Auto - Lite 
Co. 


* 


Parts Stocks 


I checked some time ago, and I 
found that, in our town, we three 
Chrysler Corp. dealers were carry- 
ing exactly three times the parts 


Speedway May 


Stranrorp, Stanford- Weese Nash, 


organization is probably the biggest 
}one reason for this condition. No think you are to be congratulated. 


Inc., Manhattan, mana. city, state or national associations, 


-H. J. Kuincuer, vice-president | 


stock than the local Chevrolet deal- | 


er carries, and he outsells the three 


Truck Dealers Assn.? 

It is with considerable concern 
that I look at the picture in the 
motor truck business, from the 


dealers’ standpoint, and from man- 


ee 





| Ne. 401 


_ Single Lens;  * 

Pedestal Mount No. 402 
Semi-Flush 
Stud Mount 


R 





exclusively for motor truck dealers, 
has proved a bad situation every- 
where. 

It is also my firm belief that 
this condition could be corrected 
before the end of this year, if the 









CLASS 


SIGNAL 


Fr, 

ey} 
| 
i 


400 Series lamp by 


General Motors Corp. 
* * * 

As usual, it is a splendid job 
and I can well imagine that you 
are very proud of it. You may be 
sure we shall have occasion to 


VY DUTY 


*“A’”’ 


| DIRECTIONAL 


LAMPS 





LINE 


Available in 18 Set Combinations with 
Manual or Self-Cancelling Switches. 


New — Brighter — Stronger — this 


Grote is the greatest 


achievement in Directional Signal Lamps. 
Heavy duty built to meet the practical 


needs of truck operators, jam-packed 


with essential 


features that make the 


finest Class ‘‘A’’ single-bulb Directional 








Signal lamp ever designed. Specify 
Grote No. 400 Directional Signal Lamps 
and Sets for installation on your trucks 
— for greater safety and economy. 





of us combined. I also found that 
|the three of us carried about 55 
| percent larger parts stock than the 
{local Ford dealer, who does a very 
substantial business compared to 
the three Chrysler Corp. dealers. 

I also find that five months after 
the new car has been shown, we are 


having real difficulty getting service | 


on current model parts. 

Maybe this situation applies just 
here; maybe it is a national situa- 
tion. 

Another thing. They have an out- 
moded parts order schedule, which 
gives us 5 percent if we place a 
$1,000 order per week. To order 
this would throw our stock com- 
pletely out of balance, we lose the 
5 percent, and we find that the 
net loss in our parts department 
would show about a 2 percent net 
gain if we got that additional 5 
percent. 

The result is we not only lose 
money selling labor, but we lose 


money selling parts to keep Chrys- | 


ler Corp. vehicles on the road. This 
has gone on far too long.—Mipwest 
DEALER. 


GM to Construct 
New Test Center 
For Fisher Body 


DETROIT.—Another engineering 
'center, devoted exclusively to the 
development and testing of Fisher 
Bodies, will soon be erected near the 
General Motors Technical Center 
here, it was announced last week 
by James T. Goodman, general 
manager of Fisher Body division. 

Construction of three new build- 
ings, which will house the engineer- 
ing and administrative activities of 
Fisher Body, will start in the near 
future, Occupancy is scheduled for 
late 1954. The structures, contain- 
ing 1,301,000 square feet of floor 
space, will occupy a 192-acre plot 
in Northeast Detroit, connecting 
with the GM Technical Center. 

The two-story administration 
building will have a frontage of 
800 feet, with the recently an- 
nounced Chevrolet engineering cen- 
| ter located directly opposite it. The 
'engineering building, adjacent to 
and immediately behind the admin- 
istration building, will also be of 
two-stories, measuring 400 by 800 
feet and containing 788,266 square 
feet of floor space. A one-story 400 
by 800 foot experimental shop will 
| be erected behind the administra- 
| tion building. 

Fisher Body’s general offices, 
| presently located in Detroit’s GM 
| Building, will be moved to the new 
i site. 


16 and afterward in downtown 


| Obituaries 


B.B. Burns Dies; 
Twice President 


Of Illinois Dealers 


DECATUR, Ill.—B. B. Burns, 
| twice a past-president of the Illinois 
| Automotive Trade Assn., died here 
| Apr. 29. Mr. Burns also served as 
| NADA director for his state and 
las chairman of NADA’s nomina- 
| tions committee. 

Mr. Burns was said to have been 
,the first independent’ used-car 
|}dealer in Illinois. Several years 
| later he took on a Ford franchise, 
but represented Dodge exclusively 
| after 1953. 
| Of Mr. Burns, John Munn, AvTo- 
| MOTIVE News columnist, once wrote: 

“On account of his initials, I have 
always called him ‘bread and but- 
ter.’ The reference is_ significant 
because through his own efforts, 
hard work and perseverance he has 
gained success in business as well 
|}as the respect and admiration of 
his contemporaries.” 

ok * * 
Wilbert J. Smith 

DANVERS, Mass.—Wilbert J. Smith, 74 
a pioneer in the automobile business _ in 
Massachusetts and head of Smith Motor 
Co. of Lawrence and Haverhiil, died sud- 
denly in Jacksonville, Fla., while on his 
| way home with Mrs. Smith after a vaca 
| tion. 





| * * + 
Joseph J. Marshall 
| CHICAGO.—Joseph J. Marshall jr., 52, 


owner of Joseph Marshall Buick Co., 5011 
|W. Sixty-third St., died Apr. 26 in St 
| Luke’s Hospital after a protracted illness 
;He was a past district governor of the 
| Lions International, an area chairman of 
| NADA and a member of the Clearing In- 
| dustrial District. 
* * * 


| Frederick A. Tucker 
TORONTO. Frederick A. Tucker, 
former Ontario sales manager for Ford 
Motor Co. of Canada, Ltd., died Apr. 24. 
* * * 


William Alexander Forbes 

| MONTREAL.—William Alexander Forbes, 
|47, assistant general manager of City 
| Motors, Ltd., died Apr. 26. He joined City 
| Motors in 1950 as sales manager. For 25 
years, he previously was associated with 
| Hudson Sales & Service, Moore Motors and 
Grenier Motors, 


| 


| Cox Faces New Charge 

On U. C. Transactions 

| ALEXANDER, Va.— Frank M. 
|Cox, Alexandria used-car dealer, 
|last week faced a new charge in 
|connection with used-car trans- 
actions. He was picked up by 
police here on a fugitive warrant 
for Darlington, S. C., where he had 
been charged with passing a bad 
check for the purchase of used 
cars last January. 

Charges have been piling up 
against Cox since February, when 
the 48-year-old head of Gateway 
Motors was arrested by FBI agents 
and charged with transporting 
automobiles obtained by fraud. 
Later, Pennsylvania authorities 
added four charges, including one 
that he purchased $14,000 worth of 
cars from a Philadelphia firm with 
worthless checks. 


Auto Stocks 











Apr. Apr. 1952-53 

29 22 High Low 
Chrysler 79 77% 98 68% 
GM 62% 60% 69 50 
Hudson 14% 14% 17% 12% 
K-F 5 4% 7 &% 
Nash 23% 22% 25% 17% 
Packard 5% 5 634 5% 
Stude. 35% 35 438% 31% 
Willys 15% 15% 15% -% 
Average 32.32 29.44 


Compiled from reports of trading on ‘he 
American and New York Stock Exchan..es. 


— 
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GM Nets $151 Million in First Quarter... 





Curtice Reaffirms ’53 Optimism 


(Continued from Page 1) 


“seems to be that defense ex- 
penditures will be severely cur- 
tailed. They apparently do not 
take into consideration the unex- 
pected defense commitments. 


“As of Jan. 1, these commitments 
amounted to about $8 million. 
Even if the present attitude of the 
Soviet Union should result in ces- 
sation of hostilities in Korea—and 
I sincerely hope it will—I believe it 
would have very little influence on 
the rate of military expenditures 
throughout the remainder of this 
year. 

“These defense outlays are cur- 
rently at the annual rate of $50 
million.” 


I that he does not believe pros- 
perity in this country is dependent 
on war or defense expenditures. He 
said that to the extent that defense 
expenditures can be reduced safely 
—perhaps in 1954—there should be 
a corresponding reduction in taxes. 

That, he added, should release 
funds for consumer spending and 
other purposes, 


a * * 


Curtice said that 1953 should be | 


one of GM’s best production and 
sales years. In the first quarter, 
GM’s factory sales of passenger 


cars in the United States were up| 


67 percent from the corresponding 
1952 quarter, and trucks were up 40 
percent. 

For the first six months, GM’s 
car and truck production schedules 
have been set at a rate more than 
55 percent higher than in the first 
six months of 1952. 

“As a result,” he added, “total 
production will be somewhat high- 
er than for the like period of 1950.” 

a * * 


ee plants are sched- 
4 uled at a rate 66 percent higher 
than for the first six months of 
1952. 


Curtice asserted that California | 


C.LT. Head Raps Hysteria 


OWEVER, Curtice emphasized | 


now is regarded as the No. 1 auto 
market. 

“For the state as a whole,” he 
said, “our production last year to- 
taled 209,256 units. This means that 
GM produced one Golden State ve- 
hicle for each 11 turned out in the 
country as a whole.” 

He gave these facts about GM on 
the Coast: 

Last year $34 million went in 
wages and salaries to 7,500 GM 
men and women in California. 
Approximately $13 million was re- 
ceived by our 2,800 employes in 
this area. (Incidentally, our cur- 
rent employment in the Bay area 
is in the neighborhood of 3,400 

| persons.) 


duction because of easing of gov- 
ernment restrictions, favorable 
economic conditions in the first 
quarter, excellent public accept- 
ance of the company’s 1953 prod- 
ucts and GM’s price policy of 
giving the customer the maximum 
benefits of its technological prog- 
ress, 

“GM passenger car prices today | 


| compare even more favorably with 


prices of competitor's cars than 


'they did on the average before the 
| War,” 
| Sloan jr., 
| results not only from the stabilizing | 
| influence of GM's long-term pricing | for the Airtemp air-conditioning system, | 
| policy but also from its efficiency as 


and Alfred P. 
“This 


said Curtice 
board chairman. 


a manufacturer.” 
Net working capital at March 31, 


| We paid out $86 million last year to| 1953) amounted to $1,255 million, 


| now available on the Fire Dome V-8 four- | 


lof cooling the car's interior from more | 
| 







‘ 


é — ie 


Air-Conditioned DeSoto— 
The first dealer to drive away an air- 
conditioned DeSoto from the factory in 
Detroit was C. D. Murray (left), Colby, 
Kans. Robert E. Stokfisz, of DeSoto's dis- 
tribution department, points to the chrome 
air-intake grille which supplies fresh air 


door sedan. The unit is said to be capable 






‘Polar White’ 
Gaining Favor 


Of Olds Buyers 


LANSING.—If bright colors un- 
consciously reflect the purchaser's 
| judgment of the times, then Ameri- 
ca’s economic outlook must be good 
right now. Polar white, an “off- 
white” color that won three-tenths 
|of 1 percent of Oldsmobile buyers’ 
|preferences last year, is currently 
|about 15 times more popular. 
| According to J. F. Wolfram, 
|general manager of Oldsmobile, 
|preferences for the brightest of 
|/numerous bright colors on _ the 
|customer “colorama” are boosting 
|Polar white over the 5 percent 
figure. 

“Polar white was introduced last 
|year strictly as a contrasting top 
color in two-tone combinations,” 


|some 1,300 California suppliers. Of | compared with $1,191 million at/| than 100 degrees to temperatures in the|said Wolfram. “Now it is winning 
|this total, about $46 million was | Dec. 31, 1952, and $1,418 million at 
spent in this area. Almost every) March 31, 1952. Inventories total 
one of our plants—and there are) $1398 million at March 31, 1953, 
116 of them throughout the country| compared with $1,297 million at 
| —buys something in California, and | Dec, 31, 1952, and $1,217 million at 


‘our California plants buy every- 
| thing they possibly can out here on | 
| the Coast. 


Thirty-one thousand individuals | 
| and institutions out here own shares 
of General Motors common stock, 
and last year they received $13 mil- 
| lion in dividends. 


All told, we paid out in this state 
last year for goods and services 
|and in dividends close to $150 mil- 
| lion, 
| * * * 

i GM’S financial report, it was 
pointed out that $346 million— 
more than double the amount of 
|/net income —was provided for 
| United States and foreign income 
and excess profits taxes in the first 
|quarter. Earnings on the common 
stock, after deducting dividends on 
the preferred stocks, were equiva- 
lent to $1.70 per share. 


Reasons given for GM’s sales | 
performance were increased pro- 


On Credit-Buying Rise 


NEW YORK.—Those who are 
seeking to curtail installment buy- 
ing apparently do not realize “the 
extent to which 
this would jeop- 
ardize the present 
level of employ- 
ment and the 


those durable 
goods which are 
customarily sold 
on the install- 
ment method.” 

This answer to 
persons who 
claim high con- 
sumer credit is dangerous was 
made by Arthur O. Dietz, president 
of C.1.T. Financial Corp., at the 
annual meeting of stockholders last 
week. 

It was announced at the meeting 
that C.I.T.’s automobile - financing 





A. O. Dietz 


subsidiaries, Universal C.1.T. Credit 
Corp. and Canadian Acceptance 
Corp., Ltd., 


handled a volume of 


Inside Job 


Rubber on Pivoting Windows 


Aids Washers 


AKRON.—General Tire & Rub- 
ber Co. engineers played a major 
part in making window washing an 
inside job at the new 30-story sky- 
scraper built by Aluminum Co. of 
America in Pittsburgh. 


The windows pivot on a vertical 
axis. butyl tubes are installed in 
the windows beneath a sealing rub- | 
ber. Window washers carry a small | 
vacuum pump to deflate the tubes, | 
— them to reverse the win-| 

ow. 


After the job is completed, the 
window washer swings the window 
back into position and inflates the 
tube to about 16 pounds pressure 
with his hand pump. 

Thus, the window is locked in 
position with air-tight fit, prevent- 
ing entrance of dust, dirt or mois- | 
ure, 


production of} 


| retail automobile financing in the 
| first quarter of 1953 amounting to 
| $263,389,000. 

This was an increase of more 
than 33 percent over the first 
quarter of last year. Wholesale 
volume for the first quarter of 
this year was $521,131,000, com- 
pared with $357,188,000 in the 
corresponding 1952 period. 

“Mass financing,” Dietz said, “is 
|the fundamental support of the 
American system of mass produc- 
tion and mass distribution. 

“If markets were restricted only 
to customers who could pay cash 
|for goods, the economies of mass 
production would largely disappear. 
Prices for automobiles, refrigera- 
tors, ranges and the like would be 
out of reach for most American 
families.” 

Dietz declared that most econo- 
mists and many Government 
officials agree that the volume of 
|installment credit today is not 
| excessive. 

Considerable attention, he com- 
mented, has been given to warnings 
that consumer credit is approach- 
ing the “danger point” —the pre- 
war high reached in 1941 when con- 
| Sumer credit outstanding was 10.6 
| percent of disposable personal in- 
|come, the money consumers have 
left after paying their taxes. 

The Federal Reserve Bulletin 
for April, reported that total con- 
sumer credit on Dec. 31, 1952, was 
$25,705,000,000, roughly 10 percent 
of disposable personal income. 


| 


$8,100,000,000 of the total, or 31.5 
percent of all installment credit. 

However, Dietz said two signifi- 
cant facts prove that the “econom- 
ic atmosphere” of today is quite 
different from that of the years 
preceding World War II. 

During the past 15 years, he said, 
the number of families earning be- 
tween $3,000 and $7,500 (in terms 
of 1951 dollars) has doubled in size, 
and savings of consumers are much 
higher today than they were before 
the war. 


DEALERS... 


don't pass up 
these extra dollars { 


Automobile financing made up | 





| March 31, 1952. 


TRUCK 






® Carry-All Sliding Roof for fully 
enclosed body. 





© Carry-All Body equipped with 
Ladder Bows. 


Tae © 7 pad E & re = 


STEEL PRODUCTS, INC. 


ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUN WARM 





bring you MORE SALES... \ 
MORE PROFITS 


OVERWHELMING CUSTOMER ACCEPTANCE among the 
Service Trades make Morrison Carry-All Service Bodies a direct 
means of increasing your light truck sales and boosting your 
profit margin. Plumbing and heating contractors — electricians 
— tinsmiths — roofers — building contractors — painters — 
and scores of other trades and services know that a Carry-All 
Service Body tailors any light truck to their exact needs .. ; 


70s in as little as two minutes. The price 


of the air conditioner was not announced, 
but it is expected to be the same as that 
charged by the Chrysler division—$642.60, 
including Federal tax. 


without the “custom” price. 


the Service Trades. 


680 Amherst Street, Buffalo 


a place as a regular body color 
either alone or in combination 
with contrasting top colors.” 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 











@ Morrison Carry - All 
Model B-750 for 2 
ton Truck Chassis. 


© Carry-All Body with 
Caravan Top. 


THIS IS VERY IMPORTANT... it keeps you out of cut-price 
competitive bidding ...it helps you close more profitable orders. 
Other Carry-All sales-building features include attractive appear- 
ance... rugged, all-steel, weather-tight construction ...dependable 
delivery... models to fit all 2, 34 and 1-ton chassis...and hard- 
hitting advertising in nationally circulated magazines read by 


WRITE TO US TODAY for full details... find out how easy 
it is to cash-in on the popularity of Morrison Carry-All Service 
Bodies in one of the largest segments of the light truck market 
... pick up those extra dollars as a Morrison Carry-All Dealer. 


a 
< 





7, N.Y. I 
AIR FURNACES 
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lo Avert Auto Stagnation... 


NADA Chiefs Prepared) 
Good-Roads Drive 


(Continued from Page 1) 





been very successful in legislative 
and get - out -the- vote campaigns. 
“There’s no reason why it can’t 
be successful in the 
drive,” he emphasized. 

* + * 


ALTER Cooper, 

of the NADA committee and 
a long-time leader in highways and 
safety in Colorado, told the group 
that dealers have not been 
conscious of the road problem and 
its attendant evils. 

“Few dealers realize,” he de- 
clared, “that our auto business 
has been maintained in recent 
years by a rising population. Few 
dealers — realize that | a sizeable 


Planning to Hire 
Minors? Check 
Laws, NADA Says 


WASHINGTON. — Dealers who 
plan to employ minors during the 
summer vacations should check 
both state child labor laws and the 
Federal Wage and Hour Law, 
NADA warns in a bulletin. 

Child labor laws are now in effect 
in every state and usually limit 
working hours and prohibit the 
employment of minors below a 
certain age on jobs considered 
hazardous, NADA explains. 

The Federal law prohibits em- 
ployment of children under 14 and 
restricts the employment of chil- 
dren 14 or 15 years of age to cer- 
tain occupations. Minors 16 or 17 
years of age may be employed in 
most jobs, except those considered 
hazardous. Minimum age for such 
jobs is 18. 

According to NADA, dealers can 
protect themselves from uninten- 
tional violations of minimum-age 
laws by obtaining an employment 
certificate or work permit from or 
for each minor prior to his em- 
ployment. 





Radio, Televisions Join 


Safety-Check Campaign 

WASHINGTON. — The _Inter-In- 
dustry Highway Safety Committee 
last week announced radio and 
television support for the May 
Safety-Check Campaign. Each of 
the programs, according to the 
committee, will mention Safety- 
Check at least three times. 

May 4 (NBC-TV and NBC) 
“Voice of Firestone,” Firestone Tire 
& Rubber Co. 

May 4, 11 and 18 (ABC)—Henry 
J. Taylor in “Your Land and Mine,” 
General Motors. 

May 5, 8, 11, 12, 18, 19, 25 and 26 


(NBC-TV) — “Dinah Shore Show,” 
Chevrolet. 

May 6, 7, 20 and 21 (NBC) 
“Groucho Marx,” DeSoto. 

May 7 (NBC-TV) ‘Ford 
Theater,” Ford Div., Ford Motor 
Co. 

May 11 (CBS-TV) — “Burns and 


Allen,” B. F. Goodrich Co. 
May 17 (CBS-TV)—“Toast of the 


Town,” Lincoln-Mercury. 
May 19 (NBC-TV) —“Circus 
Hour,” Buick. 


Date unannounced (CBS - TV) 
“Doug Edwards and the News,” 
Oldsmobile. 

Check local papers for time and 
station. 


good-roads | 
|and unsafe highways and rising ac-| 


|cidents. If we don’t lick the prob- | 
vice-chairman | jem 





| 


| 
| 


| problem.” He pointed out that bad 
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downtrend in average mileage 

has been going on for several 

years. 
“Why? Because of inadequate | 


right away, each dealer’s| 
chance of survival will be pre-)| 
carious,” Cooper emphasized, 


Fribley revealed that NADA is 
sending letters to all factory sales 
managers, thanking them for their | 
past good-roads efforts and urging | 
them to reemphasize the problems 
to their dealers. 

“Auto manufacturers have been 
doing a grand job to date,” Fribley 
said, “but they need the field work 
| by dealers.” 

* * * 
7 ARL Richards, manager of field |! 
services for AMA, commented | 
that “no businessman anywhere} 
has been stepping up to _ the} 


and congested roads are costing 
nation’s drivers $3 billion annually. 


He broke this down into $1,250) 
million in accident losses; $750) 
million in wasted gasoline, tires, | 


brakes, etc., and $1 billion in time) 
lost by trucks. 

NADA committee members pres- 
ent, besides Fribley and Cooper, 
were Herbert Galles jr., of Albur- 
queque, Dave Holmes of Battle 
Creek, Mich. Ernest Dowd of 
Cleveland and George Benjamin of 
Arkansas, representing the Auto- 
motive Trade Assn. Managers. J. E. 
O’Daniel of Evansville, Ind., an- 
other committeeman, was unable 
to attend. 


Hudson Promotes 


Smith, Michals 


DETROIT. — Hudson Sales Corp. 
has appointed Hugh D. Smith as 
zone manager, and L. J. Michals as 
assistant zone 
manager of the 
Chicago zone, N. 
K. VanDerzee, 
vice-president an- 
nounced last 
week. 

The Chicago 
zone is dis- 
tributor of Hud- 


son cars, parts 

and _ accessories 

_ in the sales terri- 

a. D. Smith tory which in- 
cludes northern Illinois, north- 


western Indiana, eastern Iowa and 
southern Wisconsin. 

Smith, prior to his appointment 
as zone manager was _ assistant 
zone manager at Chicago. After 
serving in the Navy, he became 
affiliated with the Hudson distri- 
butor in Pittsburgh as parts and 
service manager, and in 1949 was 
named parts and service manager 
for the Chicago zone. He was pro- 
moted to parts and service super- 
visor of the North Central division 
in 1949, and was named assistant | 
zone manager of the Chicago zone 
in February. 

Michals became affiliated with 
the Hudson Sales Corp. in 1948 as} 
assistant business manager for the | 
Detroit zone. He subsequently was 
appointed car distribution manager 





and district manager before taking | 
over his new Chicago position. 








Logan County Dealers Discuss Ads— 
At the invitation of the Bellefontaine (O.) Examiner, Logan County dealers met to} and Carbon Corp. This will bring 


discuss newspaper promotion with representatives of the paper and John W. Cullen| those base resins sold 






A 


Sinclair Officials 


Show New Oil 
To Auto Makers 


DETROIT.—Top-level officials of 
Sinclair Refining Co. from New 
York and other points met here 
last week with representatives of 
the Big Three auto makers to in- 
| onl fie a new heavy-duty motor 
oil, Sinclair Xtra Duty. 

Officials of the engineering and 
service departments of Chrysler 


"= |Corp., Ford Motor Co. and General 


ile Tee 


Sage 
pny Mita) A\ 


Chevrolet Maps Safety Check Program— 


The 10-point Safe-T-Way service program of Chevrolet has started its second year | manager 
| of operation. E. L. Harrig (left), national service director of Chevrolet, discusses pro-| 


| motion plans with F. H. Olrich, assistant 


| in the program has been almost unanimous,” 


the program because it helps them keep 


service manager. “Cooperation by dealers 
Harrig said, 


their cars in safer running condition.’ 


“and customers have liked | 


| Motors saw a color film, “The En- 
| gine That Never Grows Old,” which 
|traced development of the new oil. 
Also on display was a demonstra- 
tor unit for comparing Xtra Duty 
| with rival brands. 
| Toastmaster was W. G. Ainsley, 
|director of engine laboratories for 
Sinclair Research Laboratories, 
Inc., Harvey, Ill. 
| Other Sinclair staff members at- 
| tending the affair were: 

M. F. Braeckel, general sales 
of Sinclair Refining; 
W. M. Flowers, president of Sin- 
|clair Research; L. W. Leath, man- 
ager of market development; E. J. 
Martin, vice-president of Sinclair 


; | Research; A. S. Randak, manager 


Plymouth Widens Scope 
Of Model-Plane Event 


DETROIT.—Plymouth will spon- 
sor its seventh International Model 
Plane Contest in Detroit Aug. 19-24, 
President John P. Mansfield an- 
nounced last week. 

Mansfield said the event will be 
conducted under a new plan 
which will permit an increased 
number of youngsters, an esti- 
mated 35,000, to apply for one of 
the 500 places in the final contest. 
Invited contestants will be guests 
of Plymouth at a Detroit hotel 
‘for the period of the contest. 


There will be special events for 
experienced model plane builders. 
This year’s competition, for the 
first time, will have events for 
radio-controlled planes. 

“We expect to demonstrate that 
America leads the world in model 
aviation,” Mansfield said. 

Plymouth dealers will sponsor 
some regional elimination contests. 
In addition, winners of other con- 
tests sanctioned by the Academy 
of Model Aeronautics will be in- 
vited. 


The International _contests will 


Atlanta Dealers 
Hold Open House 
With Press Tiein 





ATLANTA.—An open house and | 


special showing of new cars, 
sponsored by the Atlanta Auto- 
mobile Assn., was held here last 
week in 38 showrooms of member 
dealers. Seven nonmember dealers 


also participated in the event. 

A one-day event, the show ran 
from 8 a.m. 
tablishment was specially deco-| 
rated, and salesmen explained the | 
latest models and devices. 

The Atlanta Journal-Constitution | 


stimulated interest in the show by) 
automobile | 


running a special 
section in its Sunday magazine. 
The top story was a review of all 
lines of cars, and what they have 
to offer. 

Also included were articles en- 
titled, “Good Roads Pave Way for| 
Better Car Happiness” and “At- 


lanta Is South’s Automobile Capi- | 
interest to women were! 


tal.” Of 
two stories entitled, “So I Am a 
Woman Driver?” and “Women Also 


Have the Last Word in Car De- | 


sign.” The section also carried | 
color ads and car specifications. 


Bakelite Cuts Prices 


On Polyethylene Resins 
NEW YORK.—A price reduction 
of 3 cents per pound for most 
polyethylene resins and compounds 
has been announced by Bakelite 
Co., a Division of Union Carbide 


in largest 


Co., advertising agency. In the front row (from left) are Edward Gillespie; A. J. Stay-| volume from 47 cents down to 44 
rock; James Ginley; Hamilton McPeck, general manager of the Examiner; R. C. Sparks| cents per pound. This is the second 


and Harold G. Short. The second row shows Richard Lee Miller; Dewey Nicholl; Vernon | reduction 


in seven months. The 


Nicholl; B. O. Beatty; Walter Brubaker; Earl W. Miller; Joe Gillespie and L. T.| price was cut 2 cents a pound 


MacGillivrary. 


Sept. 15. 


to 9 p.m. Each es-| 


, again be held in Detroit, with free- 
flight events at Selfridge Air Force | 
Base, and control-line events at) 
Belle Isle. 

More than 40 events are sched- 
uled including competition § in 
combat flying, Navy carrier deck 
operations and team racing, as 
well as radio-controlled flights. 
All previous categories of free- 
flight and U-control, rubber, gas 
and jet-propelled speed, stunt 
and scale models will be retained. 
Competition in radio-controlled 
flight will involve the use of mini- 
ature broadcasting stations. It has 
been made possible by new de- 





license-free frequencies for the use 
of model-plane fliers. 

Contestants in Plymouth’s sixth 
international meet, held last Au- 
gust, set eight world records, with 
speeds up to 154 miles per hour. 
Contest officials believe there is a 


at this year’s meet. 

Prizes this year will include 
more than $4,000 in cash, 129 
first, second and third - place 
trophies, 86 medals and 11 per- 
petual trophies. Grand champions 
will be recognized in each of four 
age groups, ranging from 8-to-15 

| to over-21, 

Entry forms and information on 
| qualifying contests will be supplied 

by Plymouth dealers throughout 


| the country, and by the Contest 
| Manager, Box 3118, Deeroit 31, 
| Mich. 


| 
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Riding High— 


This West Berliner parades his motor- | 


cycle at the border of the American and 
Russian zones to advertise a circus. His 
stilts make sure that he is not overlooked 
by anyone.—{U. P. Photo) 


velopments in radio-control equip- | 
ment and by the assignment of | 


good chance for new world marks | 





|of technical service for ‘the lubri- 
| cating sales department. 

H. F. Gerstung, chief automotive 
|engineer for the technical service 
| division; P. W. Zumbrook, manager 
|of the lubricating sales depart- 


| ment; L. C. Derbyshire, technical 
|}assistant for the manufacturing 
| department; R. H. Gardner, re- 


| search associate; 


M. Fairlie, direc- 


tor of lubricating oil development; 
C. C. Randall, manager of lubri- 
cating sales for the central district, 
Chicago; E. M. Hough, staff engi- 
neer for the technical service divi- 
sion, and J. S. Curran, manager of 
the eo een | Detroit area. 


New IH Branch 
Opened in Ind. 


FORT WAYNE, Ind.—H. A. Her- 
| man, International Harvester’s mo- 
tor truck district sales manager 
here, has formally announced the 
opening of the company’s new mo- 
tor truck sales and service branch 
located at the corner of South 
Clinton and Duck Sts. in Fort 
Wayne. The branch was formally 
located at 207 East Superior St. 


The new building was built and 
is owned by F. A. Wilhelm, In- 
dianapolis, who is leasing the build- 
ing to Harvester under a long- 
term agreement. 


Herman said the branch con- 
tains about 23,000 square feet of 
floor space, including a showroom, 
office, parts department, and 
service station areas. A separate 
warehouse building has been con- 
structed on the property and is a 
part of the new motor truck 
facility. 

A black-top parking area adjoins 
the building. 


Herman announced that George 
R. Gear, a 24-year Harvester vet- 
eran, will continue as manager of 
the branch in its new quarters. 
About 50 people will be employed 
at the branch when it reaches full 
operation. 


Cleared in Theft 


Court Finds Ontario Garage 


Not Liable for Car 

HAMILTON, Ont.—Judge John 
Synan Latchford, of the County 
Court, has ruled that a garage 
owner was not responsible for a 
client’s car which was stolen from 
his property. 

The judge dismissed a civil action 
|brought against Elgin Diebold, 





@ | operator of a garage on Burlington 


St., by Wilfred Jones. 


Jones left his car at the garage 
in December, 1950, for Diebold to 
repair at his convenience. Diebold 
said that Jones was told in May, 
1951, that there no longer was room 
for the car in the garage. Jones 
said he would pick it up at the first 
opportunity, but it was stolen on 
June 22 and was found in badl) 
damaged condition. 


David Duncan, who represente: 
the defendant, produced photo 
| graphs of signs in the garage whic 
|said “All Cars Are Left at th 

Owner’s Risk.” The plaintiff said he 
‘had never seen the notices. 
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AUTOMOTIVE NEWS, MAY 4, 1953 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 gr 
Ended Same Ended Total to to y a 
May 2, Week, Apr. 25, Apr., May 3, May 2, as 
1953 1952 1953 1953 1952* 1953* - 
CHRYSLER 29,282 21,093 29,782 117,237 328,681 458,219 
Chrysler 4,331 2,704 4,252 16,843 44,543 68,27 
DeSoto 3,408 2,137 3,456 12,371 33,639 47,118 
Dodge 7,629 5,672 7,828 30,657 88,581 22,168 
Plymouth 13,914 10,580 14,246 57,366 161,918 220,655 
FORD 30,410 21,004 35,389 125,507 295,717 cides 
Ford 23,168 16,341 27,166 96,280 229,954 347,928 “ . - 
Lincoln 1566 674 1,523 6,171 9,324  16,131|Favorite-Station’ Radio— 
Mercury 5,676 3,989 6,700 23,056 56,439 86,965 A new car radio developed by Delco 
GENERAL MOTORS . 62,604 41,197 67,608 281,050 618,452 984,787 ;adio division of General Motors combines 
Buick 11,284 7,390 11,974 51,120 = 111,924 = 177,587 | the signal-seeking tuner with ‘favorite 
Cadillac 2,540 2,096 2,500 11,016 30,176 41,836 | station" pushbutton tuning. Delco says this 
Chevrolet 31,062 | 20,210 34,161 139,297 302,801 495,864 i, the way it works: A touch of the.sta- 
Oldsmobile 8,220 5,277 8,677. 36,152 78,932 124,084 | tion selector bar, and the tuner automati- 
Pontiac 9,498 6,224 10,296 43,465 = 94,619 145,406 | cally travels across the dial until it en- 
KAISER-FRAZER 782 «1,257 815 3,486 20,964 + 15,392 | counters a station signal. Another touch of 
CROSLEY 60 : 902 the finger, and the tuner seeks out the 
HUDSON 2,529 1,298 2,593 11,548 29,599 37,108 | next station. By means of sliding tabs, the 
NASH 4,707 2,687 4,844 = 21,094 39,413 76046  fovrite station can be pinned down for 
PACKARD . 2,506 1,423 2,451 9,668 22,289 + 41,046 | pushbutton operation. The new radio is 
STUDEBAKER 6,170 3,229 6,003 © 24,361 63,500 61,725 | available on 1953 Cadillac and Packard 
WILLYS-OVERLAND. __ 1,688 907 1,641 6,708 18,348 23,112 | eure, 
Total Cars, U. S. 140.678 94,155 151,126 600,659 1,437,865 2,148,454 | 
‘Mevined: Chrysler Confirms 
COMMERCIAL CARS Retirement of 
(U. S. PRODUCTION ONLY) Pp 
elk Veek Jan. 1 Jan. 1 > ~ 
Ended ber Ended — x : " to a Th re e Executives c 
“a” reek, = Apr. 25, Apr, May 3, May 2,/ DETROIT.—Chrysler Corp. of- 
1953 1952 1953* 1953 1952 1953* ficially announced Soot week: the pol 
CHEVROLET 9,229 7,175 «9,747 41,316 113,739 157,201 | tirement of three top executives 
CROSLEY . 15 134 Herman L. Weck- 
DIAMOND T 151 176 152 694 2,830 2,991 | ler, vice - presi-| 
DIVCO 50 74 50 195 1,219 935 dent and general 
DODGE 2,388 2,165 2,397 9,651 57,657 42,526 manager of 
FEDERAL 35 12 47 174 625 562 Chrysler Corp.; 
FORD 7,983 4,979 9,216 33,649 79,927 96,381 David A. Wallace, 
GMC . ‘ 2,812 2,546 3,059 12,508 40,944 49,940 president of the 
INTERNATIONAL 3,156 2,929 3,207 13,836 58,244 50,221 Chrysler division 
MACK 264 222 225 895 4,304 3,812 and Joseph é 
REO . . 370 396 362 1,516 6,492 6,078 O’Malley, vice- 
STUDEBAKER 920 1,147 916 6,008 22,341 21,923 | preside nt and 
WHITE .......... 326 320 328 1,383 5,326 5,221 general sales 
WILLYS-OVERLAND __ 1,642 1,792 1,570 6,593 37,783 34,739 manager of the 
MISCELLANEOUS 292 301 292 1,302 5,426 5,521 | H. L. Weckler division 
Total Trucks, U.S... 29,618 24,249 31,568 129,720 436,991 478,051 | aun pomenascr ge ote 7 
Total Cars, Trucks issue of AtTomMoTiveE News. 
U. S. 170,295 118,404 182,694 730,379 1,874,856 2,626,505 Weckler had been with Chrysler 
Canada . 11,512 9,921 11,337 47,704 124,290 171,499 Corp. since 1932. In 1912, he entered 
Grand Total ~ |the auto industry as mechanical 
Cars and Trucks superintendent of the Buick organ- | 
U. S. and Canada 131,808 128,325 194,031 778,083 1,999,146 2,798,004 |ization in Flint. He was made 
“Tested, Hiveiionssts ‘includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel | general manager in 1928. | 
ve, Sterling, Nash, etc. ess : 
.E.: An U. s. totals aioe cars and trucks for miitary eotera. ; un suites sae ae een 
| vice-president and general man- 
e |ager and now chairman of the 
utput for Week Dee “times “4 board. Weckler served as_ vice- 
? |president and general manager of | 
e * |DeSoto, and was president of 
April Sets 2-Year High [Dodge from 1943 to 1946. 
Wallace joined the corporation 
(Continued from Page 1) in 1929 as staff master mechanic, 
trucks, a total of 730,379 vehicles. | portions of total car and truck out- food 7 ae vurenan 
The 


last time U. S. plants ac- 
counted for as many as_ 700,000 
vehicles in one month was March, 
1951. 

Barring upsets—and one is im- 
minent in the labor dispute con- 
tinuing at the Borg-Warner plant 
in Muncie, Ind.—U. S. plants will 
obtain even greater output in 
May. 

May will find them shooting for 
640,000 cars and 138,000 trucks—a 
total of 778,000 vehicles, with about 
90 percent of the car volume and 
nearly 80 percent of the truck 
volume expected to come from Big 
Three plants. 

The Big Three 


has been ac- 


counting for significantly greater | 


Landsburg Urged 
For ICC Post 


WASHINGTON. 
the executive board of the Truck- 
ing Industry National Defense 
Committee last week urged Presi- 
dent Eisenhower to appoint a 
veteran Government executive, 
Frank FE. Landsburg, Portland, 
Ore., as a commissioner on the 
Interstate Commerce Commission. 

Calling at the White House were 
Roy Fruehauf, president of Frue- 
hauf Trailer Co.; Dave Beck, presi- 


Members of 


dent of the AFL Teamsters Union | 


and chairman of the labor manage- 
ment trucking industry committee, 
and B. M. Seymour, president of 
Associated Transport, a_ trucking 
firm. 

Landsburg, an ICC executive 
since 1936, is district director of 
ICC’s Bureau of Motor Carriers at 
Portland. 


put this year than it did during all 
of 1952. GM, Ford and Chrysler 
accounted for 86.6 percent of all 
last year’s car output. 

* * * 


T 


cent of all car production. How- 
ever, that percentage has dropped 
off since to 88.3 percent in Febru- 
ary, 87.8 percent in March, and 
87.2 percent in April. 

For the first four months of 
1953, the Big Three has built 88.2 
percent of all cars assembled. 

It’s about the same story on 
trucks, where the Big Three ac- 
counted for 69.6 percent of all 
output in 1952. 

This year the Big Three started 
out with a 69.2 percent rating in 
| January, slipped to 67.5 percent in 
|February, but worked up to 75.2 
percent in March. The Big Three’s 
share of April truck output was 
| 74.9 percent, and Dodge is ex- 
| pected to be a stronger truck pro- 
duction factor in May. 

x *« 


HIS year they started out in 


* 


T THE end of April, the Big | 


Three had made 72.1 percent of 

all the trucks built so far in 1953, 
j}and there were definite signs of 
production tapering off at some of 
the independent producers. 

So far this year, all U. S. 
plants have built 2,148,454 cars 
and 478,051 trucks—a total of 
2,626,505 vehicles. 

At the same point in 1952, the 
|total of 1,874,856 vehicles that had 
| been built was made up of 1,437,865 
cars and 436,991 trucks. 

Thus, this year’s car output now 
shows a 49.4 percent gain over last 
year’s levels, while truck output is 
up 9.4 percent. 





January by garnering 89.7 per- | 















|} dent of the Chrysler division. Wal- 
| lace is holder of more than 70 auto- 
motive patents. He was president 
lof the division for more than 16 
| years. 
O'Malley joined Chrysler in 1934 
jas field representative after oper- 
| ating an auto distributorship for 14 
lyears. He was made assistant 
|}general sales manager of the 
|Chrysler division in 1944, and ad- 
| vanced to vice-president and gener- 
|al sales manager four years later. 
| The three executives spent their 
last day on the job last Thursday 
| (Apr. 30). 
| 


Elects Stampp 


SAN ANTONIO.—J. Frank 


been elected president of the San 
Antonio Automobile Dealers Assn. 
to succeed Ivan R. Moore, of O. R. 
| Mitchell Motors. 

| ©. C. Gunn, of Smith Motor Sales, 
| Was elected vice-president; Frank 
Bitter, of Gillespie Motor Co., was 
named treasurer, and J. T. Sim- 
mons was reappointed executive 
secretary. 

Elected to the board of directors 
were Frank K. Houston, of Ranger 
Pontiac Co.; Jack Mitchell, of Jack 
Mitchell Nash Co., and Walter 
Windsor, of Turbiville Motors. 





Munson in Partnership 
Fred H. Munson has purchased 
the interest of Glenn O. Cook in 
Cook-Pitts Motor Co., Arkansas 
City, Kans. The firm now is known 


|as Munson-Pitts Motors, Inc. 


\Both Rule Out Depression .. . 


Ford, Weeks Express 








Optimistic Outlooks 


WASHINGTON. — Addressing a 
|group of the nation’s top business 
men here last week, Secretary of 
Commerce Sinclair Weeks assured 
them that there will be “no old- 
fashioned depression” when 
Korean war ends. 

Just as optimistic was Henry 
Ford II who said he sees “many 
more very good business years 
ahead.” 

Weeks spoke at a U. S. Chamber 
of Commerce general session. Ford 
was the principal speaker at a 
testimonial congressional dinner 
staged by the Michigan Com- 
|mercial Secretaries Assn. 

“I would quickly add,” said Ford, 
“that we do not see a_ broad, 
smooth road of effortless or com- 
pletely steady progress ahead, But 
we do believe that whatever fluc- 
tuations lie ahead can be contained 
within a constantly rising stream 


develop new.” If they do this, he 
said, “there are no grounds for 
assumption of a post-Korean eco- 


| nomic slump.” 


the | 


Ford said his company’s eco- 
nomic experts have setup an array 
of hard facts “which seem to rule 
out any real prospect of a serious 
depression, 1930-style, in the fore- 
seeable future.” 

“A chief factor making for a 
bright future,” said Ford, “is the 
wonderfully changed climate here 
in Washington—and I’m not talk- 
ing about the weather!” 

“The feeling that all segments 
of the economy will get a fair 
hearing in Washington,” he said, 
“has done a lot to rid business of 
its fear psychosis and its perse- 
cution complex.” 


Weeks won applause from his 


|} audience with this observation: 


“Regardless of any flutters in the 


‘San Antonio Group 


Stampp, of Downtown Motors, has | 


of production, employment and 
living standards.” 

“The worst that should be ex- 
pected,” Weeks declared, “are stock 
market fluctuations adjust- 
ments following reduction in de- 
fense spending .. . some downturns 
in business activity in specific lines, 
| after overstimulation ends .. .” 

The present boom, he _ said, 
may taper off into some sort of 
normalcy. “But that normal level 
itself,” he added, “will be rela- 
tively high and the long-range 

future prospects much higher.” A 

business like a family, has no ex- 

cuse to fear it is going to starve 
just because it doesn’t have 
Thanksgiving turkey every day.” 

Weeks urged business to “plan 
now, ahead of the defense cut- 
backs, to expand old markets and 


stock market, the smartest and 
most fairsighted business men in 
the U. S. know that the best thing 
that could happen to America 
would be for the entire world to 
follow President Eisenhower's 
newly-mapped path to peace.” 

Weeks denounced the excess 
profits tax as “the worst tax ever 
developed by the mind of man— 
evil in all its effects.” He renewed 
the Administration’s pledge to see 
that taxes are cut. 

At the Michigan dinner, Rep. 
Jesse Wolcott, of Michigan, chair- 
man of the House Banking Com- 
mittee, asked about the controls 
expected to be passed by the Sen- 
ate, wowed his audience with this 
concise answer: 

“There won't be any controls. 
Period.” 











AUTOMOBILE 
DEALER OPPORTUNITY 


We are adding to a National chain of automobile 
dealerships. If you have a successful record of sell- 
ing new cars in volume, we can offer you a sub- 
stantial capital investment with our agreement. 


If you have successfully managed a volume new car 
dealership and have some available cash—or if you 
already have an investment in a going business, we can 
offer you additional financial support that will enable you 
to become a big-volume new car dealer. 


Under this plan, you may retire our investment from profits 
and acquire sole ownership of a highly successful volume 
business. 





Write or wire, telling us about yourself, make 
and number of cars you have sold by years. 


Your inquiry will be kept confidential. 


Box Number AN-440 Detroit, Michigan. 








Installed by 
Anyone in Less 
| Than 5 Minutes 


No Lost Sales Due To Oil Drip—Eliminates Unsightly Drip Pans 
Made from specially treated material to resist oil, grease, water and fuel. 
CAN'T BE SEEN FROM THE OUTSIDE 


When Ordering, Give Make 
and Model of Cor... $13.50 
| Large Cadillac and Buick Slightly Higher 


D & M TRUCK TOP CO. 


12186 Petoskey Telephones: Webster 3-1613 Vermont 8-2535 Detroit 4, Michigan 
Manufacturers of Truck Tops and Undercar Covers 





for standard models 
F.0.B. Detroit 
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HELP WANTED ; 


ATTENTION FORD AND CHEVROLET 





office managers, business managers and 
accountants. We have openings for 4 ex- 
perienced business managers and office 
managers in dealerships which we oper- | 
ate. Prefer men between 35 and 45 
years of age, with real know-how and 
business management ability. Salary 
range from $600 a month up, based on 
monthly salary and percentage of over- 
all profits. If you have real ability and 


want to become connected with a rapidly 
growing organization that offers unlimit- 


ed opportunity, contact us immediately. 
Address your replies, giving complete | 
details regarding yourself and your ex- 


perience, to Frank Goodwin, Hull-Dobbs- 
Oakley Supervision Service, 115 South 
Third St., Memphis, Tenn. 


SERVICE MANAGER- 
has excellent position for 
who can assume complete responsibility 


Large Buick dealer | 
capable man | 


of entire service department and manage | 


Must be well versed in 
all phases of this department and pos- 
sess merchandising and customer rela- 
tions know how. Excellent working con- 
ditions in modern’ shop. Convenient 
location for suburban living near Detroit, 
Michigan. Send complete resume of past 
experience, references and recent photo 
in first letter. Box 2517, c/o Automotive 
News, Detroit 26. 


it successfully. 





ATTENTION TOOL SALESMEN 
AND WAGON JOBBERS 


We have a fast selling, non-competitive 
sideline item in your field! 


Write us for free descriptive literature 


TOW BAR SALES CO. 
40 S. Clinton St., Chicago 6, IIlinois 





WANTED —Retail truck sales representa 
tive in Gulf Coast area of 
Capable of active selling and closing of 
retail truck deals 
trade-ins. Must have ability to meet feet 
prospects. Potential 20 new trucks per 
month and adequate market for 
trades. Capable man can werk up suflici- 
ent business for creation of commercial 
department. Salary to start of about 
$500 to $600 per month. Address Box 
2518, c/o Automotive News, Detroit 

PARTS MANAGER. Oldsmobile volume 
dealer has opening for qualified first rate 
aggressive parts manager in state of Vir- 
ginia. New spacious parts department 
with modern faci.ities. Experience, edu- 
cation, character, and references impor- 
tant. Write Box 2504, c/o 
News, Detroit "6 

FORD SERVICE MANAGER. Excellent 
opportunity for an 
ability to train and control growing 

service department in the fastest grow- 

ing metropolitan area in New Jersey. 

Excellent compensation, complete respon- 

sibility. Write qualifications to Box 2515, 

c/o Automo.ive News, Detroit 26. 


SALESMEN. NEW CAR doaler following. 


North and Sou h Carolina. Full or part 
time for distributor of body hardware, 
parts, accessories. Sure fire sales pro- 
gram. Liberal commission, bonus, car 
expense. Our employes know of this ad. 
Box 2516. c/o Automotive News, De- 
troit 26. 


EXCELLENT PROPOSITION for new car 
salesman. Good working conditions. Mild 
climate. Only proven producer with years 


of Packard experience. No one over 50 
years. Southern Motor Co., Packard 
Dealer, 1517 Austin, Houston, Texas. 


outh dealer in Cleveland, Ohio with un- 
usual service facilities and excellent 
working conditions. Salary, incentives 
and profit sharing with a minimum 
guarantee of $3.000 the first year. Man- 
agers now with DeSoto and Chrysler 
will qualify for this job. Box 2531, c/o 


Automotive News, Detroit 26, 


SALES MANAGER ‘OR 
dealership wanted. Located 
Serving five counties. Volume good. Ex- 
cellent compensation. Complete responsi- 
bility. Must be good. Write qualifications 
including recent picture to Box 2532, c/o 
Automotive News, Detroit 26. 





in Colorado. 





POSITION WANTED 


aie 





$12,000 YEAR PARTS and service expert 
desires permanent position with whole 
saler or retailer. | can increase your 
business if you are profit minded. Refer 
ences exchanged. Box 2505, c/o 
motive News, Detroit 26. 


aggressive man with | 


Texas. | 


including appraisal of | 


used | 


26. | 


Automotive | 


Dodge-Plymouth | 





Auto- | 


| 


DEALERSHIP WANTED 


AUTOMOTIVE NEWS, MAY 4, 1953 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: TWENTY 


CENTS (20c) 


PER WORD for each insertion. Cash in advance. Position 


ALi t MM tt ee i ee | 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed ‘Box No. ....... 


One Dollar 
same day received, Display Ads: 


SB Prd ae ee 


, in care of Automotive News, Detroit 26, Mich.'' add 


($1). per insertion for address and extra service as replies are forwarded, unopened, the 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


GENERAL OR SALES MANAGER with | 


proven ability, Fami.iar with all phases 
of dealer operation. A real go getter who 
can organize a smooth running operation. 
Equipped to handle truck and car dealer- 
ship. Prefer to associate with Ford, 
Chevrolet or Lincoln-Mercury in New 
York City or New Jersey. Box 2534, c/o 
Automotive News, Detroit 26. 


SOUTHERNER, 29, five years factory, 


three years successful dealer manage- 
ment experience, desires position as 
general or sales manager-——small dealer- 
ship. Familiar all phases, strong on 
used cars and trucks. Top performance 
and references. Location immaterial. 
Small investment possible. Box 2533, c/o 


Automotive News, Detroit 26. 


LEASE MANAGER. Thoroughly’ experi 
enced in sales, organization and man 
agement of volume long term car and 
truck leasing. Also thoroughly experi- 
enced in management of transient car 
and truck rental operation. Box 2507. c/o 
Automotive News. Detroit 26 

GENERAL SALES MANAGER. Executive 
ability, twenty-five years experience with 








large volume operations. 
Knowledge of every phase of business. 
Capable taking full charge and all re- 


eponsibilities. Excellent record and r>fer 





ences. Box 2522, c/o Automotive News. 

Detroit 26. Nie en 
GENERAL MANAGER. Aggressive. Pre 

war experience all phases. Marricd. 


Proven ability. Finest of references. Fac 
Terms 


tory approval assured. open 
South or west coast preferred. All in 
quiries answered immediately. Box 2523, 
c/o Automotive News, Detroit 26. 





AVAILABLE MAY 15th to a dealer de. ir- 
ing a young and aggressive new or used 
car manager. Familiar with all rhases 
of the business. Exceptional background. 


Fourteen years dealer and factory ex- 
perience. Prefer the south. Box 2519, 
c/o Automotive News, Detroit 26 


GENERAL OR ASSOCIATE MANAGER. 
Thoroughly experienced and quali~ed to 
handle all phases of large or small 
dealership. Will invest $10,000 on salary 
and reasonable profit sharing or com- 
mission basis. Small family, good health 
good habits. Prefer south but not es- 
sential. Confidential. Box 2520, c/o Auto- 
motive News. Detroit 26. 

SECRETARY, female——37, desires posicion 
as personal or social secretary. Over ten 
years’ secretarial, stenographic experi- 
ence; free to travel; drive car. Will fur- 
nish references. Box 2521, c/o <Auto- 
motive News, Detroit 26. 


PILOT DESIRES POSITION as pilot and 
salesman, New and used car experience. 
All replies acknowledged. Harry Swartz 
12745 Northlawn, Detroit 4, Mich 





DEALERSHIPS AVAILABLE 


DUAL GM AGENCY. Excellent 
upstate New York. Money maker. 
2527. c/o 


ave, 


BEST 
setup 
Details to qualified buyer. Box 
Automotive News, Detroit 26. 

DEALERSHIP FOR SALE handling Nash 
cars. Nevada’s most popular town. Sold 
over 200 new Nashs last five months. 
$10,000 will handle. Owner going in large 
Cadillac operation. Positively best deal 
for money in the USA. Contact Miss 
DeChant, 210 E. Second, Reno, Nev. 

AUTO AGENCY, now handling Dodge- 
Plymouth, in Nebraska City, Nebr. Parts 
and equipment invoice about $20,000. 
Factory approval plus $4.000 will handle. 
Jack Windle, Nebraska City, Neb. 

DUAL DEALERSHIP, handling Ford. Mid- 
west beautiful resort area. 150 new units 
and excellent service and parts. Best 
location and facilities. Will take $50,000 
eash and assume mortgage for $20,000 
to handle. Box 2528, c/o Automotive 
News, Detroit 26. 

$20,000 
1952; 

depart- 


Willys, Established 1945; sales 
month; sold 48 new, 230 used, 
attractive building; parts-repair 


ment; mining-steel industrial area; price 
with property, equipment, parts stock 
$80,000. Apple Co.. Brokers, Cleveland, 
Ohio. 

AULO AGENCY. Fast growing coal field 
in Pennsylvania. Chrysler products 70 
ear contract. O*her interests reason for 


selling. Box 2529, c/o Automotive News, 


Detroit 26. 


covering entire price field plus real 


estate including large building for show- | 


room and repairs, supplies. paint and 
body shop. Large used car lot. Box | 
26. 


2530, c/o Automotive News, Detroit 





G. M. DEALERSHIP WANTED 


CHEVROLET OR G.M. DUAL — 200-400 CAR POTENTIAL 


Pennsylvania, New Jersey, Maryland or Virginia. Experienced 


Chevrolet man in all phases of operation with factory approval. 


Will consider any sound buy-out proposition. Available at once. 


Wvite or Wire 
Box 2536, c/o Automotive News, Detroit 26. 





Thorough) 





DEALERSHIPS AVAILABLE 


[ILLINOIS DEALERSHIP handling Stude 
| baker. 120 car franchise. Well established 
| growing business. Sell for inventory of 
parts and equipment. Approximately $15,- 
090, Factory approval necessary. Box 
2524, c/o Automotive News, Detroit 26. 
WELL ESTABLISHED DEALERSHIP 
handling Fords. Approximately 50 to 69 
cars annually. North central Illinois. 
Low overhead. Wiil require $22,000 for 
inventory and equipment. Will sell or 
lease building. Factory approval required. 


Give complete details including bank 
references. Box 2525, c/o Automotive 
News, Detroit 26. 

AUTO AGENCY, one of major 3. Estab- 
lished 1934; quota 200; modernly 
equipped; direct factory dealer; brick 
building 86’ x 132’; no body work; in- 
dustrial city 55,000; net $28,000 year; 


priced right with parts, stock, equipment 
and property. Apple Co., Brokers, Cleve- 
land, Ohio. 

AUTOMOBILE DEALERSHIP, handling 
Studebaker, available in good, solid east 
Texas industrial town of 25,000. Modern 
building available for lease from present 
dealer. Write Box 2526, c/o Automotive 
News, Detroit 26. 

GM DUAL—175-200 passenger cars, 25 
trucks. Located in northwest. Best hunt- 
ing, fishing. All parts, service and 
ottice equipment new. Plant facilities 
best in state. Approximate book value 
$75,000. Good lease and location. All 
replies strictly confidential. Write Box 
2506, c/o Automotive News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich 














“BIG 3’' DEALERSHIP available in 

thriving southwestern city of 800,000 
| population doing about $1,000,000 volume 
| annually. Factory approval necessary. 
No real estate to buy. Will sell at in- 
ventory. Owners retiring. Write Box 2509, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Chrysler products, located on the best 
automotive thoroughfare in St. Louis, Mo. 
A very profitable business; owner will 
lease property. Parts at inventory, equip- 
ment at appraised value. Write Box 2474, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Chevrolet—100 to 
120 car potential on U. S. Highway 81. 








Good shop and body department. Lease 
for 3 more years. Best showroom in 
northwest Kansas. Box 2511, c/o Auto- 
motive News, Detroit 26. 

AGENCY, handling Studebaker, in south- 
ern New Mexico. Trade area of 30,000. 
100 car potential. Priced for quick 
action. Parts and equipment $10,000. 
Box 2495, c/o Automotive News, De- 
troit 26. 





AUTO AGENCIES 


Large, medium and small ‘Big Three” auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





DEALERSHIP AVAILABLE, handling 
Dodge-Plymouth, in east central Illinois 
in a live county seat town of 5,090 pop- 


ulation. Excellent facilitizs. Long time 
lease on garage building. Repair parts 
;} and accessories at fair inventory cost. 


No book accounts or used cars. Box 2498, 
c/o Automotive News, Detroit 26. 


EXCLUSIVE DEALERSHIP, handiing 400- 


500 Chrysler product. Established over 
25 years and located in the heart of 
the Pacific northwest. Owner wirhes to 


retire. Approximately $50,000 will handle. 
No purchase of real estate necessary 


favorable lease available. Factory ap 
proval necessary. Box 2535. ¢/o Auto 
| motive News, Detroit 26. 
| CONCRETE GARAGE BUILDING with 
two modern apartments and_ spacious 
parking area, Five thousand square feet 
| first floor suitable for ary tvpe auto 
| agency in prosperous small community. 
| Total price $18 500. Phone 6013 or 
write U. G. Carl. Jr.. Cumberland, Md 
HANDLING CHEVROLET, 1,200 units. 
Very profitable. Excellent location. Sub- 
stantial investment. Maslen, Bar Build- 
ing. White Plains, N. Y. 


| 

| ~ DEALERSHIP WANTED _ 
vill PAY CASH for one of ‘‘Big Three’ 
| 

' 





dealerships—200 cars or more. E. T. 
Smith, 3320 N. E. 15th Court, Fort 
Lauderdale, Fla. | 


a 


ARE YOU A FORD OR A GM DEALER 
Who Will Sell Assets To 
Qualified Party? 


f so, eomtact us. 400 or more units desired. 
and factory approval. 


Have ample capital 
Box 2404, c/o Automotive News, Detroit 26 





DEALERSHIP WANTED 





FORD 
Volume Operation 


Southwest Region or Southern California 
CONSIDER LINCOLN-MERCURY 


Factory Approval 
Ample Capital—Absolute Confidence 
Ready to Deal. 


Box 6015 
KANSAS CITY, MISSOURI 








DEALER SERVICES 








INVENTORY SERVICE 
Complete parts and accessories inventories 
for ali dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 








NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 

Accurate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1631 E. 79th St. Chicago, III. 
ESsex 5-8300 


INVENTORY SERVICE. Parts and acces 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model 
year breakdown for Ford. Chevroiet 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8480 











INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup. part-time heip 
confidential and unbidsed.-Certified reports 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 





on request. Call or write for service details 


| Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. 








BUSINESS OPPORTUNITIES 


AUTO AUCTION FOR SALE. Live and 
play in the Florida sun. Work only 2% 


troit 26. 





CARS FOR SALE 








ATTENTION! 
USED CAR BUYERS 





| We currently have for sale a nice selection | 


| of low mileage 1951 and 1952 Chevrolets 
Fords and Plymouths in coupes, two and four 
door sedans 


These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39 Ps 
|. E. Spatig, Used Car Manager 


Phone: Sherwood §8-1500 





KEN SCHAEFER'S 


The Only Indiana 


| AUTO AUCTION 
in Continuous Operation Since 1943 
| EVERY THURSDAY 


Oealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont O15! 
IN THE HEART OF INDIANAPOLIS 


| 





Inventory | 


booklet on Parts Department operation sent | 


WE 3.6449 | 


days a week. Must sell immediately. Re- | 
ply Box 2477, c/o Automotive News, De- | 





CARS FOR SALE 


ANNOUNCING 


CLEVELAND 
AUTO AUCTION 


(Formerly O.K. Auto Auction) 


Every Wednesday at 
1:00 P. M. 


Starting May 6, 1953 


located in the center of 


Automobile Row 


4305 Euclid Avenue 
Cleveland, Ohio 


We guarantee this auction to have 


150 cars for opening sale. 


CHESTER DAVIS 


Experienced singing car auctioneer. 
Now at the Emlenton Auto Auction, 


Emlenton, Pa. 


Drive in or Fly in—Hotel or 


Motel Reservations. 


Drivers and convoy service anywhere. 





For information call 


Henderson 1-9219, Cleveland, O. 
William (Bill) Cunchula, Owner 








WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used” 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 


AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


ATTENTION 
OHIO-INDIANA 


| DEALERS 


WHOLESALING 


USED CARS 
Since 1926 


SAM DIXON 


MOTOR SALES, INC. 
CELINA, OHIO 











USED CARS 
WHOLESALE 


250 CAR BALANCED 
STOCK ALL TIMES 


Guaranteed 


Willys’ Distributor 
Packard Dealer 


LAUREL C. WORMAN, INC. 


Madison Ave. Toledo, Ohio 
Phone Main 2267 


| 1621 








AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 




















AUTOMOTIVE NEWS, MAY 4, 1953 


CARS FOR SALE 


| ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


CARS FOR SALE 





Three Outstanding 
Auctions 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950 


| Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 


PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Monday 
CLEVELAND, OHIO 


Wednesday 
DANVILLE, PA. 





Friday 
HORSEHEADS, N. Y. — 





CARS WANTED 

| LINCOLN CONTINENTAL. Only excep- 
tionally sharp late model considered. 

| Estate or storage car preferred. 

| photos or particulars. Ridgefield 
Ford, Ridgefield Park, N. J. 





Ronald D. West, Owner 


Joe E. Johnson, Gen. Mgr. 

and Auctioneer | lers and DeSotos. Only exceptionally 

| sharp late models considered. McClin- 

| tock-Cadillac, Lansing, Mich. im 

WANTED — (10) clean used MG sport 

roadsters. Phone Glenn Walraven Motors, 
Marion, Ohio, 2-4135. 





ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole 
sale, reconditioned and ready for | 
sale— Tow Bar Service — Storage | 


PARTS” FOR SALE 


PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to 
a new unit 





Phone us for mofel reservations | 


N. Northwest Chevrolet Co. | 


Woodward at 13 Mile Royal Oak, Mich. | 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles” | 





AUTO AUCTION | 


TIM ANSPACH 
"Midway", 

Aibeny Sehascsod y Toes 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 


| exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


| 
1 Ace Automotive Products 
sais N. Broadway 
Phone: Longbeach 1-1773 
Open Accounts to Rated Concerns 





\1] DYER AUTO AUCTION 


DYER, INDIANA 


SALE EVERY FRIDAY 


225 CAR SALE 





SIX YEARS IN SAME LOCATION 





Dealers — How Can You Lose? 


Checks, titles, transmissions, rear end, crack blocks, 
police cars, taxicabs guaranteed 


Why take chances on a place where you 
don't get this protection? 
George Lawson — Owner — Bud Fennema 
Phone Dyer, Indiana, 2361 or 4051 





FREE—ABSOLUTELY—FREE 


“World's Best Used Car Record Book" 


Complete purchase and sales information. Used by Automobile Dealers and 
Finance Companies for over 20 years. Send $2.95 for one book and get one 


free. You'll agree with thousands it's the best—if you don't, just keep one 
- book, return the other and your $2.95 will be promptly refunded. Checks 
payable to Hamco Publishing Company. 


"60 Second Used Car Record Book" 
Box 2503 c/o Automotive News, Detroit 26 













DISTRIBUTORSHIP AVAILABLE 


ATTENTION TRUCK WHOLESALERS 
AVAILABLE FOR DISTRIBUTION 


The “BUSTIN” Radiator Grille Guards 
Write for more information 


BUSTIN STEEL PRODUCTS, INC. 
110 E. 130th ST., NEW YORK 37, N. Y. 























| Excellent Bodies - Good Motors - Heaters | 


Send | 
Park | 


ELGHT PASSENGER CADILLACS, Chrys- 


Largest Olds parts wholesalers in the midd!+ 


| 
| Flanders 0800 


| Complete stock Hydra-Matics for all ie 
OLDS and PONTIAC 1940-1948 — $99.50 | but $1,900. Call or write. 


Chicago 40, Illinois | 

















_PARTS FOR SALE 
















BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 








Genuine Oldsmobile Parts 


west. Shipments made promptly. | 
GREBE OLDS 

3400 S. Kingshighway 
St. Louis 9, Mo | 





- 'PRUCKS FOR SALE 


ECKER 
1948 Ford C.O.E. with Holmes Traffic King, 
middle size. Wrecker complete with all at- 
tachments and 400 feet of new cable. Just 
overhauled all hoist mechanisms at cost of 
$250. Chassis excellent—six 7.50x 20(8) ex- 
cellent tires. Special wrecking lights, rein- 
—— fenders, painted red and white. Two! 
big for our needs. Cost new, $3,600. We ask 


TIMMERMAN SALES—Ford, Lima, Ohio 


TRUCKS WANTED 





WANTED—Holmes wrecker, 1% or 2-ton, 
short wheelbase. Hawkins Ford Sales, 
324 West Third St., Marion. Ind. 





BUSES FOR SALE 

USED BUSES. 1946, K-7 7 International Su- 
perior, 54 passenger. 1947 Dodge Superi- 
or, 60 passenger. 1946 Ford Superior, 48 
passenger. 1946 Fixible Superior, 25 pas- 
senger. New buses for sale: 1952 new 
GMC Oneida, 60 passenger. 1952 new 
Dodge Superior, 60 passenger. 1952 new 
Ford Superior, 48 passenger. National 
Bus Sales Co., 101 N. 33rd, St., Phila- | 
delphia 4, Pa. Phone BA 2-7605. 


DEALERS | 


This is our deal on School Bus delivery 


We maintain in stock for immediate deliv- 
ery a school bus mounted on your type 
chassis. 


CALL US FIRST 


Transit 
Sales and Service, Inc. 
23 South St. Danbury, Conn. 
| Frank T. Mee Tell. 3-4437 








MISCELLAN EOUS 




















Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic Braking | 


WITH BRAKE HOOK-UP 
GUIDE 


ONLY . . . $5145 ais: 


Meets 1.C.C. Strength Requirements 














LESS 





COMPLETE with 
Guide Cables and $6] 45 
BRAKE HOOK-UP ....... - 

Meets ALL 1.C.C. Requirements! 


$19.50 
TRI-KING 3-Point Hook-Up 


Intra-State Tow Bar $42.50 


(Folding ''V'' Type) 













QUICK-TOW, Bumper- 
to-Bumper Tow Bar 





—SPECIAL— 
Protecto Covers (Tailor Made) .... 
Carrying Bags $1.00 & $3.50 
SAFETY CHAINS, set of 2, only .... $2.50 
Ail Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distr:wutors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 










1000 on ee OFF business ce ards —embossed | 


| FROM AND TO ALL POINTS IN NORTHWEST | answer! 


| 
| 
Pp 








































73 


MISC ELL. ANEOL Ss 


MISC EL L ANEOL Ss 


ENGINE REBUIL DING - Cranksha f 


$5. Patented leather case free. One grinding and metalizing. John P, Hughe 


oy ‘service. Also automobile business Motor Co., Inec., 800 Commerce §&t 
forms. Tear-Off Cards, Inc., 4248 W Lynchburg, Virginia. 
Cermak Rd., Chicago. 





ENGINEERED 


DUAL CONTROLS 
DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS @ Prov., R.I. 
| 119 Snow St. GAspee 1|-4848 


Do You Have A 
Transportation Problem? 


CONVOY COMPANY 
3900 N.W. Yeon Avenue 
Capitol 9841 
Portiand, Oregon 








|EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 
An advertisement in this section is the 


Truckaway—Driveaway—Warehousing 
Insured — Low Rates 


STATES AND MOST OF UNITED STATES 


AUTOMOTIVE NEWS 


THE SENSATIONAL 


BRAKE-MOBILE 
TOWePILOT 


TRADE MARK PATENTS PEND. 


@ Lubricated Brake For Safe and Smooth Stops 

@ 4 Perfection Coupiers Fit '39 Through ‘53 Bumpers 
@ Tubular Steel "V" Arms Provide 44" Spread 

@ Engineered For Safe and Speedy Installation 

@ Rugged Construction Assures Years of Service 


MEETS ALL I.C.C. REQUIREMENTS 


CANNOT BE MATCHED AT ANY PRICE 


ONLY FED. TAX INCL. 
WITH AUTOMATIC BRAKE $52 35 STEERING CABLES 
AND BRAKE CABLE ° OPTIONAL $12.60 


PROFITABLE SALES FRANCHISES AVAILABLE TO DISTRIBUTORS 


FACTORY NET 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING COMPANY 


GENERAL OFFICES: BATTLE CREEK 9, MICHIGAN 
Phone 2-5257 All Departments 


“LEADERS IN THE INDUSTRY SINCE 1939” 


EQUIPMENT 


3—Four post Walker electric hoists, (new type)................ $300 each 
1—Fifty ton press (Lempco frame, Dake press unit)...................- $250 
I1—K. O. Lee pin fitter complete .................--csscscessesenssnsenneeeeenees $100 
I1—No. 10 Chief frame and axle machine floor unit 

Complete We COONS cccccenceccnncscoscsncssssscsncssnsccrssnecsscsesssensocasnsessoees $750 



























Many other smaller tools available. This equipment is all 


guaranteed in good condition. Inquire: 


EDWARDS MOTOR COMPANY 


3601 W. Wisconsin Ave. Milwaukee, Wis. 





New Subscription Order 


| 

| 

| 

| 
Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [_] | 

for which check is attached [] or send bill [] ‘| 
sential ibicding tastes diacadwage woauiaae 
| 

| 

| 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer () 
Financial (} 


Manufacturer [([] 
Supplier (1) 


Car Dealer () 
Jobber |) 





Insurance [_]} 









Make of Car ... 

















Left — International Harvester’s 
new Truck Engineering Laboratory 


Right — The ‘Desert Whipping Post’’ 


All five are in your favor!- 


Here’s what International has to offer the man interested in a truck dealer franchise: 









= = 


? 


1. Intensive Truck Research Program. The world’s most advanced exclu- 4. Strong Acceptance. Over 1,000,000 Internationals are now on the road. 


sive truck Engineering Laboratory at Fort Wayne, Ind. enables you to Every International Truck delivers the same high performance, economy, 
offer the unique features that mean lowest costs to experienced truck and stamina that have made Internationals the sales leaders in the heavy- 
buyers. This continuing program of truck research has developed 307 duty field for 21 straight years. 


new features for the new International line. These features were proved 
at the laboratory. Not a part, component, or truck goes into production 5 
until it has been proved here. e Consistent Advertising. One of the most comprehensive programs in 
International’s history is paving the way to the International dealer’s 
2 greatest selling year. 
@ Proof from Toughest Proving Ground. Every feature in the new line 
was also road-proved at International Harvester’s 4000-acre “Desert Whip- 
ping Post” near Phoenix, Ariz._toughest Proving Ground in America. On Let these powerful sales facts work for you. Take advantage of this 


a 7¥4-mile paved track providing grades up to 9°, trucks are given high- outstanding profit opportunity. For complete information on an Inter- 
speed endurance tests under heavy loads. Other roads have grades up to 


60% for every known performance test. Fifteen miles of dirt roads provide 
plenty of rough, dusty testing. These and many other tests, at air tempera- 
tures ranging from 18°F. to 118°F., prove the durability of every new 
International Truck feature. 


national Truck Dealer Franchise, write today to your nearest Interna- 
tional District Office or to International Harvester Company, 180 N. 
Michigan, Chicago 1, Illinois. 


3. World’s Most Complete Line. 168 basic models ranging " as el 
from 1%-ton to 90,000 lbs. GVW rating. 29 engines, with wid- ws 
est practical choice of gasoline, LPG or diesel fuel systems, 
available to give the right power for the job. Thousands of 
specialized variations mean every truck user is your pros- 
pect. 







International Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


‘Standard of the Highway” 
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